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From  the  sound  of  a  STORM  MASTER  "GOLD  SEAL" 
DOOR  you  con  tell  it's  a  strong,  rigid,  solid  unit 
that  is  quality-built  to  last  for  decades. 


Don't  place  another  order  until  you've  checked 
STORM  MASTER  "GOLD  SEAL".  Remember,  fast 
delivery  comes  from  the  FACTORY  nearest  you. 


STORM  MASTER 


ALL  ALUMINUM  COMBINATION 

STORM  &  SCREEN  DOOR 


UoituHd- 1| 

^  •  Heewweifl 


oa  COM,  SEE... 


•  Heevyweight  extrutiena 

•  Outaet-cemer  rigidity,  mitred 
e  Center  "puahber"  mulHen 

e  Ftdly  interlecking  wdtotheraeol 

•  Oieeming  atabileaa  ateel  kerdwore 
e  Twe  gieaa  sealed  inserts 

e  Ttare  oH-eduminum  wire  inserts 

•  Futty  interchangeabie  inserts 

e  "SECURI  LOCK"  tamperproof  inserts 
a  Inside  bettem  expander  section 
e  Aircraft^esign  streamlined 


if  you're  not  really  told  on  the  line  you  ore 
now  handling  or  ore  intoretted  in  doing 
bettor,  got  full  details  on  how  you  con  fit 
into  the  loit-growing  STORM  MASTER 
picture  today. 


STORM  MASTER  CORP.  of  laltimoro 
1800  So.  Hanover  St.,  Baltimore,  Md. 

I  wont  to  bo  in  tho  STORM  MASTfR  pictwro. 
Sond  full  dotoilt  to; 


STORM  MASTER  CORPo  of  Baltimore 

1800  South  Honevor  Stroot 
Baltimoro,  Maryland 
SARATOGA  2881-2882 


We  ore  (Deolert.  Dittribwlort,  eft.  I 


IlOU/  cent 
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VentiLite  Glass  Jalousies  are  the  very 
latest  innovation  . . .  with  features  that 
are  years  ahead  of  the  market.  Frame 
is  heavy  63  STS  aluminum. 

Latest  massive  diecast  clips  with  double 
overlap  completely  seals  off  all  air  and 
water  infiltration.  Head  and  sill  tight¬ 
ly  weatherstripped. 

Perfectly  engineered  for  the  toughest, 
coldest  climate.  3"  louvres  with  V-i' 
overlap  make  a  solid,  tight  unit.  Storm- 
sash  can  be  attached  inside,  replacing 


The  \ 

Lowest  Price 
Quality  Jalousie 
on  the  market 

VentiLite  VentLock  control  eliminates 
objectionable  crank  turning  and  knob 
twisting.  Unit  opens  and  closes  with 
only  turn  of  operator  lever  which 
holds  louvres  in  any  position. 

New,  mechanical  corner  eliminates 
welding  and  weak  spots,  makes  unit 
stronger,  more  rigid. 

VentiLite  is  without  doubt  the  most 
beautiful,  practical  jalousie  on  the 
market .  .  .  easy  to  install,  easy  to  sell, 
extremely  profitable. 


Offers  the  Most  Sensational 
Plan  on  the  Market 


Vsii-/i!Ljrs 


ii-riLoGK 


AfPackage  Deal 

for  the 

Complete  Manufacture 
of  Glass  Jalousies 


VentiLite  offers  you  a  truly  sensational  oppor¬ 
tunity  to  be  on  integral  port  of  the  fabulous, 
booming  jalousie  business. 

We  will  set  up  a  complete  fabricating  plant 
for  you.  Our  technicians  and  engineers  will 
get  your  production  rolling  and  train  your 
labor.  We  will  even  train  your  sales  force  and 
help  you  with  your  merchandising  and  adver¬ 
tising. 

You  can  amortize  part  of  the  cost  of  setting  up 
a  plant  over  a  long  period.  Present  allotments 
of  aluminum  will  enable  you  *0  make  1,000 
units  per  month. 


The  first  3,000  units  you  sell  will  return 
a  substantial  portion  of  the  total  cost  of 
plant  set  up. 

Heavy,  interlocking  mullion  slides  in;  no 
screws  needed. 

Plant  setup  includes  screen-making  depart¬ 
ment  to  make  screens  at  low  cost. 

Unit  is  designed  so  it  can  be  shipped  to 
dealers  and  distributors  KD,  assembled  in  a 
matter  of  minutes. 

It  is  so  expertly  designed  that  fabrication  is 
simple.  Costly,  intricate  operations  are 
eliminated. 


Dealership  and  distributorship  inquiries  are  invited 
but  will  be  subject  to  the  manufacturer  in  your  area 
when  one  is  set  up  as  manufacturers  will  have  full 
control  of  their  own  areas. 


5556  BISCAYNE  BOULEVARD  Manufacturers  of  MIAMI  37,  FLORIDA 

GLASS  LOUVRE  WINDOWS  AND  DOORS 
IN  ALUMINUM  FRAMES 

Fotenfs  Pending 
United  States  Seriol  No. 

122,240  ond  Conoda  Senol 
No.  608,247. 

VentLock  Controls  —  Reg. 

U.  S.  Potent  OHke. 
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The  ^Cadillac"  of  the  Business 


aram 


IProliatrt  of 
Almttimnn 
i^killrraft 


NOW  PRICED  TO 
OUT-SELL  THEM  ALL! 

Tht  Only  Window  Lino  wHh^  these  FMT  StLLING  SUPIRIOK  FlATURESl 

%  Introducing 
the  Hew  Sensational 

Business  buuber 
paramount 


NEW  IMPROVED 

TRIPU-TRACK 

ALL-ALUMINUM 

STORM  &  SCREEN 

WINDOW  COMBINATION 

with  Built  in  Weatherstrip 

•  TRIPLE  TRACK 

—  Not  CHANNEL 

•  EASY  INSTALLATION 

—  Service  FREE 

•  TWIN  VENTILATION 

—  Sofiiei  Raise  or 
Lower  to  Any  Level 

CHANGEOVER  NEVER 
NECESSARY! 

—  Molte  Self-Storing 
Obsolete 

Cs«.  Union  Viow  o,  1  •  POSITIVE  100%  WEATHER 

r««f  TRACK  ftAJURis  y'Mff  j  STRIPPING 

1  TOP  GLASS  ' 

i.  SCREEN  •  heavy  extrusions 

3.  bottom  glass' 

iVMrNfR-srff/rp/NG 

America's  Finest  Fastest-sell¬ 
ing  ALL-ALUMINUM  Combi- 
nation  STORM  and  SCREEN 
DOOR 

•  Fylly  tutryded. 

•  $in9le  life  doors,  two  life 
doort.  ielf-storirio  doors 

•  Aluminum  Wire  screen. 

•  Ciponder  on  nil — tor 
tolerances 

•  Recntorced  corners  tor 
lite-ttme  rigidity. 

•  Complete  with  aluminum 
ensemble  ond  stoinless 
steel  hardware 

•  BOTH  are  3  WAYS  BEHER!!! 

1.  QUICKER  AND  EASIER  TO  INSTALL  2  SERVICE-PROOF 
J  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL-RACKS 

ADVERTISING  MATERIAL  AYAILARLE:  Cuts,  Mats,  Literature! 


ALL-ALUMINUM 


cMuew  SToniH  wimn 


p 

J _ 
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With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  HINGE  feature 


Some  other  Outstanding 

1.  Full  Length  PIANO  HINGE  5 

Permits  eosier  cleoning  trom 
the  outside 

2  EXTRA  HEAVY  EXTRUSIONS 
(#63  ST.  5  Alloy  Extrusions). 

3.  SPECIALLY  DESIGNED  SPONGE 
RUBtER 

To  affect  o  perfect  seol  be¬ 
tween  Casement  window  ond 
storm  window  Eliminotes 
Window  Condensotion. 

4  FULLY  EXTRUDED  Weather 
Stripping  installed  on  eoch 
Window  Vent  opening  for 
positive  seol. 


Selling  features 

Spectolly  designed  rubber  ex¬ 
trusion  to  seol  ond  secure 
gloss  in  plotc.  tor  permonen- 
cy.  And  permitting  simple  re- 
plocements  of  broken  gloss  by 
home  owners. 

Designed  tor  Single,  Double 
thick  ond  Demiplotc  tor  Pic¬ 
ture  Windows. 

Controlled  ventilotion. 

Drott  Free 

Reenforced  for  permonent 
rigidity. 

I  Priced  Right 


aramount 


ALUMINUM  PRODUCTS  CORP. 

ISO-11  Jamaica  Ava.,  Jamaica,  L.  1.,  N.  Y. 


PHONE 

REPUBLIC  9-6664 
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Cover  Picture  of  the  Month 

The  cover  tor  February  (hows  the  home  ol 
Mr.  and  Mrs.  William  Barlield  located  at  4210 
Helen  Avenue.  Memphis.  Tennessee.  This 
home  is  completely  Ut- 
led  with  Aiuma  Kralt 
all-aluminum  awnings 
as  well  os  a  carport  ol 
the  same  construction. 

The  awnings  and  car¬ 
port  ore  white,  trinuned 
with  a  color  stripe  to 
match  the  root  ol  the 
house.  The  carport  not 
only  replaces  an  ex¬ 
pensive  garage  but 
odds  length  and  gives 
the  modem  ranch-type 
appearance  to  the  house.  The  Bariields  use  the 
carport  as  a  patio  and  find  it  a  wonderful 
place  lor  the  children  to  ploy  on  rainy  days. 
The  awnings  and  carport  ore  monuiactured 
by  the  Aiuma  Kroit  Manufacturing  Company. 
1330  North  RockhUl  Road.  St.  Louis  17.  Me. 
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C-THRU  ALUMINUM  AWNING  CO 


424  W  IITH  ST,  LOS  ANGELES  15,  CALIF 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


BECAUSE: 


The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  nrost  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


C-THRU  AWNINGS  SclMitiflcally 
Control  Light  A  Vontllation 


Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


ym%,  its  ond 

for  us«  in  mow  country. 


UOHT 

C*TNtU'S  potontod  curvod  louvors  brooli 
uo  Korsli.  outsido  lifiit  wliicli  •ntors  your 
room  soft,  ftoroloss  ond  dMIwsod.  No  moro 
droory  rooms  with  tliis  oxclusivo  footuro. 
VENTILATION 

C'THtU'S  onfinoorod  louvors  liooo  tfio  sun 
owoy  from  your  windows,  ond  ollow 
comisloto  awnin9  ond  room  vontiloHon.  No 
dood  oir  ipockots  moons  tomporoturos  low* 
orod  os  mudi  os  17  dofroos. 


OISTBIBUTOftS:  Writ*  or  wir#  immodiot#- 
ly  lor  IwrtKor  informotion. 

DIAlEtS:  Contoct  wi  for  location  of  your 
noorost  distributor. 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 
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Dural  engineers,  with  the  help  of  a 
Southern  University,  hove  perfected 
o  new  triple-track  window  mode 
for  satisfied  customers  and 
profit-wise  dealers. 


ALU/M/NUiM 

STORM-SCREEN 
WINDOWS  Old  DOORS 
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set 

your 

sights 

on 


y  * 

WHILE  YOU  HUNT  RABBITS? 


Still  wasting  shots  on  small  game  during  deer 
season?  Aim  at  the  buck.  Join  Ludman  WindoTite 
Jalousies  for  the  most  successful  big  game  hunt  in 
building  specialties  history. 

Jalousie  distributorships  have  grown  like  wild¬ 
fire.  And  why?  Simply  because  there's  on  enor¬ 
mous,  ready-made  market . . .  using  your  present 
sales  force,  equipment  and  facilities. 

But  before  you  jump  on  any  jalousie  band¬ 
wagon  ...  or  if  you’re  dissatisfied  with  your  pres¬ 
ent  line  ...  it  will  pay  you  to  investigate  Ludman 
—  the  leader! 


Ludman  Engineering,  Advanced 
Design  and  Manufacturing  "Know-how*’ 

combine  with  streamlined  distribution  to  enable 
you  to  offer  Ludman  Jalousies  to  your  customers 
at  a  price  competitive  with  ordinary  jalousies. 

Easiest,  Lowest  Cost  Installation . . . 

easy  to  order,  store  and  handle.  No  crude,  make¬ 
shift  sawing  operation  required  to  avoid  waiting 
for  special  sizes  from  factory,  because  Ludman 
"Magic"  Mullions  adjust  standard  stock  sizes  to 
fit  any  opening.  Tension  Grip  Louver  Clips*  slice 
glass  installation  time  to  minutes. 


MOUSIES 


Unmatched  Quality,  Outstanding 
Consumer  Features... 

every  housewife  recognizes  the  value  of  the 
Good  Housekeeping  Seal.  The  praduct  that  has  it, 
earns  it.  And  together  with  the  superior  advantages 
offered  by  Ludman  design,  research  and  crafts¬ 
manship,  the  G(X}d  Housekeeping  Seal  makes 
your  selling  job  a  breeze! 

'potent  opplicd  for 


U  D  M  A  N 


CARRIiS  THI 


GOOD 


NOUSIKIIRINO 
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Guaranteed  by  ^ 
L  Good  Housekeeping  J 

4DV[RTIStD 

LUDMAN  C^fitattAo 

Box  4541,  Dept.  BS-2,  Miami,  Florida 


LUDMAN  CORA. 

D«^t.  tS-S,  tax  4S41,  Miami,  rierlAa 
RUSH  me  complete  inlormotion  on  Ludman  Windo- 
Ttfe  Jaloutiet,  including  descriptive  literature, 
competitive  prices  and  full  details  on  portoble 
demonstrators  and  displays. 


&  Home  Improvement  Dealer 


Ludman  Advertising  and  Sales  Helps  Lead  the  Field 

Magnificent  8''x  10"  photos  in  full  natural  color  of 
beautiful  installations  throughout  the  nation  available  to 
Ludman  WindoTite  Dealers  . . .  for  only  pennies 
. . .  the  best  jalousie  selling  aid  ever  made! 
From  national  magazines  to  beautiful,  hard  selling  folders, 
ludman  tops  them  all!  New,  personalized  newspaper  mat 
service  —  use  your  own  installation  photographs  if  you  wish. 

Arm  your  soles  force  with  handy,  portable  Ludman  Demonstrators 
. . .  and  watch  the  fastest  sales  action  you've  ever  seen! 

Soles  floor  displays  with  huge,  lighted,  full-color 
transparencies  of  installation  photographs  also  available 


JMOums 


There's  no  doubt  about  it! 


Secure  a  distributorship  i 

Deal  Direct  with  Manufacturer  and  Watch  those  Profits  Climb  I 


ACT  NOW  to  socuro  the  most  envied  franchise  in 
America,  exclusive  for  your  area!  This  means  more 
profits  for  youi  And  look  at  these  sure-selling  features: 


•  All  EXTRUDED 

CONSTRUCTION 


C  COMPLETE  STOCK  ON 
HAND 


•  EASY  TO  OPERATE 
AND  INSTALL 


e  IMMEDIATE 

DELIVERY 


Wrlt0f  Wire,  or  Phone  Now! 


BEN  CORSON 


1228  BELMONT  AVE. 
PHILA.  4,  PA. 
GReenweed  7-9500 


FHA  Tide  I  financing:  is  abso¬ 
lutely  vital  to  the  health  of  the 
I  h»»me  improvement  industry  yet 
altoj^ether  too  little  attention  is 
hein^  paid  to  the  serious  situation 
I  that  has  developed  as  a  result  of 
the  FHA’s  lack  of  funds.  I'nless 
(’onsress  passes  a  joint  resolulum 
auth<»ri/.inK  FHA  to  insure  another 
half  billion  dollars  of  moderniza¬ 
tion  loans.  Title  I  finaneini;  may 
have  to  be  discontinued.  In  some 
parts  of  the  country  dealers  have 
already  encountered  difficulties  in 
financing  sales  because  l(K‘al  banks 
are  unable  to  secure  FHA  coverage. 


The  fact  is  that  FHA  simply  does 
not  have  enouKh  authorization  to 
continue  at  full  pace.  Insured  loans 
have  been  pilinfr  up  ever  since  No¬ 
vember  1952.  Meanwhile  applica¬ 
tions  have  been  runninj?  at  the  rate 
of  about  125  million  dollars  a 
month.  Amortization  of  previous 
loans  has  amounted  to  about  75 
million  dollars  monthly.  These  am¬ 
ortization  funds  are  the  only  money 
available  for  Title  1  loans. 

•  •  • 

The  backl(»}(  ha.s  now  reached  al¬ 
most  290  million  dollars.  It  is  im¬ 
possible  for  the  FHA  to  permit  it 
to  )i:et  much  lari^er.  To  catch  up 
with  this  enormous  Imcklo;;,  FH.A 
will  s<M>n  have  to  refuse  Title  I 
loans  for  a  lon^  enouf^h  period  to 
wipe  out  these  loans.  It  would  take 
almut  THREE  MONTHS  to  do  this 
and  then  another  backlog  w<»uld 
accumulate  which  would  attain  ne- 
ces.sitate  a  halt  in  loan  activity. 
The  only  way  to  prevent  this  from 
happening  i.s  to  have  Congress 
authorize  more  money  for  the  FHA. 

(Continued  on  Pafte  76) 
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READY 

FOR 

INSTALLATION 


OUTSIDE 

EXPANDER 

JAMB 

BOTTOM 

ADJUSTABLE 

SILL 

3  S  S  HINGES 

AIR  ARM  & 
CHAIN  STOP 

2  GLASS  & 

2  SCREEN 
INSERTS 


FEATHER  LITE'S  COMPLETE  LINE  Of  ALUMINUM  COMBINATION 
STORM  WINDOWS  AND  DOORS  WILL  ENABLE  YOU  TO  NET 
BIG  PROFITS  ON  THOSE  BIG  JOBS 

INQUIRE  TODAY  ABOUT  THE  LINE  WITH  THE  BIG  FEATURES 
FEATHER  LITE!! 


DEP'T  GS,  13330  W.  McNICHOLS  RD. 
DETROIT  35,  MICH.  UNivcrtity  4-7134| 


ALUMINUM 
COMBINATION 
STORM  ^ 
WINDOWS  ^ 
AND  DOORS 


SELF-STORING 


p,Cr[Now/ 


EXCLUSIVE  TERRITORIES  OPEN  TO 
ALERT  DEALERS  AND  DISTRIBUTORS 


•  ALL  ALUMINUM 

EXTRUDED 

•  NATIONALLY 

ADVERTISED 

WRITE,  WIRE  or  PHONE 
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SOMETHING 

WONDERFUL 

is  coming  . . . 

Sometime  next  month,  our  esteemed  industry 
is  due  for  a  pleasant  surprise.  That  will  be 
the  occasion  of  the  formal  debut  of  the  new 
WARNER  WEATHER-MASTER  TRIPLE  TRACK  COM¬ 
BINATION  STORM  &  SCREEN  WINDOW. 

Warner  Weather-Master  engineers  have  come  up 
with  a  unit  that  represents  the  ultimate  in 
modern  design  and  appeal.  Important  advances 
will  undoubtedly  set  the  held  a-buzzing  .  .  . 
and  those  concerned  with  sales  will  quickly 
envisage  clicking  adding  machines  and  rising 

sales  charts. 

We  at  Warner  Manufacturing  Corp.  are  happy  that 
the  day  is,  at  last,  at  hand.  We  thank  the 
trade  for  its  patience  and  as.sure  it  the  just 
reward  which  is  its  due.  We  also  invite,  for 
the  first  time  in  many  a  moon,  inquiries  leading 
to  exclusive  franchises  in  open  territories. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 

MANUrACTURED  RY 

UIQRIICR  mfG.  CORP. 

855  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  J. 
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First  mumr  In  Jaiouaies famous  tkr  trorid  over 


EXPERIENCE  IN  DESIGN  PLUS  ASSEMBLY-LINE  MASS  PRODUCTION 
PAY  BIG  DIVIDENDS  IN  CUSTOM  OUALITY  AT  UNBEATABLY  LOW  PRICESI 


Now  go  after  the  BIG  MARKET!  MODERNVIEW 
shows  you  the  way  with  COOPER  Louvre 
WINDOWS. 


COOPER  Ix>uvre  WINDOWS  always  LEAD  —  so 
you  can  be  sure  of  being  the  first  with  the  NEWEST 
innovations. 


Sell  a  waiting  market  the  best  and  most  effieient 
unit  at  the  lowest  prices  in  the  field.  That’s  how 
competition  can  never  touch  you ...  or  reach  the 
BIG  MARKET  you  can! 


If  you’re  anxious  to  get  your  share  of  the  fastest 
growing  market  in  building  s|teeialtie8  history, 
write,  wire  or  ’phone  today. 


YEAR  ^ROI  XD  SALES  RROVEDt 


Features  positive 
action  without 
rotor  mechanism; 
Seol-Tight  Side- 
gotes,  auto-lock, 
bronze  bearings, 
rivetless  construction 
and  costly  zinc 
annealed  finish. 


MODERNVIEW,  INC. 

95  Madison  Avenue,  New  York  16  ORegon  9-0540 


We  ore 
interested. 
Fleote  send 
details  to: 


We  ore  Q]  Oeolers  Q  Distributors  Q  Other 


NAME  _ _ _ _ _ 

ADDRESS  _  - .  .  _ 

CITY _ ZONE  STATE 


Prowler  proof 


A  Home  Improvement  Dealer 
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In  growing  demand 
the  year  'round  for 
doorways,  windows, 
porches,  patios, 
store  fronts . . . 


HASTINGS 

alumi- 

AWNINGS 


I  Good  HcNiMkMplnf  J 


PARALASTIC 


CAULKING! 


The  easiest  working,  best  sealing  caulking 
compound  you've  ever  used  .  .  .  GUARANTEED! 

All  colons  .  .  .  AND  PASTEIS  TO  MATCH 
EVERY  ASBESTOS  AND  INSUIATING  SIDING! 

SOLD  BY 

LEADING  JOBBERS 


Reg.  U  S  Pat.  Off. 


IT  ISN'T  INSULATED  UNLESS  IT'S  CAULKED 


1  PARALASTIC  PRODUCTS  CO.  INC. 


CHECK  THESE  FEATURES 


EXTRA  STRONG 

Built  of  Bturdy  040  ain  raft  alu- 
mtnum  .  .  interloc  king  leakproof 
aegniente  form  rigid  tinit. 

AIR-COOLED 

Louvers  in  sides  (designed  to 
keep  out  rain  and  snow)  supply 
rross  ventilation  and  free  circu¬ 
lation  of  fresh  air  .  .  minimise 
possible  damaging  effects  of 
heavy  wind  pressure. 

ROLL-FORMED  SLATS 

Awning  segments  are  c'rowned 
and  have  a  smooth  bevel  edge  for 
added  strength  and  beauty  .  . .  no 
rough,  sharp  ends  or  corners. 

SMART  COLORS 

A  wide  choice  of  basic  c'olors  and 
color  combinations  to  harmonise 
with  all  types  of  arc'hitecture. 


ALL-WEATHER  FINISH 

Lustrous  enamel  finish  firmly 
bonded  to  metal  before  forming 
—  -an  unusual  feature.  Constantly 
subjec  ted  to  factory  tests:  a  500* 
hour  salt  spray,  a  1000  hour  hu> 
nudity  test  and  many  othera. 

ATTRACTIVE 

UNDERSTRUCTURE 

Awning  slats  are  roller  <  oated 
white  on  underside,  with  flat 
lacquer  finish  to  prevent  glare, 
yet  reflect  light.  All  btacing  is 
roll  formed. 

...EASY  TO  INSTAU 
...EASY  TO  SELL 


SEE  OUR  DISPLAY 
BOOTH  31 
NERSICA  SHOW 


METAL  TILE  PRODUCTS,  INC.,  D*pt.  207,  Hading,,  Mich. 

Srnd  free  literature  on  HASTINGS  alumi  awnings.  I  am 
l~1  Dealer  Q  Distributor  Q  Contractor  Q  Architect 


WANTED 


Triple  track  or  triple  slide  KD  or 
full  length  extrusions  for  the 
manufacturer  of  aluminum 
storm  windows. 

Now  manufacturing  and  distrib¬ 
uting  in  allied  line  —  15.000  sq. 
ft.  of  floor  space  and  ample  capi¬ 
tal  available. 

Write  to  Box  389 

BUILDING  SPECIALTIES 
425  Fourth  Ave..  N.  Y.  16.  N.  Y. 
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Fabulous  New  Profits  for  Dealers 


Amazing  New 

Applied  like  wall  tile  over  any  construction. 
Transforms  old  dwellings  into  stone. 


Dealers  Report 
ONE  JOB  SELLS  TEN. 
Write  Today  for 
Money  Making  Offer 


Yes  —  this  is  the  sensational  new  remodeling  stone  that  has  amazed 
the  industry  —  that  is  applied  unit  by  unit  like  tile  —  and  transforms 
old  dw'ellings  into  beautiful  stone  residences — in  just  days. 
Oaftstone  is  packaged  stone,  shipped  ready-to-install.  Requires  no 
special  molds,  no  expensive  equipment  to  buy.  No  mussing,  no 
fussing  on  the  job.  It  is  applied  DRY.  Easiest  to  apply  —  easiest  to 
sell.  No  prior  experience  necessary.  G<h?s  over  shingles,  weatherboard, 
stucco,  brick,  cinder  or  concrete  bltKk.  Sales  possibilities  unlimited. 
Makes  money  from  the  start. 

Oaftstone  has  the  beauty  and  texture  of  stone  —  lasts  like  sttme  — 
because  it  is  stone.  It  is  pre-cast  stone  masonry.  Wide  choice  of  colors, 
shapes  and  textures.  C'olors  are  permanent,  unfading,  through  and 
through  the  stone. 


Year  Round  Sales 
to  Homes, 
Commercial  Bldgs., 
Churches,  Schools, 
Fireplaces,  Interiors 

Big  selling  season  just  ahead  — 
prepare  now.  Write  or  Wire 
today  for  full  information. 


([r^fUfone 


Exclusive  Franchises 
Available  in  Select 
Territories  to 
Qualified  Dealers 


CALL 

WRITE 

OR 

WIRE 


CA-STONE  PRODUCTS,  INC. 

3032  W.  SED6LEY  AVE.,  PHILA.  31,  PA.  •  BARING  2-1429 


CA-STON£  PRODUCTS.  INC 
3032  W  Scdgicy  Ave.,  Philo.  31,  Po 

Send  us  full  details  on  Croftsfonc  Wc  arc  interested 
in  a  Dcolcrship. 

Nome  ....... 

Address 

City  Stote 


6  Home  Improvement  Dealer 
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Dealer  Sales  Fomm  An  Important 
Featnre  of  NERSICA  CONVENTION 


ONE  of  the  mo«t  important  fea¬ 
tures  of  the  1953  convention 
of  the  National  Established  Roof- 
inK,  Sidint?  and  Insulatinj^  Con¬ 
tractors  Association  to  be  held  on 
Monday  throufrh  Wednesday,  Feb¬ 
ruary  16,  17  and  18  at  the  Hotel 
Statler,  New  York,  will  be  the 
three-session  Sales  Forum  by  and 
for  dealer-contractors. 

Always  the  industry’s  greatest 
event,  the  NERSICA  Convention 
and  F^xposition  this  year  oflFers  one 
of  the  mo.st  valuable,  timely  and 
needed  services  it  has  ever  pro¬ 
vided.  As  a  new  admini.stration 
takes  over  and  you  and  every  other 
dealer  wonder  what  the  effect  will 
be,  the  well-known  busine.ss  fore¬ 
caster,  Arthur  C.  Bab.son,  will  tell 
w'hat  the  future  holds  in  1953. 

Mr.  Rab.son’s  talk  will  reveal  the 
results  of  a  comprehensive  survey 
of  conditions  in  the  maintenance, 
repair  and  home  improvement  in- 
du.stry.  This  survey,  combined  with 
the  lonjr-famed  ability  of  the  Rab- 


THF]  amount  of  residential  con¬ 
struction  .started  in  1952  ex¬ 
ceeded  nearly  all  the  e.stimates 
made  a  year  aKo  and  surprised 
mo.st  of  the  experts,  accordinj?  to 
the  United  States  Savinjrs  and 
Loan  League. 

The  Leaffue  has  just  publi.shed 
its  Quarterly  Letter,  which  con¬ 
tains  a  review  of  home  buildintr 
and  other  construction  started  last 
year.  The  letter  is  written  by  Nor¬ 
man  Strunk,  executive  vice  presi¬ 
dent  of  the  I^eairue,  and  Arthur  M. 
Weimer,  its  economic  consultant, 
who  also  is  Dean  of  the  School  of 
Busine.ss  of  the  University  of 
Indiana. 

The  publication  .said  “in  view  of 
frrowinK  competition  in  housinK. 
con.servative  attitudes  on  the  part 
of  buyers,  and  relatively  tijrht  con- 


son  organization  to  correctly  fore- 
ca.st  busine.ss  condition.s,  makes  this 
year’s  convention  a  truly  extraor¬ 
dinary  one. 

Combined  with  Mr.  Rabson’s  ad¬ 
vice,  the  three  day  sales  F'orum, 
will  concentrate  on  providing  the 
kind  of  information  and  help  that 
every  dealer  needs.  Subjects  cov¬ 
ered  will  encompa.ss  the  finding, 
hiring  and  training  of  .salesmen 
and,  in  the  final  .session,  a  di.scus- 
sion  of  “What  Is  Left  For  You’’ — 
that  is,  how  to  handle  the  payment 
of  .salesmen,  credit  financing,  pric¬ 
ing,  overhead,  ethics,  .service,  etc., 
in  order  to  bring  the  dealer  the 
highest  possible  profit. 


ditions  in  the  Federal  Housing  and 
Veterans  Administrations  .sector 
of  the  mortgage  market,  home 
building  volume  in  1952  has  been 
truly  impres.sive. 

“F’inal  Government  .stati.stics 
will  .show  more  than  1,100,000  new 
hou.ses  and  apartments  .started  in 
1952,  making  it  the  .second  best 
building  year  in  hi.story,  exceeded 
only  by  1950.” 

The  publication  predicts  that  in¬ 
dustrial  building  will  decline  this 
year,  and  that  commercial  con- 
.struction  will  increa.se  with  expira¬ 
tion  of  controls  on  materials.  Resi¬ 
dential  con.struction  will  be  about 
10  per  cent  below  the  number  of 
units  .started  in  1952,  it  .said. 

The  league,  which  repTesents 
savings  and  loan  associations 
(CMitiniied  an  Page  80) 


What  is  more,  these  will  be  prac¬ 
tical,  down-to-earth  forums  con¬ 
ducted  by  dealer-contractors  with 
years  of  experience  in  the  industry 
and  real  knowledge  of  the  specific 
problems  that  dealers  face.  Sales 
forum  leader  will  be  the  Chairman 
of  NERSlCA’s  Sales  Training 
Committee,  Director  O.  G.  Norton, 
succe.ssful  contractor  of  St.  Albans, 
L.  I.,  N.  Y.,  who  has  achieved  con¬ 
siderable  fame  as  a  trainer  of  sales¬ 
men  in  the  specialty  field  for  over 
30  years.  Members  of  Mr.  Norton’s 
committee  and  others  will  compo.se 
a  panel  of  experts  who  will  give 
brief  how-I-handle-it  talks  and  aid 
in  answering  questions. 

Equally  impre.ssive  will  be  the 
great  “convention  within  a  conven¬ 
tion”  that  NF’RSICA  again  pro¬ 
vides  by  the  3rd  Annual  Ruilt-Up 
Roofing  and  Roof  Insulation  For¬ 
um.  F'eature  of  this  four-se.ssion 
F'orum  is  a  discussion  of  “Funda¬ 
mentals  of  Roof  Performance”  by 
the  nationally  recognized  authority 
and  re.search  .scienti.st.  Dr.  C.  E. 
Lund  of  the  University  of  Minne¬ 
sota. 

All-time  High 

In  addition,  the  Exposition,  ex¬ 
ceeding  even  last  year’s  great  total 
of  110  booths,  is  proof  that  the 
1953  event  will  reach  an  all-time 
high,  both  for  the  variety  of  prod¬ 
ucts  displayed  and  the  more  than 
2,000  dealers  and  contractors  ex¬ 
pected  to  attend. 

In  line  with  the  spirit  of  opti¬ 
mism  that  characterizes  this  year’s 
convention,  it  is  w'ell  to  recall  a  few 
of  the  inspiring  words  of  Arthur 
J.  Frentz,  a.ssistant  commissioner 
of  FHA  at  the  opening  sessions  of 
NERSlCA’s  First  Western  Con- 
(Continued  on  Page  76) 


1952  Second  Best  Building  Yeai  In 
History;  1953  Nay  Show  Slight  Dip 
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StorMaster 


with  NEW  improved  TRIPLE  TRACK  action 

Aluminum  Combination  Weather  Window 


A  PRODUCT  OF  STORM  SASH,  INC 


Far  and  away  the  best  in  its  class.  The  Stormaster  offers 
every  sellable  feoture  the  home  owner  wants,  features  you 
distributors  and  dealers  will  recognize  immediately.  And 
here’s  something  else.  Because  every  Stormaster  product 
is  quality  controlled  within  our  own  plant  from  smelting, 
extruding  and  production,  we  are  able  to  offer  lower 
prices  ond  faster  deliveries — TWO  big  factors  that  make 
real  profits  for  you. 


Ditinbwtert  •  d*oUrt, 
fK»  fo<t«  behind  lh«  com* 
pl*l«  lint  •!  $l«rmoftftr 
Cefwil»inoti*n  Windows 
ond  Doors. 


STORM  SASH,  INC. 

706  SOUTH  STATE  .  CItAID,  OHIO 
AU  INOUIKIES  TREATED  CONFIDENTIAUV 


MAIL  THIS  COUPON 

TODAY. 


ADDRESS 


ZONE 


STATE 


•S  Home  Improvement  Dealer 
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seconds  of  reading 


years  of  profit 


ORCHARD 
BROTHERS  INC. 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 

Phon.  Ruth.rford  2-7400 


Yes,  this  small  investment  in  reading  time  can  get  you 
a  big  return  in  profits  —  "over-the-years"  profits! 
Since  we  choose  our  AlumaROLL  "family"  carefully, 
we  stick  with  them— giving  them  all  the  technical  and 
promotional  help  we  can.  So  when  you  "go"  with 
AlumaROLL,  you  keep  right  on  going  and  growing! 
If  you  want  a  share  of  those  "20-year-profits"  our 
past  history  indicates  are  a  sure  thing,  write  today 
for  details  about  K.D.  or  dealer  franchise  in  any  ter¬ 
ritory  that  interests  you. 
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plicity  of  assembly. ..just 
at  make  Pro-Tect-U  the 


symbolize  Pro-Tect-U  jalousit 
one  of  the  outstanding  feah 
leader  in  its  field.  This  simpli<^  c<jn  reduce  your  salesmen’s 
equipment  from  a  slide  rula  to  in  order  book ...  resulting 
in  more  sales  to  more  satlsfj|bd  ^stomers. 


A  (itnpU  towing  oporotion 
in  rntnuftt  mokos  tpociol  custom 
windows  on  tho  job  oliminoting 
unnocossory  doloy. 


One  hundred  KD  windows, 
size  24  (37"x  50H")  con  be 
stored  in  less  than  fifty  cu. 
feet  of  shelf  space. 


PRO-riCS^U  The  only  Jalousie  Window  with 
eqJaj^  distributed  closing  force  throughout 
th^Antire  height  of  the  unit. 


PR0-TECT-U  The  only  Jalousie  Window  with 
/j hardware  ad/ustment  every  fourth  louver. ..arnJ 
’  y  weatherproof  vane  ends  by  the  use  of  inter- 
/  locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT.U  JALOUSIE  CORPORATION 

Dept.  BS-2  Coral  Gables,  Fla. 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 


Address 


&  Home  Improvement  Dealer 


WEATHEI 

P«rf«c»  -  inuda,  with 
the  new  Winsulite  A-9 


Servicing  Over  3.000,000! 


WINSULITE  NEWS  Exm 


Baltimore  2.  Md. 


Our  30th  Year! 


Winsulite  Introduces  All  New 
Three  Track  Storm  Window! 


YOUR  HANDS  ARE 
ALL  YOU  NEED! 


These  famous  hands  identify  Win¬ 
sulite  K-D  products  in  the  storm  win¬ 
dow  trade.  Your  hands  ARE  all  you 
need  to  assemble  the  new  A-9.  Pre¬ 
cision  engineered  parts  are  shipped 
K-D — windows  can  be  swiftly  and  pre¬ 
cision  assembled  for  fast,  labor-saving 
sales!  Write  Winsulite,  Baltimore  2, 
Md.  for  complete  details. 


Mr.  Hy  Katz 


Mr.  Hy  Katz,  President  of  the  Win¬ 
sulite  Mfg.  Co.,  has  been  a  recognized 
leader  in  the  window  trade  for  30  | 
years.  He  has  personally  supervised  I 
the  development  and  production  of  the  | 
Winsulite  A-9.  Mr.  Katz,  a  shirt¬ 
sleeve  type  executive,  invites  inter-  | 
ested  dealers  to  write  to  him  personally  ' 
for  complete  details  on  handling  the 
Winsulite  A-9.  Mr.  Katz  will  be  at  the 
Statler  Hotel  during  the  Nersica  Show,  i 


DEAURSHIPS  AVAILABU 
IN  SEUCm  nRRITORIES 

Baltimore,  Md.  The  Winsulite  Manufacturing  Co.,  makers  of  quality 
window  products  for  over  three  decades,  has  just  announced  the  com¬ 


pletion  of  its  three  track  window. 


The  Winsulite  A-9  Three  Track 
Storm  Window  and  Screen  Sash 


The  A-9  is  precision  constructed  of 
the  finest  all-extruded  aluminum,  draft 
and  dust  free  in  winter,  insect-proof  in 
summer. 

MoM  Coupon  For  Comploto  Details! 

- - 1 

I  Wintubla  Mfg.  Co.  A-9  I 

I  721  N.  Control  Av#  ! 

I  ftolto.  2,  Morylond  • 

I  Gontlomon.  . 

I  I'H  liiton  to  your  **prepoioi."  Sond  mo  dotoMi  | 

I  Nomo  I 

I  Addroii  I 

I 

I  I 


Long  in  the  developing  stage,  the 
'  window  has  at  last  been  perfected  to 
the  standard  of  quality  set  up  for  it, 
and  is  being  released  to  the  trade  this 
month.  The  window  is  to  be  known  as 
the  Model  A-9,  and  is  now  being  offered 
to  dealers  in  selected  territories. 

Repeated  tests  and  advance  show¬ 
ings  have  proved  the  Winsulite  Three 
Track  Combination  Storm  and  Screen 
Sash  to  be  something  special  in  the 
storm  window  business.  Comparisons 
with  competitive  products  have  proved 
it  to  be  smoother  in  performance,  stur¬ 
dier  in  construction,  quicker  and 
easier  in  operation. 

From  the  dealer's  point  of  view,  the 
new  Winsulite  A-9  is  big  news.  For  it 
means  that  now,  at  last,  dealers  can 
satisfy  the  steady,  profitable  demand 
of  homeowners  for  a  dependable  three- 
track  window  that  is  easy  to  operate, 
and  free  from  cumbersome  gadgets,  and 
allows  the  housewife  to  slide  window 
and  screen  at  her  convenience. 

Summer  and  winter  arrangements 
with  the  A-9  can  be  made  at  any  time, 
with  no  trick  attachments.  It  is  a  com¬ 
pletely  self-storing  window;  screens 
and  inserts  stay  in  all  year,  slide  easily, 
and  lock  securely  in  desired  positions, 
with  controlled  ventilation. 

Dealers  who  will  carry  the  Winsulite 
A-9  will  be  backed  100%  by  Win- 
sulite’s  well-rounded  promotional  pro¬ 
gram — including  hard-hitting  advertis¬ 
ing,  with  newspaper  mats,  and  colorful 
brochures. 

The  Winsulite  Mfg.  Co.  offers  a  spe¬ 
cial  discount-incentive  plan  for  new 
dealers.  Dealers  interested  in  K-D  or 
Built-Up  Setups  are  urged  to  write  for 
complete  details  to  the  Winsulite  Mfg. 
Co.,  Baltimore  2,  Md. 
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IS  ROUND  THE  LORNER 

JOIN  THE  HAPPY  FAMILY  OF  DISTRIBUTORS  AND 
DEALERS  EARNING  GOOD  PROFITS  SELLING 

the  ARinoCRAT  of 

ALUMINUM  AWNINGS 


PRICED  FOR  MASS  SELLING 

Shade  King  oluminum  ownings  ore 
omong  the  lowest  priced  aluminum  own¬ 
ings  on  the  market  todoy — yet,  ore  the 
strongest,  the  most  versatile  and  the  best 
quality  ownings  you  can  sell.  A  result  of 
modern  design  ond  production. 

STYLED  FOR  MASS  SELLING 

The  Shade  King  is  designed  not  only 
for  strength  ond  versatility,  but  for  good 
looks  os  well — o  most  importont  selling 
point  today.  The  lines  ore  smooth  ond 
graceful  and  the  pottern  becoming  to  any 
home  or  building. 

The  Shade  King  is  finished  in  six 
decorator  colors  thot  enhonce  ond  occent 
the  features  of  any  building. 

DESIGNED  WITH  YOU  IN  MIND 

The  Shade  King  aluminum  owning  is 
designed  to  meet  the  needs  ond  require¬ 
ments  of  your  customers  and  therefore  is 
easier  to  sell.  The  parts  ore  designed  and 
packaged  to  be  easily  hondled  ond  to 
take  up  little  storage  space.  The  ports 
ore  precision  manufactured  to  be  inter¬ 
changeable  and  eosily  assembled  All  this 
odds  up  to  more  and  bigger  profits  for 
you. 


on  the 


ASSEMBLE  ANY  SIZE— SHAPE— COLOR  AWNING 
RIGHT  FROM  YOUR  OWN  PACKAGED  PARTS 


There  is  no  long  waiting  for  your  customers  when  they  order 
the  Shode  King  aluminum  owning  From  your  stock  of  standord 
packoged  parts,  you  con  quickly  and  easily  ossemble  most  ony 
size — shope — and  color  owning  your  customer  desires.  There 
is  no  long  list  of  sold  customers  waiting  for  delivery.  You  can 
hondle  each  job  os  it  comes  up — right  from  your  own  standard 
packoged  ports.  Write  for  details  today. 


Butler  Stamping  Co.  •  Butler,  Po 
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Tubular  Latch  Made  For 
Aluminum  Combination  Doors 

Oley  Products  Inc.  is  now  in  pro¬ 
duction  on  the  first  natural  turn 
tubular  latch  desijfned  specifically 
for  aluminum  combination  doors. 
Adjustable  to  the  thickne.ss  of  any 
aluminum  combination  door  now- 
on  the  market,  this  new  tubular 
latch  has  a  hand.some,  “solid  look¬ 
ing”  escutcheon  and  can  I)e  locked 
from  the  inside  by  moving  a  button. 

The  Oley  tubular  latch  has  a  one 
inch  back.set  (No.  21  r>)  which  al¬ 
lows  it  to  fit  easily  into  the  narrow 
.stile  of  aluminum  combination 
d<M)rs.  A  similar  tubular  latch  (No. 
220)  with  a  l-^  i,"  back.set  for  wood 
combination  and  prime  doors  is 
also  available.  The  extra  lon^r  lu  " 
l)olt  throw  of  this  latch  offers  more 
freedom  in  fittinK  the  door  and  the 
jamb.  Both  latches  can  1m*  obtained 
in  either  bra.ss  or  aluminum  trim. 
In.stallation  is  extremely  simple 
and  can  be  (piickly  accomplished. 
Only  round  •*»«"  holes  need  be  bored 
in  the  door  to  accommodate  either 
latch. 


Prices  accordinjj:  to  the  manufac¬ 
turer  are  within  the  ranjre  of 
latches  now  commonly  u.sed  on 
combination  d(H>rs.  Officials  at  Oley 
stress  the  fact  that  this  is  the  first 
tubular  latch  made  especially  for 
aluminum  combination  doors  to  be 
put  on  the  market. 


New  Extruded  Aluminum 
Framed  Jalousie  Windows 


A  new  Extruded  Aluminum 
Framed  Jalousie  Unit,  by  Th(* 
Casement  Hardware  (’ompany  — 
bearing  the-  “WIN-DOR”  Trade 
Mark — has  iM'eii  put  on  the  market. 

This  Unit  is  designed  to  Im*  u.sed 
siiiKly,  in  mullioned  .series,  or  in- 
tejrral  with  fixed  aieas  such 

as  picture  windows — and  is  com¬ 
prised  of  a  heavy  Extruded  Alumi¬ 
num  Frame  and  jiatented  WIN- 
DOR  Hardware  with  Stainle.ss 
.steel  w  eatherstrippin^  and  jrla.ss  or 
W(»od  slats  or  louvres. 

The  louvres  are  controlled  with 
the  famous  “WIN-DOR  Operator 
which  automatically  locks  them  in 
any  position,  and  works  through 
inside  .screens  or  .storm  .sash. 


If  further  information  is  desired 
about  articles  appearing  in  the 
paxes  of  this  maxazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


These  Jalousies  are  furnished  in 
standard  sizes  or  can  be  assembled 
for  enclosures  as  required.  Entfi- 
neerinjr  is  of  the  highest  quality  in 
both  workmanship  and  material. 
They  have  been  designed  for  both 
northern  and  southern  climates. 

*  *  « 

New  Plastic  Weather 
Seal  Made  by  Kessler 

Kessler  Products  Co.  has  de- 
sijrned  ju.st  the  “package"  to  help 
all  dealers  and  in.stallers  of  storm 
windows  and  doors.  By  installing 
“Cushion  Seal,”  a  pla.stic  weather- 
.strip,  around  the  prime  window, 
the  conden.sation  of  moi.sture  from 
inside  the  house  can  be  prevented 
from  collecting  on  the  innei-  sur¬ 
faces  of  the  .storm  window.  The 
manufacturer  also  claims  that 
Cushion  Seal  will  stop  the  rattling 
of  i)rime  windows  and  w  ill  double 
the  effect  of  any  .storm  window  . 

The  initial  cost  is  small  (ap- 
|n-oximately  2.')C  per  window  in¬ 
cluding  labor)  and  will  more  Than 
pay  for  it.self  in  cutting  down  on 
repaii-  trips.  Cushion  Seal  is  easy 
to  in.stall  and  can  be  attached  to 
wood  with  an  ordinary  .stapler. 

«  «  * 

Metal  Awning  Hardware 


The  Ix)ck-Tite  adju.stable  end  fit¬ 
ting,  pictured  above,  has  geared 
teeth  in  the  hub  which  gives  rigid 
position  to  support  tubt*s.  Designed 
specially  for  metal  awning  appli- 
(Continiied  on  Page  62) 
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LEAD  THE 
SALES  PARADE 

WITH  AMERICA’S  NEW 
VENTILATED  COLLAPSIDLE  AWNING 


•  FOLDS  COMPACTLY 


•  LIFETIME  BAKED  ON  FINISH 


•  18  COLORS 


•  LIGHTWEIGHT 


•  MACHINE  MADE 


•  BE  THE  FIRST  TO  SELL  AMERICA’S  NEWEST  METAL  AWNING 

•  SELL  WITH  CONFIDENCE  AND  PROTECTION 

•  INVESTIGATE  CLOSED  TERRITORIES  FOR  MANUFACTURING  DISTRIBUTORS 

WRITE- WIRE-CALL 


DISTRIDUTORS  WANTED  AT  ONCE! 


National  Awning  &  Shade  Company,  Inc. 

B2  67  SUDBURY  STREET  •  BOSTON  •  MASSACHUSETTS 

Phone:  CApitol  7-6533 
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Yo(/r 


AU-ALUMINUM  AWNINGS 

for 


The  sensation  of  the  nation  ....  Cool  Ray  All 
Aluminum  Awnings  — 

CLASSIC  BEAUTY  AND  RIGID  STRENGTH. 
The  time  is  right  —  the  profit  is  there  —  and  the 
demand  is  greater  than  ever.  It  will  more  than  pay 
you  to  investigate  what  we  have  to  offer  all  alert 
DEALERS  and  DISTRIBUTORS. 

A  few  CHOICE  territories 
^  M  _ _  are  available  RIGHT  NOW! 


/Mumetal  awning  division 

OF  THE  ROSENBLUM  BROS.  CO. 

226  SOUTH  PHELPS  ST. 

YOUNGSTOWN  3,  OHIO  Phone  4-4412 


644JU041  Seal  'WINDOWS 

&e€H>  doorways 


HERE’S  BIG  HELP 
FOR  ANY  STORM 
WINDOW  OR  DOOR 

jV  ^34.56 

'tISN.  per  carton 


•  C.F.M’IM  \  IWL 
IM.ASnC 

•  K ASV  ro  CI  K  \N 

•  W  II  I.  FI  I  ANY 
I)(H)RVVA^  ANY 
WINDOW 

•  SIMIM.F  K)  INSrAFl, 

•  Rr(.(;Fi).w  ii.i.i  ..vsr 
A  HOUSF  I  I  .MF 

•  KFFPS  Ol'T  DRAFFS, 
DIRl  AM)  AM. 

W  F  A  FUFR 


•  THE  KESSLER  HANDY  KIT  of  “Cushion  Seal  ” 
contains  four  different  designs  of  the  all-weather 
vinyl  plastic  ...  960  feet  of  rugged  weatherstrip¬ 
ping  that  will  cover  any  opening  for  windows  or 
doors,  including  metal  casement  windows. 


•  INCREASE  THE  EFFECT  OF  YOUR  STORM  WINDOW 

•  KILL  RATTLING  OF  PRIMARY  WINDOWS 

•  HELPS  PREVENT  MOISTURE  FROM  INSIDE  THE 
HOUSE  ATTACKING  THE  STORM  WINDOW 


'  KESSLER  PRODUCTS 
>  COMPANY 

r  1064  West  Fedcrol  Street 

YOUNGSTOWN,  OHIO 

SffCIALISTS  IN  riASTIC  tXTRUSIONS 
31)39  FOR  THf  STORM  WINDOW  INDUSTRY 


PLtASt  SHir  AT  ONCE,  ONE  CARTON  OF  CUSHION  SEAL  0  S34.S«. 
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Air-Control 
LOUVREO  WINDOWS 


NOW. 


at  eodt 


MR.  DEALER 

Check  these  important  factsl 


loomed  udodocaf 


V  St'N-SAMi  U  the  largest  selling  louvred  vtindow  with 
over  5,000,000  in!<tailatioiis, 

^  SL'.N  SASH  costs  less  than  ordinary  windows  —  the 
lowest  cost  louvred  window  on  the  market. 

St  .N-.SAsii  fits  any  size  opening  —  simple,  easy 
installation. 

st'N-sAsH  is  rugged  —  time  tested  to  eiisnre  long 
lasting  durability. 

^  st.'.N-sAMi  rnullioned  directly  together  can  Ik-  installed 
vertically  or  horizontally. 

si'N-SAsH  is  packed  uith  features — automatic  locking 
pressure  sealing  —  spring  clips  —  oversize  bronze 
In-arings  —  floating  action  —  fingertip  control  — 
perfectly  balanced. 


Now,  you  can  make  more  money  handling 
the  lowest  cost  louvred  w  indow  than  ever  before. 
Sun-Sash  is  one  of  the  fastest  selling 
items  you  can  inventory.  Compare  Snn-Sash 
with  any  other  window  of  its  type!  See  the 
atnazing  value,  coutilless  features,  and  low  cost 
of  this  durable  window.  Establish  your  own 
porch  enclosure  business  and  earn 
large  profits.  Your  investiment  is  low  — 
profits  high. 


/TOO  e  e  »  to  help  you  promote  sales 
Stm-Sa.sh  offers  you  free  advertising  and 
promotional  material  backed  by  a  powerful 
national  consunter  advertising  program. 
Sun-Sash  is  sold  in  every  state  and  Canada 
only  through  authorized  dealers  and  at 
nationally  advertised  prices. 


WRITC  FOR  FULL  DITAILS  AMD  MICfS.  NOW.' 


Please  send  me  free  literature  on  Sun-SasH  windows. 


SUN-SASH  COMPANY 

NEW  YORK  38,  N.  Y. 


Addrsss 


38  PARK  ROW 
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CROWN  STEEL  WALL  TILE 


and 


CROWN  PLASTIC  WALL  TILL 


STEEL  WALL  TILE 


Good  News  for  the  profit  mindedi  The  makers  of  Crown  Steel  Wall  Tile  — ‘ 
the  tile  that’s  famous  for  selling  fast  —  bring  you  another  profit  oppor¬ 
tunity.  It’s  all-new,  all  beautiful  Crown  Plastic  Wall  Tile! 

Here’s  plastic  tile  that’s  hacked  up  hy  a  company  alieady  famous  for  jiro- 
duciiiK  steel  wall  tile  of  pioven  <iuality  —  (piality  so  IultIi  it  earned  a  bonded 
guarantee!  Now  you  can  make  the  most  hy  selliiijr  the  best — the  best  metal 
wall  tile — the  best  jdastic  wall  tile.  If  you  handle  Crown  Steel  and  Plastic  tih‘. 

you  have  no  reason  for  sellinji;  anythiiiLr  but  the  best  tile  in  its  field! 

Sell  ’em  both  and  you’ll  sell  plenty  and  earn  plenty!  (let  details  now  on  Ci'own 


Steel  Wall  'Pile  and  the  jrieat  new  Crown  Plastic  Wall  Tile.  Use  the  coupon  below. 
Whatever  customers  want  you  have  with  Crown  Steel  Wall  Tile!  A  complete 
I'an^re  of  warm,  popular  colors  ...  a  complete  ranjre  of  sizes  includiiiLr  the  fast- 
selliiiL!:  10"  X  10"  size.  Ciown  Steel  Tile  brings  you  all  you  need  to  make  a 
l)ile  selling  tile! 

You’re  in  wonderful  .shape  with  Crown  Plastic  Tile!  Crown  Plastic  features 
•ich.  lustrous  colors  with  the  added  beauty  of  subtle  marbleiziriLr.  All  the 


shapes  you  need  for  complete  installations,  plus  Crown  Tile’s  accepted,  estal»-  VVALL  TILE 

lished  ipiality! 

Crown  Tile  bach  you  up  with  complete 
powerful  soles  stimulotors!  Spariheg  4- 
color  brochures!  Attentiort-gettmg  state^ 
meet  stuffert!  Hiah-fidelitu  color  charti! 

I — “  “  “  “  “  ”  “  “  “r  I  Hard-hitting  advertising  mats  and  many 

other  compelling,  convincing  soles  aids! 
They  boost  your  soles  all  the  way  its 
every  way! 


THE  OHIO  CAN  &  CROWN  CO. 
Dept.  BS*2  Massillon,  Ohio 

frU  me  how  I  tan  make  more  by  telling  both  Crown 
Sleel  Wall  Tile  and  Crown  Platfic  Wall  Tile. 

/  am  a  dealer  I  am  a  ditfribyfar _ _ 

(pleate  check  one) 

Nome  ______  _ _ 

Addreit  _  _ 

City.  _ _  _  Zone  Slate  _ _ 


J 


WALL  TILE 
the  Ohio  con  s  crown  co« 
massillon,  ohio 
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See  Us  in  Booth  No.  6 1  .  .  .  NERSICA  SHOW  .  .  .  February  18  .  .  .  Hotel  Statler,  N.  Y. 
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CASEMENT  WINDOW 

•  Hinge  type,  opens  ond  closes 
with  house  window,  for 
easier  cleaning 

•  Engineered  throughout  for 
trouble-free  use 

•  Unexposed  heavy  duty  lacks 

- Write,  Wire,  or  Call 

HUTCH  MFC.  CO. 

STRUTHERS,  OHIO 

YOUNGSTOWN  52139 


STORM  DOOR 


•  All  welded  frome 


•  Fiona  type  hinges 

•  Complete  with  all  hardworc 


AEROLITE 
STORM  WINDOW 


•  Top  quality  product  with 
proven  customer  acceptance 

•  Foolproof  design  and 
service  free 

•  A  real  money  maker 


EASTERN  WINDOW 


•  Tailor  made  to  fit  oil 
openings  for  any  section 
of  the  country 

•  Interlocking  meeting  roil 

•  Guaranteed  money  saver 


SIDCWALL  COATING 
OUTflT 
Mo0«lt  for  lloht 
Of  hoovy  tltfioQ 


FITTINGS 
Adaptor*,  nlpplo*. 
cock*,  ofc. 


ROOFING  OUTFIT 
irtcludo*  pump, 
Oun.  ho*o 


Standard  products 
Yonr  coating  problems  I 


Whether  you're  looking  for  com¬ 
plete  outfits  to  cut  costs  by  spray¬ 
ing  sidewall  coatings  and  cold 
process  roofing... or  spray  guns 
with  special  heads  to  handle 
stucco,  asphalts,  adhesives  and 
many  other  semi-viscous  materials 
...or  hose  that  withstands  the 
pressures  used  in  pumping  these 
materials ...  in  short,  no  matter 
what  your  coating  problem,  you 
can  get  everything  you  need  in 
spraying  equipment  from  1  source 


...the  Binks  Manufacturing  Co. 

Moreover,  Binks  complete  line  of 
spray  coating  equipment  saves 
you  time  and  money  because 
each  product  is  a  standard  cata¬ 
log  item.  If  you  want  special  help 
in  selecting  or  using  Binks  prod¬ 
ucts,  Binks  Engineering  Dept,  is 
at  your  service  without  obliga¬ 
tion.  Send  in  coupon  or  write 
Binks  Manufacturing  Co.,  3114-30 
Carroll  Ave.,  West,  Chicago  12,  Ill. 
for  information. 


Hints  To 
SALESMEN 


(from  "Don't  Let  Your  Customer  Bog  Down 
Your  Sales  Talk  With  Objections"  by  B.  B. 
ScbeM) 

A  SALESMAN  is  a  person  who 
wants  .someone  to  af^ree  with 
him.  Sounds  too  .simple,  you  say? 
But  all  sound  approaches  are  ba¬ 
sically  simple.  All  you,  as  a  sales¬ 
man.  actually  want  from  the 
buyer  is  agreement. 

How  are  you  going  to  get  that 
agreement?  What  should  you  do 
when  the  customer  .says:  “I  am  not 
interested.”  Or,  if  he  complains. 
“Your  price  is  too  high.”  Or  if  he 
comments,  “I  am  not  ready.” 
The.se  are  all  common  forms  of 
sales  resistance.  How  can  they  be 
overcome? 

First,  let  us  examine  the  .state¬ 
ment  made  by  the  vice-president  of 
a  large  firm  selling  a  highly  spe¬ 
cialized  item.  He  told  his  men  that 
nine  out  of  ten  buyers  tell  “white 
lie.s.”  He  followed  this  up  by  say¬ 
ing  that  nobody  wants  to  be  sold 
anything  and  that  every  human 
being  when  subjected  to  salesman¬ 
ship,  resorts  to  “white  lies.” 

•  •  • 

Therefore,  before  .setting  up  a 
.selling  formula,  we  must  first  de¬ 
termine  whether  or  not  the  resi.st- 
ance  is  real.  It  has  to  be  carefully 
te.sted  to  determine  whether  it  be 
smoke  screen  or  sincere  resi.stance. 
Here  is  how  you  make  the  analysis : 

When  you  are  launched  into  your 
di.scu.ssion  of  your  product,  its 
benefits  and  u.ses,  and  your  cus¬ 
tomer  stops  you  to  bring  up  an  ar¬ 
gument.  I  suggest  that  you  pass  it 
by.  Too  many  salesmen  are  too 
eager  to  answer  questions  and 
overcome  objections.  This  bogs 
down  the  main  .sales  talk. 

Maybe  if  the  salesman  were  not 
in  such  a  hurry  to  answer  the  ob¬ 
jections,  they  would  never  be 
rai.sed  during  his  pre.sentation.  In 
other  words,  it  is  too  common  a 

{Coxtitimd  on  Page  80) 


Mewm  time  eeieetUtf  aprmjrimg  e^rssipmenti  BtsUI  vesspem  tedmy! 


Binks 


EVERYTH/f^G 


FREE . . .  Manual  700  and  Bulletin  751 . .  . 

tvll  how  Sink*  oquipmonf  tovo*  Koun  opplying  tldo- 
woll  cootingi,  roofing,  ond  othor  hoovy  motoriolt. 
Walls  MaaafactariBg  Ca. 

3114-30  Carroll  Avo.,  Wost,  CUcogo  12,  IIL 
Rush  mo  o  copy  of  Monuol  700  ond  of 
Oullotin  751.  I  wndorstond  thoro 
is  no  obligotion. 


-ZONE _ STATe» 


RiPRCtiNTATIVIS  IN  PRINCIRAL  U.  S.  A  CANADIAN  CITIES  •  SEE  TOUR  CLASSIFIED  PHONE  DIRECTORY 

h  VISIT  lINKS  lOOTH  49  AT  THE  NERSICA  SHOW,  FEIRUARY  16  THR0U6H  19 
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The  sale  you  JjJ^missl 

(because  you  stocked  KAYSER  products) 


A  &  B  MANUFACTURING  COMPANY 

10441  Metropolitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 
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INQUIRIES  INVITED  FROM  SOUND,  A  G  C  R  E  S  S  I  V  E  ,  W  E  L  L  -  R  A  T  E  D 
ORGANIZATIONS  WITH  A  PROVEN  RECORD  OF  ACCOMPLISHMENT! 


Only  ^6dS0n  *3! I  Casement  Storm  Sash  offers 
patented  BUILT-IN  VINYL  WEATH ERSTR I PPI N G 


The  only  proved  combination  of  materiol 
and  design  for  completely  weatherproofing 
and  insulating  casement  windows  I 


NattwMNy  A4v*ii<Md 


As  an  integral  and  permanent  part  uf  the  Season-all 
Window,  the  V'inyl  weatherstripping  section  can’t 
pull,  tear  or  work  loose.  Its  feather-edge  design  pro¬ 
vides  the  Hexihility  needed  to  prevent  cutting  of  the 
weatherstripping  under  pressure — a  common  failure 
with  ordinary  types.  This  weatherstripping  seals  all 
jour  shies  of  the  opening  section  of  the  prime  window 
and  fits  securely  to  the  casement  frame,  thus  assuring 
maximum  window  protection  and  insulation. 
Remember — no  other  make  provides  the  extra  pro¬ 
tection,  extra  comfort  and  extra  economy  of  built-in 
V'inyl  weatherstripping. 


Monufocturad  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season-all  Sales  Corporation 

7027  Appta  Avtnu*,  Pittsburgh  6,  Panno. 


U.S.  P«t. 


QUICK  FACTS  ON  SEASON-AU 


CASEMENT  STORM  SASHI 


Permanent  outside  installation  • 
Precision  mode  of  highest  quality 
materials  •  Open  and  close  auto- 
motically  with  the  prime  windows 
•  Never  need  be  removed — not  even 
for  cleaning  •  Provide  the  ultimate 
in  all-weather  window  protection  • 
Proved  performance  •  Unequalled 
in  efficiency  and  economy. 


BUILT-IN  VINYL  WEATHERSTRIP- 
PINO  CAN’T  ROT,  CRACK,  HARDEN 
OR  DETERIORATE  IN  ANY  WAY 
—WILL  LAST  THE  LIFE  OF  THE 
STORM  WINDOW. 
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THiltfS  A 
UALCO  WINDOW 
FOR 


tVtRY  OPiNINO 


THt  COMFUTI 
IINI 


Homi 

WINDOW 


CASiMENT 

WINDOW 


rwiNSUl 

PICTUIE 

WINDOW 


EASEMENT 

WINDOW 


UTILITY 

WINDOW 


JALOUtll 

WINDOW 


See  Our  Catalog 
in  Swee^a 


When  They  Build  or  Remodel . . . 


For  years  homeowners  have  named  the 
double  hung  “first  favorite”  in  prime 
windows. 

Now  Ualco  introduces  an  improved 
double  hung!  Combines  the  old  style’s 
most  desirable  features  with  all  the  ad¬ 
vantages  of  aluminum. 

Ualco’s  Double  Hung  has  “selling  fea¬ 
tures”  that  help  your  sales  crew! 

The  integral  fin  completely  surrounds 
window — is  a  part  of  the  window  itself! 
Show  your  customers  who  “do  it  them¬ 
selves”  how  much  easier  and  quicker 
they  can  install  this  new  double  hung. 
Just  place  in  opening,  square,  and  nail 
to  stud.  It’s  a  complete  unit! 

Ualco’s  Double  Hung  is  completely 


weatherstripped  with  stainless  steel 
and  Koroseal.  Built-in  insulation  makes 
it  draft-frei‘  .  .  .  dust-free! 

Frame  rigidity  for  maximum  strength 
and  screen  slot,  too,  are  built-in  fea¬ 
tures. 

What’s  more,  Ualco’s  special  finish¬ 
ing  process  produces  a  satin-smooth 
finish  that  NEEDS  NO  PAINTING  .  .  . 
lasts  forever! 


UNWM  AlWMINUM  COMTANT,  WK.  •  SNtirMl*,  AlAtAMA 
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don't  miss  out  on  the 
cash”... get  into 


We're  proud  of  the  (act  that  WEATHERKING  is  produced  and  made  in  TELE  KING'S 
Own-Famous  For-Quality  Plant  — famous  lor  quantity,  too. .  .for  delivering  the 
goods  on  time!  We're  proud  of  our  reputation  for  giving  the  best  deal  to  our  dealer 
and  distributor  "parfneis". .  .with  Hie  biggest  mark  up  in  the  TV  industry! 

Now  we  are  offering  the  home  building  and  improvement  field  an  unparalleled 
opportunity— to  share  in  the  biggest  consumer  ready-to  buy  item  in  the  major 
appliance  field.  Due  to  last  year's  shortage ...  growing  public  acceptance 
and  established  popular  need— 

Never  hat  the  public  been  so  ready  and  wanting  to  buy  air 
conditioners... 

Never  has  America  had  so  much  money  to  spend... 

And  never  will  they  get  more  for  their  money  —  as  with  the 
’years  ahead  with  new  features',  priced  right  TELE  KING 
WEATHERKING  LINE!  with  models  which  both  heot  and  cool! 

So  don't  YOU  miss  out  on  the  "cold  cash". ..get  into  the  air  conditioning 
business— and  profit!  Territories  are  being  grabbed  up  fast!  Write  immediately 
tor  full  information  on  the  hottest  selling  line  for  '53  . . . 


TELE-KING'S  sales-making,  oroNt-makine 
the  line  that’s  WORTH  handling! 


601  West  26th  St..  New  York  1.  N.  Y.  •  WAtkins  4-4600 

ear  cihibit  eeotti  44,  NfKSICA  cenvenrien.  Fab.  16-18,  Hotel  Stotler,  N.  V.  C. 


Longer  Life  Span 
Aids  House  Sales 

In  a  world  whose  citizens  frt, 
quently  worry  about  prospects  of 
an  early  and  deva.stating  war,  one 
organization  is  taking  a  long-range 
point  of  view. 

“Your  chances  of  living  to  100,” 
points  out  the  National  A.s.sociation 
of  Home  Builders,  "become  better 
each  year.” 

That’s  the  rea.ssuring  message 
N.  A.  H.  B.  is  putting  out  from  its 
Wa.shington  headquarters.  The 
changing  age  pattern  of  our  popu¬ 
lation  has  a  great  deal  to  do  with 
selling  hou.ses,  a  subject  clo.se  to 
the  N.  A.  H.  B.’s  heart.  The  a.sso- 
ciation  has  analyzed  some  figures 
put  together  recently  by  the  Bu¬ 
reau  of  Labor  Stati.stics. 

The  Future 

The  Government  .study  under¬ 
scored  a  great  increa.se  in  the  num¬ 
ber  of  older  persons.  It  predicted 
that  by  1975  there  will  be  21,000,- 
000  persons  of  65  years  or  more — 
69  per  cent  more  than  1950,  when 
the  number  was  12,500,000. 

The  moral,  from  the  home-build¬ 
ing  group’s  .standpoint,  is  obvious. 
If  people  know  they’re  going  to 
live  longer  than  they  figured  on 
they’ll  be  more  intere.sted  in  buy¬ 
ing  houses.  And  they  will  buy  them 
early  in  life,  so  the  homas  will  be 
debt-free  by  the  time  retirement 
day  arrives  and  old-age  pensions 
can  be  devoted  to  essential  living 
costs.  And  those  who  own  their 
homes  may  live  longer  still,  says 
the  N.  A.  H.  B. 

Higher  Standard.s 

Out  of  an  e.stimated  1975  popu¬ 
lation  of  190,000,000,  one  in  nine 
will  be  in  this  older-person  group, 
according  to  the  B.  L.  S.  prediction. 
In  1950  it  was  one  in  twelve  and 
in  1900  one  in  twenty-five. 

In  fact,  N.  A.  H.  B.  .says,  better 
medical  care,  higher  living  .stand¬ 
ards  and  dramatic  scientific  di.scov- 
eries  are  increasing  life  expectancy 
to  such  an  extent  that  “a  ripe  old 
age  can  lie  expected  by  nearly 
everyone.” 
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New  —Saleable  —Profitable 


JONES  SALES  &  ENGINEERING 


Slaymaker  mortise  stainless  steel  lock. 

Quick  change  over  from  glass  to  screen. 

Stainless  steel  expanding  channels  —  for  custom  fit. 


Rock  Wool  Soundproofing. 

Reinforced  steel  welded  channels  for  extra  door  strength. 


I  I 

FINE  PUBLIC  ACCEPTANCE! 


A  Combination 

STORM  and  SCREEN  DOOR 

of  STEEL 

Here  is  the  big  door 
to  soles  and  profits. 


9  Points  of  Superiority 


Hinges  of  stainless  steel,  welded  in. 

Super  strong  welded  corners. 

Double  strength  glass. 

Stainless  steel  reinforced  welded  push-bar. 


Hurricane  Combination  Storm  and  Screen  Doors 
ore  precision  engineered  to  give  you  the  ulti¬ 
mate  in  design,  material  and  construction. 


INVESTIGATE  NOW! 


OPPORTUNITY  FOR  BIG  PROFIT! 


1130  WICK  AVENUE,  YOUNGSTOWN,  OHIO 

Phone  Youngstown  63605  or  71112 
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#215-1"  BACKSET 

Available  in  Aluminum 
or  Brass  trim 


This  new  latch  set  is  the  sen¬ 
sation  of  the  industry.  Now— 
for  the  first  time  a  natural 
turn  action  knob  lock  has 
been  designed  with  all  the 
features  you  have  ever  wish¬ 
ed  for.  As  one  prominent 
storm  door  manufacturer 
said:  "it's  about  time!"  Now 
is  the  time  to  get  full  details 
and  be  among  the  first  to 
cosh  in  on  its  powerful  sales 
features  for  your  own  screen, 
storm,  or  combination  doors. 
Write  or  call  today. 


#220-1-3/4"  Backset 
for  Wood  Doors 
Same  features  as  #215. 
Available  in 

Aluminum  or  Brass  trim. 


NATURAL  TURN  ACTION  KNOB  AND  LEVER  HANDLE-new  positive 

locking  device 

EXTRA  LONG  7/16  '  BOLT  THROW-gre  ater  security,  and  more  freedom 
in  fitting  door  and  /a mb 

FAST,  EASY  INSTALLATION  —  only  round  holes  needed 

HANDSOME,  HUSKY  ESCUTCHEON  — unusual  new  design  with  a  rich 
solid  look 

RUGGED  CONSTRUCTION  —  precision  engineered  by  lock  craftsmen 
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WRITE  or  call  our  New  York  office  tocfav  for  full  information  and  literature 


PRODUCTS,  INC 


WATCH 

FOR  THE  NEW 

Weoihe/!^  WUe 

All  Aluminum 
COMBINATION 
-Itor^  DOOR 

Ready  for  Spring  Delivery 

THERFS  A  PRODUCT  FOR  EVERY 

PURSE  and  PURPOSE-PROFIT  BY  SELLING  THE  COMPLETE  LINE 


7(^i4e 

TC^eaMer^ 


LOOK  FOR  US 
FEB.  16-17-18 
AT  THE  STATLER 
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WIRE— WRITE— PHONE  Youngjfown,  Ohio.  9-9765  for  Addificnal  Information. 


MANUFACTURERS  OF  ALUMINUM  PRODUCTS 
3655  Oakwood  Avenue  Youngstown  9,  Ohio 
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fry  HOWE  0\NMtR 

more 

Products 


TIm  only  Omt 

w>tk  »h«  ImII 


ICEYSTONE 


When  you  sell  Keystone,  one  sole  invariably  leads  to 
others.  This  is  v/hy  we  produce  o  connplete  line  ,  .  . 
Aluminum  Storm-Screen  DOORS,  WINDOWS  and 
SIDING.  Each  has  notional  acceptance  for  outstand¬ 
ing  quality,  reasonably  priced. 


KEYSTONE  Storm-Screen  DOORS 


The  Only  Door  of  its  kind  it  is  easily  recognized  by  the 
full  length  Piano-type  Hinge  .  .  .  just  one  of  Keystone’s 
exclusive  features. 


KEYSTONE  Combination  WINDOWS 


StprM. screen 
Windewt  #er 
Cesements. 
Outride  er  In- 
ride  type. 


Available  in  triple  track  or  conventional  design  they 
hove  the  much  desired  Ventilating  Louvers  .  .  .  onother 
Keystone  feature. 


KEYSTONE  Storm-Screen  CASEMENTS 


Furnished  in  types  for  either  outside  or  inside  installation. 
Keystone  Storm-Screen  Casements  provide  maximum 
allweather  protection  with  convenient  operation  for 
cleaning. 


KEYSTONE  Aluminum  SIDING 


Practically  industructible  by  elements  of  weather. 
Multi-coated  and  baked  (not  sprayed)  by  a  process  that 
gives  an  even,  lasting  finish  that  defies  deterioration 
indefinitely.  Keystone's  exclusive  interlocking  flanges 
makes  for  greater  protection  and  more  efficient  installa* 
tion  .  .  .  installation  starts  from  bottom  up.  Available  in 
white  or  pastel  shades. 


AIvnInun  $ldiM« 
wHb  die  iMlurive 

leterlechlng 


Our  products  ore  sold  coast  to  coast  through  successful 
distributors  and  dealers.  If  Keystone  is  not  represented 
in  your  community,  write  us,  let  us  give  you  the  Key¬ 
stone  story. 


Your  Gu9rant00 


of  Smtirfmetion! 


Guflfonttdd  by 
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the  Leader,  % '  ^ 

Gentlemen  ...  for  a  lion’s  share  of  the  sales! 


SHIELDALL^t 

PE  RMANt^NT 
.ALUMINUM  AWNINGS 


COMPARE  THE  DIFFERENCE 


SEE  WHY  THEY  SELL! 


It  stands  to  reason,  Gentlemen,  that  the  product 


with  the  most  sales  features  is  the  easiest  to  sell 


SHIELDALl  salesmen  all  over  the  country  ore  proving 


this  every  day.  Now  is  the  time  to  become  a  SHIELDALL 


distributor  or  dealer.  Get  ready  for  the  BIG  profit  sea¬ 
son  just  ahead.  Get  the  facts  today.  Write,  wire  or 
phone  GROVER  A.  RICHARDS,  General  Sales  Manager, 


ALL  YEAR  LONG 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  South  State  St.,  Girard,  O.  *  Phone  GIRARD  5-5408 


IN  SUMMER 
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Increased  Aluminum  Expected 
In  Second  Quarter 

Supplemental  allocations  moy  boost  present 
60%  to  higher  figure~full  scale  production 
to  be  resumed  in  Pacific  Northwest  shortly 


fpOK  the  tirst  time  since  the  eml 
of  last  year  there  seems  to  he 
some  real  hope  that  the  alumimim 
pinch  may  actually  he  relieved  hy 
the  middle  of  IPo;}.  AlthouRh  alum¬ 
inum  storm  sash  and  avvnin^’^  man¬ 
ufacturers  were  disappointed  hy  a 
sec(»nd  quarter  allocation  of  oidy 
,  there  seems  to  he  some  actual 
possibility  that  this  tijrure  will  he 
increased,  possibly  even  hy  the  time 
this  i)uhlication  jroes  to  press. 

I’rinie  Windows 

The  i)rim<‘  aluminum  window 
fabricators  who  have  enjoyed  the 
hijrher  "more  essential"  XPA  clas¬ 
sification  were  jri'unted  a  .second 
(piarter  allocati(tn  of  68'  <  .  This  was 
recently  raised  to  75'r  and  it  is 
thought  that  huildinjr  specialty  fab¬ 
ricators  will  also  I’eceive  a  propor- 
tionatt*  increase. 


The  jfeneral  outlook  f»>r  a  l  ise  in 
the  supply  of  aluminum  is  (piite 
hrijrht.  .Manufacturers  of  aluminum 
awniiiKs,  storm  doors,  storm  win¬ 
dows  and  otlnu’ specialty  items  have 


Some  1st  Quarter  Allotments 
Raised  from  55%  to  70% 

As  wc  go  to  press  latest  reports 
from  Washington  indicate  that 
those  firms  which  have  requests 
on  file  for  supplemental  allocations 
will  receive  an  immediate  first 
qucrter  increase  from  55%  to  70°o 
of  base.  Since  many  manufacturers 
of  aluminum  building  specialties 
have  had  such  requests  on  file  this 
will  mean  a  substantial  increase  for 
the  industry.  Second  quarter  allo¬ 
cations  originally  set  at  50°o  have 
elready  been  upped  to  60°o  with 
more  expected. 


incica.sed  tlu>ir  plant.-;  in  anticijia- 
timi  (if  increa.-ifd  aluminum  thi.> 
year,  many  of  them  »‘vcn  douhliiiK 
and  triplinn-  their  production 
capacity. 

•Meanwhile  full  .scale  aluminum 
production  will  he  resumed  shortly 
in  the  I’acitic  .\orthwest,  even  if 
increased  steam  power  has  to  he 
used,  (lovt'rnment  otlicials  said 
recently. 

I’acific  .Northwest 

hefeiise  Production  Administra¬ 
tion  otlicials  .said  they  are  studying 
the  situation  and  expect  to  have  a 
conqirehensive  picture  of  prospec¬ 
tive  supply  increases  sometime 
soon.  Only  then  will  they  he  able 
to  consider  laiyt'r  allocations  of 
aluminum,  the  spokesman  said. 

'I’he  Defense  Mlectric  Power  Ad¬ 
ministration  announced  recently 
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that  interruptihh*  power  could  be 
fully  restored  to  users  in  the  area, 
which  c(tvers  Washington  State 
and  major  portions  of  Oregon  and 
Montana  and  some  of  Idaho. 

DI’A  olticials  said  recently  that 
full  aluminum  i)roduction  in  the 
area,  which  currently  accounts  for 
about  .‘{fiO.OOO  tons  annually,  is  as¬ 
sured.  This  may  mean  the  u.se  of 
steam-Kenerated  |)ovver  to  a  larjre 
decree  and  compari.son  of  the.se 
costs  with  e.xperieiice  in  other  areas 
indicates  that  this  plan  would  be 
protitable  in  terms  of  aluminum 
produced. 

Additional  steam  power  may  be 
necessary,  l)I*A  oHicials  .said,  be¬ 
cause  there  is  no  guarantee  that 
electric  power  will  be  available  to 
till  customers’  contracts.  Steam 
power  was  used  to  partially  off  .set 
the  |M»wer  cuts,  and  may  be  re- 
ipiired  to  prevent  the  reimposition 
of  such  control  on  the  use  of  hydro- 
•‘iectric  i)ower. 


Restoration  of  full  aluminum  i)ro- 
duction  will  eventually  mean  in- 
crea.sed  allocation  for  civilian  u.se, 
but  ni’A  officials  declined  to  esti¬ 
mate  how  .soon  this  would  be.  A 
survey  of  i)ower  and  reopened  facil¬ 
ities  now  in  in-otrress  must  be  made 
first,  they  .said. 

It  is  raining  liberally  in  the  Pa¬ 
cific  Northwest  now,  and  if  the 
rains  continue  they  will  allow  the 
aluminum  i)ot  lines  to  resume  oi)er- 
afion  almost  immeiliately,  a  DPA 
spokesman  said.  If  the  rains  sto]), 
the  arraiiKements  for  steam-^fener- 
ated  power  may  delay  this  a  little, 
they  poitited  out.  Kei)orts  received 
by  DPA  said  the  heavy  rains  i)elt- 
iiiK  the  area  were  building  .some 
water  reserve. 

Kaiser  Aluminum  will  be  the 
main  benefactor  of  the  improved 
situation.  It  has  moie  of  the  re- 
.stored  interruptible  i)ower  than 
either  of  the  two  others  of  the  “P>ig 
'I'hree”  Aluminum  ('o.  of  America 


and  Reynolds  Metals. 

Kore.seeing  suri)lu.ses  (tf  alumi¬ 
num  later  this  year,  an  advisory 
group  to  the  National  Production 
Authority  today  sugge.sted  steps 
to  insure  an  orderly  distribution. 
It  .said  changes  in  specification  for 
military  items  would  free  some  of 
the  metal  for  other  users. 

.Surplus  .Aluminum 

This  unit,  a  “task  group’’  of  the 
NPA  Aluminum  and  Magnesium 
Warehouse  Industry  Advisory 
Committee,  said  idle  material 
should  be  redistributed.  The  tive- 
month  study  was  limited  to  alumi¬ 
num  products  covered  by  the  Con¬ 
trolled  .Materials  Program. 

The  group  recommended  “that 
the  Ciovernment  institute  regula¬ 
tory  control  over  the  disposition  of 
all  idle,  exce.ss  and  surplus  mate¬ 
rials,  regardless  of  ownership,  in 
order  to  ket'p  industry  dislocation 
to  a  minimum.’’  It  also  asked  that 
NPA  develop  a  policy  for  this  re¬ 
distribution  by  consulting  inter¬ 
ested  industry  groups  before  tak¬ 
ing  action. 

The  Office  of  Price  Stabilization 
recently  authorized  the  ceiling  price 
increases  on  basic  aluminum  and 
fabricated  products  ordered  Mon¬ 
day  b.v  the  Office  of  Defense  .Mobil¬ 
ization.  The.se  amounted  to  a  half- 
cent  a  pound  for  |)ro(lucers  of  pri¬ 
mary  i)igr,  alloy  i)ig  and  itrimary 
ingot  and  four  per  cent  for  i)ro- 
ducers  of  primary  aluminum  mill 
products. 

Kabricafed  Pn>ducl.s 

The  mill  items  covered  are  fabri¬ 
cated  products  made  of  primary 
aluminum  and  include  rolled,  drawn 
or  extruded  aluminum,  such  sheets. 
l)lates,  bars,  nxis,  wire.  foil,  and 
tubing. 

Amendment  1  to  .Supplementary 
Regulation  lid  of  the  OCPR  auth¬ 
orized  the  increases  and  .Amend¬ 
ment  8  to  OOR  d.o  authorized  j)ro- 
ducers  and  fabricators  to  pass  on 
the  boosts  to  their  customers.  Roth 
orders  are  now  effective. 


Kitchen  Modernization  Jobs  Offer  Many 
Opportunities  for  Plastic  Wall  Tile  Sales 


Two  colors  of  plastic  tile  were  used  in  the  modernizotion  of  this  kitchen.  Tile  under 
the  cabinet  is  marbleiied  black  while  the  reminder  is  light  gray  "marble." 
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Pennsylvonia  Dealers  Increase  Business  With 
Full  Size  Displays  of  Broad  Variety  of  Products 


by  WILLIAM  E.  SHEPPARD, 
Special  Correspondent, 
Building  Specialties 


GKKMICK  &  FRIAR,  one  of  the 
most  successful  huildinji:  ^Pt‘- 
cialty  C(tncerns  in  Pennsylvania’s 
Wyominjr  Valley,  credit  their  spec¬ 
tacular  yM’owth  since  their  hejrin- 
niny'-  in  Ittlt)  to  (1)  a  wide  variety 
of  items  handled,  (2)  a  carefully 
planned  showroom  to  exhibit  these 
products  to  their  best  advantage, 
Ci)  adverti.'injr  aimed  at  drawing 
l)eople  into  this  showroom  and  (1) 
workmanship  of  a  caliber  that  cre¬ 
ates  word  of-mouth  advert isin>r  by 
satisfied  customers. 

Like  a  lot  of  youny  busine.ss  men 
startinjr  out  on  their  own,  these 
two  ex-servicemen,  Geor^m  Ger- 
mick  and  Kdward  Pb’iar,  worked 
out  of  their  homes  at  first.  Doin^ 
this,  they  ran  their  yearly  sales 
volume  up  to  $65,000.  Hut,  >rood 


thouKh  this  was,  it  didn’t  satisfy 
them.  They  wanted  a  busine.ss  ad- 
dres.s — and  not  Just  a  small  office 
with  a  corner  for  disjjlay.  They 
sjjent  $15,000  on  their  buildiiiK  and 
as  much  to  fit  it  out.  The  results 
from  this  heavy  investment  show 
how  wise  their  plannin^f  was. 

In  the  first  six  weeks  the  build¬ 
ing  and  showtatom  was  oi)en,  the 
firm  booked  $26,000  worth  of  busi¬ 
ness.  In  the  first  year  their  sah's 
went  to  $120,000. 

Displays  Full  Si/e 

‘■'I’he  bijr  thiiiK,”  .says  Geoi^r 
Germick,  “Was  not  just  more  peo¬ 
ple  seeing  what  we  handled.  The 
bijr  thiiiK  was  that  when  folks  saw 
our  displays  they  wanted  what  we 
showed  them  and  .so  spent  much 
more  money  than  they  would  have 
otherwise.  You  see,  we  didn’t  just 
line  up  a  lot  of  sample  displays 
alonjr  the  wall.  We  built  full  size 
kitchens  and  bathrooms  and  put 
into  them  colorful,  imajrinative 


Display  room  ot  Germick  & 
Friar  in  which  their  tull-scole 
displays  can  be  seen  by  the 
public. 


George  Germick  Edward  Friar 


ceilinjf,  wall  and  floor  treatments. 
Our  aluminum  awninjr  display  was 
full  size.  V^enetian  blinds  were  at 
real  windows.  Our  showroom  floor 
was  done  with  several  types  of  ma¬ 
terial  so  the.se  could  be  examined 
and  judjred  with  ease. 

“We  do  a  lot  with  j^lass  paneliiiK 
— and  that’s  expensive.  It  would 
be  hard  to  sell  jobs  for  it  from 
small  samples  and  pictures,  ^'et 
when  folks  come  in  here  and  sir 
wall  and  ceilings  with  colorful 
Klass,  lht*y  want  it.  They  may  have 
only  thought  about  coveriiiK  their 
wall  to  about  waist  heijrht  but 
when  they  realize  what  beauty  can 
be  theirs,  they  start  talkin^r  about 
the  entire  wall  and  ceiling — and 
that  means  they’re  talking  l>ifr 
nutney.” 

Germick  &  Friar’s  main  sales 
and  advertising  api)roach  is  ^reared 
to  Ket  jieople  into  the  showroom. 
When  they  or  their  salesmen  >fo 
out  t(»  see  a  prospecf,  they  don’t 

{('i)Hfiinii  il  nil  Piifir  82) 
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van  Outer,  Treasurer.  Standing  in  the  back  row  are  the 
directors.  L  to  R:  Jack  McCormack;  Al  Belshaw;  W.  H. 
Wynne;  P.  E.  Baskett;  Robert  Childers;  Robert  Lepper;  J.  A. 
Brennan. 


Officers  of  the  National  Metal  Awning  Association  who  were 
elected  at  the  association's  3rd  annual  convention.  L  to  R 
seated;  O.  H.  Roehler,  2nd  Vice  Pres.;  D.  J.  Showalter,  Sec'y; 
J.  E.  Orchard,  President;  T.  J.  Bottom,  1st  Vice  Pres.;  and  B. 


Thiid  Annual  NMAA  Meeting  Held  in  St.  Louis 


Manufacturers  Adopt  Code  of  Ethics  to  Govern 
Sales  and  Advertising  of  Metal  Awnings 


Build  into  their  product 
everything  that  i.s  claimed  for 
it  or  which  could  rea.-^onahly 
he  e\|)ected  hy  awning  cu.-<- 
tonier.'^. 

Conduct  advert i.siiijr  in  an 
hone.st  and  dijrnitied  manner 
ih'void  of  untillalile  claim.-^. 
and  mi.sleadinjr  or  amhiyiiou.'; 
•statement.s. 

.Maintain  a  .-^ale.s  policy  lia.-^ed 
on  the  advantaKe.-;  of  metal 
awniiiKs  rather  than  the 
fault. of  other  product.';. 

Con.stantly  to  .-strive  to  .serve 
the  public  t  hrou  jrh  bet  t  er 
products,  better  service,  and 
Kreater  values. 

Demand  that  .sales  re|)resen- 
tatives.  dealers,  aiul  aRents 
on  lUtijf  88) 


ditliculties  encountered  by  meml)ers 
of  the  association  due  to  the  alumi 
num  pinch. 

\  code  of  »‘thics  was  approved  at 
the  meetintr  under  which  associa¬ 
tion  memliers  i)ledKcd  them.selves 


rpilK  .\ati(»nal  .Metal  .Awnin^r  A.s- 
■*-  social  ion  ludd  its  third  annual 
convention  in  St.  lauds  at  the  .Jef¬ 
ferson  Motel,  January  11,  12,  and 
i;{.  The  meeting  was  characterized 
by  optimism  and  confidence  in  the 
future  of  the  industry  (h‘.si)ite  the 


John  E.  Horne  (above  left),  Administrator  of  the  Small  Defense  Plant  Administration, 
addressing  members  of  the  Notional  Metal  Awning  Association  at  the  Jefferson  Hotel 
in  St.  Louis,  Mo. 
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What  To  Tell  The  Home  Owner  About 


Condensation  On  Stonn  Sash 


From  Data  Furnished  By 
KAUFMANN  CORP. 


QXi:  of  tlu'  (luostions  liomcowii- 
ei  s  fio<iiR'ntIy  ask  about  stoi  ni 
windows  is;  Do  they  oliniinale  in¬ 
ner  window  “sweatinjr"  and  frost- 
injr?  It  is  an  important  (piestion 
because  moisture  or  frost  collect- 
inir  on  windows  sometimes  adds  a 
cliillinjr  dampness  to  the  air  and 
r«*duces  room  tem|)eratures  to  such 
a  deyre*'  that  more  fuel  must  be 
used.  So  homeowners  investinjr  in 
.'torrn  windows  aie  certaiidy  en¬ 
titled  to  know  how  much  protedion 
from  conden.sation  they  can  (‘xpect. 

Kxactly  how  much  piotection  do 
storm  windows  provide?  Can  the 
dealei’  promi.se  the  homeow  nei'  that 
the  .storm  wiiulows  he  buys  will 
eliminate  conden.sation  (uitii-elv? 


The  answei'  is  .NO.  It  would  be 
a  misrepie.sentation  of  facts  to  .  ay 
that  conden.sation  always  disap- 
pc'ars  entindy  once  a  home  is 
(■(juipped  with  storm  windows. 
What  happens,  howevc'r,  is  that 
conden.sation  is  .so  materiallv  le- 
duced  that  the  effect  is  viitiially 
the  .same.  The  moi.sture  or  fro.si 
that  would  noi  mally  collect  on  ilu' 
windows  itisidi  the  hou.se,  is  tran.s- 
fei  red  to  the  stoim  w  indows  oiif- 
si<li  the  hou.se.  So  the  result  is 
tantamount  to  conden.sation  elinii- 
nat  ion. 

Chief  N'aliie 

It  is  well  to  keep  in  mind,  how¬ 
ever,  that  the  storm  window’s 
basic  juirpo.se — and  .stronjp'st  .sell¬ 
ing  point — is  the  con.servat ion  (d' 
heat.  Certaiidy,  its  intluence  on 
condensation  is  n<»t  to  lie  nejrh-cted, 
l)ut  this  mu.st  be  regarded  as  a 


beneticial  by-product  of  the  storm 
window’s  chief  value  which  is  to 
save  heat,  reduce  drafts,  and,  on 
the  whole,  make  a  home  healthier 
and  more  comfortable  to  live  in. 

In  view  of  this,  let  us  consider 
the  storm  window’s  basic  function, 
which  is  to  .save  heat  and  rt'diice 
fuel  bills. 

It  is  a  well  known  fact  that  win¬ 
dow  jrla.ss  is  not  a  good  lu'at  insu- 
latoi’.  It  is  .so  |)oor,  in  fact,  that  the 
thickne.ss  of  the  jrlass  u.sed  in  a 
w  indow  is  cd'  ab.solutely  no  impor¬ 
tance  in  holdin^r  heat  in  the  hou.se. 
What  is  of  impoi  tance,  howevei',  is 
th('  blanket  or  layer  of  air  that 
clings  to  each  side*  of  the  ^^la.ss.  .Air 
is  an  excellent  insulator.  .And  if 
no  w  ind  is  pre.sent,  the  cliiiKiny  air 
layer  that  adheres  to  each  side  id' 
tlu'  kIu.ss  aitually  insulat*‘s  ;  .  wadi 
as  thice  inches  id'  brick.  Clt;.rly,  if 
drafts  or  wind  hit  the  w  indow  on 
either  side,  these  insulating  ail’ 
layi'rs  are  “thinned”  or  consiihu- 
ably  reduced  in  thickne.ss.  It  has 
been  estimated,  for  example,  that  a 
fifteen  mile  per  hour  w  ind  can  re¬ 
duce  th(‘  insulating  air  layei-  to  on<‘ 
(piart(‘r  its  normal  “thickness.”  So 
—  on  a  windy  day  more  lu-at 
I'.scapes  from  a  hou.se  and  the 
averayo“  homerovner  finds  it  neces- 
.sary  to  burn  more  fuel. 

((’i)ntiinii  tl  on  I'dfit  So) 


Illustrated  at  the  left  are  the  effects  of 
wind  on  windows  with  and  without  storm 
sash.  On  o  windless  day  the  air  layer  on 
each  side  of  a  pane  of  glass  is  equivalent 
in  insulation  volue  to  three  inches  of  brick. 

.  .  ii  III  II  .  ■  Ill,  tl  A  iiiliii.iiiii  (  .  If 
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SI’K('lAI/rV  <l«*aliTs  can  never 
In*  sure  oC  a  woman's  “taste” 
in  selling  tier  a  modern  kitchen 
layout,  tint  they  can  In*  sure  of  lu‘r 
iu‘e(is.  Kitchen  planninjr  is  now  a 
science.  In  Imnis  of  elticiency. 
cleaning  chores  and  ttie  pn'para- 
tion,  cookinjr  and  .servinjr  of  food 
can  lie  thought  <d'  as  as.semldy  line 
work,  and  the  kitchen  itself  as  a 
processing  plant.  Naturally,  your 
customer  will  want  a  “lieautifid” 
kitclum  -  and  on  this  slie'll  hav** 
very  detinite  idi'as  and  desin's. 
When  it  comes  to  the  actual  lay¬ 
out,  however — the  planned  work 
elticiency  sh*‘’s  likidy  to  lie  con¬ 
fused  and  uncertain. 

Ttiat’s  why  di'alers  are  tindinjr 
that  the  sellinjr  of  complet**  cus¬ 
tom  kitctiens  is  comparatively 
ea.sy.  You  hecome  a  “partner”  in 
the  planning — for  mor«‘  oftmi  tlian 
not.  the  entire  etliciimcy  end  of  the 
layout  will  lie  left  to  you. 


Ttie  more  exi»erience  and  knowl¬ 
edge  you  jrain  in  layinp:  out  kitcti- 
eiis,  the  more  kitctiens  you'll  sell. 
.National  advertising  iu  countless 
women's  and  yreiieral  magazines 
lias  made  today's  woman  increas- 
in^dy  kitchi'n-conscious,  and  deal¬ 
ers  can  profit  hy  devoting"  more 
tiim*  and  efforts  to  ttiis  vt>ry  inom- 
isinjr  line. 

Types  of  Layout 

The  layouts  shown  in  this  article 
will  prove  ti(‘lpful.  stimulating  and 
worthy  of  study.  They  include  an 
elaliorate  layout  for  the  larjre- 
family,  larjre  home  kitchen;  ttie 
very  small  kitchen  where  space  is 
at  a  premium  and  compactness  a 
nece.ssity;  a  kitchen  for  the  “.social 
family”  where  space  is  not  a  con¬ 
cern  and  the  emphasis  has  tieen 
jilaced  on  comfort  and  fun;  and  the 
streamliiu'd.  unusual  kitchen  with 


A — Big  Dimensions — Big  Advantages:  If 
your  prospect  has  a  large  family  and  plenty 
of  kitchen  space,  here's  the  kind  of  layout 
you'll  want  to  suggest — virtually  two  kitch¬ 
ens  in  one.  The  range,  angled  sink  and  re¬ 
frigerator  are  joined  and  surrounded  by 
special-purpose  cabinets  that  meet  a  wide 
variety  of  space  and  working  requirements. 
On  the  for  side  of  the  peninsula,  a  snack 
bar  is  within  easy  reach  of  the  range.  Auxil¬ 
iary  kitchen  area  beyond,  doubling  as  a 
butler's  pantry,  provides  additionol  storage 
facilities.  Countertop  area  throughout  kitch¬ 
en  is  ample  for  preparing  and  serving  the 


tlic  iiiiicpic  “i.-^land  unit”  raiivc  and 
counter  at  its  cmitcr. 

It  is  well  for  the  dealer  to  re¬ 
member  that  kitchen  plannin>r  need 
not  be  dillicult  at  all.  .Manufactur¬ 
ers  and  numerous  jrnvernment  and 
private  agencies  have  devoted  a 
Ki’t'at  d(‘al  of  time  to  the  subject. 
'I'he  n'sults  are  known  and  avail- 
alile.  The  dealer  need  only  acijuaint 
himself  with  them. 

To  help  you  in  this  task,  the  fol- 
lowiiijr  facts  and  sujrtrestions  aliout 
custom  kitchen  iilanniiiK’'  nn*  con¬ 
sidered  tiasic. 

.Although  variations  exist,  kitch¬ 
en  ttoor  plans  fall  naturally  into 
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Modem  layouts  sell  custom  kitchens 


B 


T 


Uiili't  f, 


iiutx^rafl 

,  Im-.  ' 
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most  elaborate  dinners.  Large  planning  desk 
adjoins  another  hondy  group  of  storage 
cabinets.  B — Small  and  Compact:  This  is  a 
layout  for  o  small  kitchen,  but  it  still  offers 
every  basic  modern  convenience.  With  this 
efficient  range  •  sink  -  refrigerator  triangle, 
everything  is  within  easy  reach  .  .  .  and 
there's  plenty  of  work  surface.  Note  how 
range  peninsula  neatly  separates  kitchen 
from  dining  alcove,  saving  steps  and  making 
serving  fast  and  easy.  C — Fashioned  for 
Fun:  A  layout  for  the  "social  family."  Often 
everyone  gathers  in  the  kitchen — so  why  not 
plan  it  that  way?  ffere  the  homemaker  can 


BUS:  multi-purpose  unit,  seven  feet 
tall  for  maximum  storage  space; 
shelves,  drawers,  sliding  vegetable 
bins. 

ffCRE:  small,  round-end  cabinet; 
swings  open;  built-in  shelves  for  small 
item  storage. 

BCR:  base  carousel;  partitioned 

shelves  for  large  utensils.  Unit  makes 
corner  space  easily  accessible. 

BDP:  base  desk  pedestal,  suspended 
3-drawer  unit,  used  with  custom  desk 
top. 

HA-GL,  ffC-GL:  sliding  glass  door  wall 
cabinets;  chinawore  showcases. 

BSS:  base  spin  shelf;  3-shelf  revolving 
unit. 

BCB:  cutting  board  cabinet;  3-drawer 
with  built-in  sliding  hard  wood  cutting 


go  on  with  her  work  no  matter  how  much 
activity  fills  the  rest  of  the  room.  Look  at 
the  layout  carefully.  It's  a  lunch  counter,  o 
cocktail  bar,  and  a  soda  fountain.  Its  con¬ 
versation  corner  is  equipped  with  TV,  Note 
the  "kid's  corner"  in  the  foreground  with 
movable  playpen.  Think  how  much  this 
would  appeal  to  mothers!  D — Efficiency  and 
Ease:  For  the  housewife  who  wants  to  spend 
a  minimum  of  time  and  effort  in  the  kitch¬ 
en,  here's  the  layout  to  sell  her.  The  cook¬ 
ing  unit  with  quick-lunch  counter  forms  an 
island  in  the  center,  just  a  step  from  every 
other  part  of  the  room. 


board  at  working  level. 

HCAR:  wall  corner  carousel. 

CB-SB:  beverage  cabinet,  sliding  shelf 
at  bottom,  3-drawer  with  locks. 
ffA:  wall  cabinets  to  fit  over  refrig¬ 
erators,  sinks,  ranges;  18  ”  high. 
ffC:  wall  cabinets,  30"  high. 

HCC:  wall  corner  cabinets. 

CB:  base  cabinets. 

CBD:  base  cabinets  with  sliding  shelf 
in  cupboard,  2-drawer. 

DB:  three-drawer  base  cabinet. 

SF:  sink  front. 

BU:  broom  units,  seven  feet  tall,  two 
shelves. 

HCWN:  glass  shelves  for  decorotivc 
effects  at  end  of  wall  cabinet  rows. 
BC:  troy  or  utensil  cabinets. 

VB:  vegetable  bins. 


tour  fuiidanuMital  i)attt*rn.s:  the  L- 
.sha|H‘  (contimioii.s  L  or  the  Itroken 
L  to  allow  foi”  a  doorway);  the 
I'-shajif  (continuous  or  broken); 
the  oiH‘-waIl  shape;  and  t)ie  paral¬ 
lel  or  corridor  shajie. 

I,-Pa(tern 

In  th«‘  L-shape  i)attern,  units  art* 
arranged  alony:  the  two  connect in>r 
walls.  In  the  U-shaped  kitchen,  the 
etpiipnient  is,  of  course,  arranjred 
aloiiK  three  walls.  'I'he  one-wall 
kitchen  in  which  the  appliances  and 
storage  and  work  caliinets  are  lined 
in  a  row  aKainst  a  sinKh*  vvall  is 
sometim**s  s|)ecilied  but  usually  for 
the  small,  minimum  cost  home  or 
the  apartment  whele  little  sjiact'  is 
available.  The  parallel  wall  kitchen 
la.vout  is  utilized  to  advantaKe  in 
a  lonir  room  of  narrow  width. 
Which  plan  is  best  suited  for  a  par¬ 
ticular  kitchen  will  naturall.v  de- 
pend  upon  the  sizi^  and  shape  of 
the  kitchen  it.self,  the  location  of 
windows  and  doorways. 

(('otitimnif  on  Pnftc  9d) 
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Help  Make  Appointments 


many  building  .s|)t‘t  i;ilty  (lt*al»Ts 
could  easily  iiicrease  their 
frross  yearly  volume  of  sales  by 
payiiijr  closei'  attention  to  the  use 
of  their  tel(‘i»hone. 

This  handy  instrument  is  the 
closest  possil)le  mc-ans  to  a  per¬ 
sonal  \isit  to  the  olliee  In  rejrular 
or  prospective*  customeis,  and  al¬ 
most  ev«*rybody  nowadays  accords 
the  same  courtesy  to  the  "visitor" 
at  the*  telephone*  as  lu*  does  to  the 
nei^hboi-  next  door. 


\  ctice  Apprciach 

^’et  di'spite  this  univeisal  accep- 
tance*,  some  dealers  are  ajd  to  leave 
incoming:  calls  at  the  hand  of  an 
inexpeii»*nc»*d  yfirl  in  the  <»lfice  or 
otlu'iwise  fail  to  thoroughly  ex- 
jiloit  leads  cominjf  through  in  this 
manimr.  1'hey  fail  to  recop:iz*‘  that 
the*  jictual  "voice*”  ap|)roache*s  aie* 
the  most  personal  appe*als  that  can 
1m*  made*.  The*y  are*  harel  te»  "In  ush 
eelf.”  A  ce>urte*e)us  aiiel  intellip'e*nt 
\e»ice*  etve*r  the*  te*le‘pheine*  e-e>mmanels 
ee>nsiele*rat ieeii  in  |>ract ically  e*ve*ry 
ea.se*. 

The  jrii  l  id  the*  svvitchlMearel  eer  in 
the*  etflice*  of  e*\e*ry  ele*ale*r  sliouhl  be* 
more  than  a  mere  me*ssaKe*  re>eeiver. 
It  weiulel  l)e*  wise  te)  have  inceeminp: 
calls  re'ce>ive*ei  ley  a  perseui  who  is 
al.sei  theereeupfhly  traine*el  in  .sale*s 
pieeevelure*  as  well  as  taking  eleewn 
neetes.  That  is  lH*cause*  the  lirst 
juei>rme*nt  a  peiseen  re*ce*ive‘S  is  apt 
te)  1h*  fe)rmulate*d  threeujrh  this  ini¬ 
tial  pheuie*  ceentact.  If  the*  voice  is 


ple'a.sant,  can  answer  epie'stieens 
re*aeiily  and  sheews  enoujrh  inte*lli- 
Ke*nce*  tee  warrant  K<>inK  intee  fui- 
thei',  the*  casual  caller  is  likely  tei 
be*  impre*.sse*el  eneniKh  te)  want  tee  ele> 
l)usine*ss  with  a  hi  m  eef  this  calibre*. 

Since*  many  calls  come*  in  while* 
the*  re*Kular  .sale*smen  are*  eeiit  eef  the 
eitlice*,  it  is  ne*ee*ssary,  there*fe(re*, 
that  the*  "he*lle)  Ki*l’’  be*  ce)mpe*te*nt 
e*ne»u>rh  te)  at  le*ast  .satisfy  the*  party 
at  the  eether  end  at  le*ast  leeny 
e*ne)uyh  se)  that  the*  name*  anel  ael- 
eliv.ss  can  be  taken  for  the  .sale*s- 
man’s  fe)lle)W-up.  Abrui)t  re*i)iie*s 
and  evielence  that  she  eloe'sn't  know 
what  she’s  talkiny  abe)ut  are*  lial)le* 
te)  le*ave  elisastre)us  results  .se)  far  as 
the*  boss  is  ce)nce*rne*el. 


It  takes  se)me*  skill  tei  handle*  tele*- 
|)he)ne*  inephrie*s.  The  voice*  she)ulel 
be*ce)rdial  anel  he)ne*st.  Kxayye*rated 
state'me*nts  are*  apt  tei  come*  heime  to 
reeei.st  late*)-.  The*  claims  maele*  fe)r 
ye)ur  jereiduct  mu.st  be*  true*  anel 
•stanel  substantiatiem.  Otherwise 
the  cu.steeme*)-  may  be*  leest  e*ve*n  af- 
te*r  the  .sale'sman  arrive*s,  anel  it  is 
harel  to  yet  the*m  tee  ie*turn  after 
losiny  the'ir  e-emtielence*. 

In  me)st  case*s  the*  calle*r  w  ill  at- 
temi)t  to  ascertain  price  eever  the 
pheme.  This  should  be*  avoiele'd  at 
any  ce)st  for  a  lot  e)f  r(*a.se)ns.  For 
erne  thiny  it  is  ne*ce*.s.sary  to  me'a.s- 
ure*  the*  w  inelow  eer  eloeir  or  aw  iiiny 

{(’iinfiniit  tl  on  Pof/r  PI) 


A  cultivated  voice  and  ability  to 
answer  questions  quickly  are  essential 
in  the  telephone  approach  to  sales. 
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Photo  above  shows  the  Rief  Furniture  Mart 
after  installation  of  five  aluminum  awnings 
by  the  Kool  Vent  Metal  Awning  Co.  of 
Springfield,  III.  The  picture  mode  news  in 
the  business  section  of  the  lllinoit  State 
Register  with  a  five-column  spread. 


iiistallatioii,  that  nu-aiis  additiana! 
advi'ftisiiiv:  Tor  tiu*  subji-it  at  no 
(‘X|)t‘iist‘  to  him  u  hill'  wo,  of 
I'oiir.so,  iH'iiofit  by  tolliiijr  the  pul)lio 
what  W(‘'\o  (lorn*.  It’s  liko  point iiifi 
out  a  woll-known  local  laiidinaik 
to  the  public  and  friviiijr  ourselves 
a  little  pat  on  the  back  for  h('lpinf>: 
to  beautify  and  modernize  it.” 

.A  ;rood  example  of  this  inactive 
was  shown  when  one  of  Koolvent’s 
write-ups  concernt'd  the  Iteif  I'ur- 
niture  .Mart.  ’Phis  2b-year-old 
buildinjr  was  driven  a  new  look  w  ith 
the  installation  (d'  live  :iluminum 
awidiiKs.  .A  picture  of  the  front 
and  description  of  the  woik  done 
was  published,  with  the  "lead”  ol 
the  story  K'vinjr  the  whys  and 
th(‘  whend'ores  (d'  that  paiticulai' 
Job,  followed  by  (hdails  on  color 
combinations  available,  periminent. 
protectifui  afforded,  credit  terms, 
custom  tailoring  furnished  and 
other  straight  .sales  features. 


Illinois  Dealer  Finds  Newspaper 
Publicity  Increases  Business 


straijjht  news  publicity  by  the  pol¬ 
icy  of  tIu'  "Illinois  State  lle^dster” 
of  running  a  business  rev  iew  pafre 
eveiy  .Mmiday.  .Adven  t  i.sers  are  en¬ 
titled  to  submit  reader  notice's  on 
an\  topie-  tlu'V  ehoose',  this  privi- 
le'jje'  e'Xte'iide'd  at  h'ast  eiji-ht  time's 
a  ye'ar. 


By  ALBERT  S.  KESHEN 
Special  Correspondent 
Building  Specialties 


j^K.ADKK  surve'ys  have'  loan  cin- 
phasize'el  that  ne'wsjeape'r  ar¬ 
ticle's  on  a  busine'.ss  e'literpri.se  w  ill 
invariably  attiact  meere'  inte'ie'st 
than  paid  aelve'rtisinfr  spae-e'.  That 
may  be  due  to  the  p.sychedoffie'al 
value  ed’  lU'W  s  appe'al,  as  juelfre'd  by 
the'  pajx'r’s  staff,  haviiijr  pre'cede'ut 
over  what  is  considere'el  a  .straight 
comme'icial  eneleei-.seme'iit  by  thead- 
ve'rti-ser.  .At  any  rate*,  buileliii};  .''))e'- 
e  ialtv  cemtracten  s  wlu)  can  eevi'i  - 
cemu'  what  is  .some'time's  cemsiden  e'd 
the'  iK'w  spape'i’s  poliey  aKuinst 
commercial  "write'-ups”  have'  an 
immen.se  advantafre'  in  jrainiiijr 
leublie'  attention. 

In  .Sprinjrfield,  111.  the  Keeeel  X'e'iit 
.Me'tal  .Awning  ('o.  of  .Semtlu'rn  Illi¬ 
nois  has  hael  its  path  smoothe'd  in 
the  way  eif  jrettiiiK  this  valuable' 


l*hed(»s  of  .led) 


.As  a  re'sult,  this  dist ributeer  iias 
taken  aelvantap;''  of  the'  o|)portu- 
nity  by  calliiiK  atte'idion  tei  his  ouf- 
standiny  in.stallations  with  a  pho¬ 
tograph  of  the'  jeeb  to  ^ive  adde'el 
we'ijfht.  The'  name'  and  adeli'e'.ss  eef 
the'  preeje'ct  is  given,  e»f  ceeur.se',  with 
eeemph'te'  de'tails  as  tee  its  value'  tei 
tlu'  eewne'r.  In  e've'ry  ca.se  pe'iini.s- 
sieeii  is  re'aelily  grante'el  and  te>  make' 
it  h'gal  a  re'k'a.se'  signe'el  for  a  .$1 
stipulation. 

"This  type'  e)f  publicity  is  grati¬ 
fying  tee  e»ur  cu.steimers  as  we'll  as 
eair.se'h e's,”  e'xplains  I’.e'rnarel  Ze'i- 
ger,  manage'!'.  "If  it’s  a  e-omme'ie  iid 


l{t'.si(lenlial  Field 


The'  .same'  pi-eice'eluie'  hiis  bee'ii 
eairie'd  out  in  the'  le'sieU'ntial  tie  lel 
as  w('ll  with  a  pheeteegraph  ed'  a 
geeexl-looking  elwe'lliiig  in  the'  haal- 
ity  whieh  h:is  just  be'e'u  imj»id\e'el 
by  eeihneel  aluminum  awning.-. 
{('mil i II lit  (I  nil  Piii)i  !t8) 
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Sixth  in  a  series  ot  articles  by  David  S. 
Norris  on  selling  combination  windows 


SaleJ  J^etter  Vo 
c4U  Saledmen 


To  avoid  offensive  “high  pressure"  selling, 
repeat  your  story  in  many  different  ways. 


Mr.  William  Jones 
255  Elm  Street 
Youngstown,  Ohio 


Dear  Bill: 

An  old  Negro  preacher  whose  sermons  were  particularly  well 
liked  by  his  congregation  was  once  asked  what  he  thought  was  the 
secret  of  his  remarkable  success. 

After  thinking  a  few  moments  he  summarised  his  performances  as 
follows : 

"Well,  fust  I  tells  ’em  what  I's  gwine  to  tell  'em.  Den  I 
tells  'em  what  I's  tellin'  'em.  And  den  I  tells  'em  what  I 
done  tole ' em. " 

This  is  more  than  a  good  story.  It's  something  that  every 
salesman  can  take  to  heart  and  put  to  work  for  him.  Only  a  salesman 
is  more  fortunate  than  the  old  preacher.  He  has  more  tools  at  his 
command  and  can,  therefore,  tell  hisstory  in  many  different  ways.  He 
can  use  the  written  word  in  his  advertisements,  his  posters,  his 
leaflets,  signs  and  slogans.  He  can  use  the  spoken  word  in  direct 
selling  to  the  customer.  He  can  also  use  the  constant  and  more 
subtle  form  of  advertising  or  salesmanship — his  sample  display. 

All  of  these  three  approaches  are  important  to  successful  sales¬ 
manship.  And  the  most  successful  selling  ties  these  three  ingredients 
together.  It  isn't  good  business  to  put  pressure  on  customers  so  that 
they  resent  it,  but  various  presentations  of  the  same  theme  are  quite 
another  matter. 

Be  sure  when  you's  through,  you've  tole  'em  what  you's  gwine  to 
tell  'em  and  you've  tole  'em  what  you's  tellin'  em,  so's  that 
they  understand. 

With  complete  knowledge  of  the  product,  terms  and  delivery  time, 
the  customer  readily  signs  the  contract. 


Good  Hunting, 


^avid  S.  ^'orri3 
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Outside  5*in-one 
combination  —  metal 
blinds,  doors,  win¬ 
dow  guard,  draft* 
glare-light  control. 


K.  D.  Inside  snap-on 
storm  sosh. 


Sunstop  awnings 


of  ^lblE/A\|iv5VlllEW  Standard  or  Custom  Size 
Glass-Louver  Windows,  Picture  Windows, 

Porch  Panels,  and  Doors 


(K.  D.  or  Assembled  Units) 


/. 

2. 

3. 

4. 

5. 


(llcarMfNV  proiliicts  arc  often  iiiiitatcii  but  never  e(|u.ille(.l. 

(,'lear\ lew's  exclusive  patenteil  1-secoiul  ' turn  "I.oc-  l  ite"  operator- 
iiaiulle  has  no  equal  in  performance  or  customer  preference. 

('hoice  of  extruileil  aluminum  or  beautiful  red  wood  frames. 

Clearview  products  are  knowtt  and  s|x.-cilied  by  architects  anil 
buililers  throughout  the  I  ’.  S.  aiul  many  foreign  countries. 

C'learviews  offer  you  the  only  tried  and  proven  complete  litie  of 
p.itented  window,  porch,  and  iliuir  proilucts  on  the  market. 


Zip.  u  p  pa  tcnt«d 
Storm  stop  awning 


WRITE  TODAY  FOR  DETAILS 

Factori6S:  3318  S.  W.  Second  Avenue,  Fort  Lauderdale,  Fla;  2625  Elm  Street,  Dallai,  Teioi 
Or  our  nearest  factory  branch  office  at  Chicago.  New  York,  Kansos  City,  Oklahoma  City,  Corpus 
Christi,  Houston,  Son  Antonio,  New  Orleans,  Shreveport,  Birmingham,  Daytona  Beach,  Jacksonville, 
Miami,  Orlando,  Panama  City,  St.  Petersburg,  Tampa,  West  Palm  Beach. 


LOUVER 

WINDOW 


Execufive  Offices;  2625  ELM  STREET,  DALLAS,  TEXAS 

FOR  MORE  THAN  17  YEARS,  AMERICA'S  FIRST  AND  FINEST  LOUVERED  WINDOW  PRODUCTS 
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JALOUSIE 


jalousie  doors  are  usu¬ 
ally  iiieluded  with  window 
imits  of  this  type  when  poreh  eii- 
elo.sun>s  ai'e  s<»ld,  many  (h'alers 
have  not  yet  ri'eojrnized  the  tre¬ 
mendous  sales  potential  of  the  cioor 
itself.  It  is  not  neees.sary  to  .scdl  a 
poreh  eiielosurt*  in  ordei'  to  sell  a 
jalousie  door  and  when  a  salesman 
has  a  thoi'ou^h  umhustandinK  of 
the  advantages  of  this  produet  he 
ean  ni'eatly  inerease  both  his  (>wn 
eommissions  and  the  dealer’s 
prolits. 


What  ai(‘  the  advantages?  Tlu' 
main  .selling  points  (d‘  the  jalousie 
door  (when  ecpiipped  with  obseiire 
ydass  louvers)  are  |)rivaey  plus 
a(h>()uate  lijrht  ventilation,  and 
frt'edom  from  inseet  pests. 

During  the  warm  mouths  of  the 
,\('ar  many  lutme  owners  leave  the 
fi'ont  door  <tj)en  and  loek  their 
.sert't'u  doors  from  the  inside.  'I’his 
allows  them  more  ventilation  but 
no  privaey.  People  walkinjr  along 
the  street  ean  look  int(»  the  hou.se 
through  the  .screen  doors  .soine- 


I'hoto  n'Httt  sy  /Vtf  r  JaloHsit’  Corf. 

times  to  the  embarrassment  of 
meml)ers  of  the  family  who  may 
not  be  fully  clothed.  On  the  other 
hand  if  the  door  is  clo.sed  the  fam¬ 
ily  may  be  deprived  of  m'cessary 
ventilation. 

A  jalousie  dooi’  .solves  the  pri¬ 
vacy  plus  ventilation  pj-oblem  la.s- 
ily.  Opening  the  louvei’s  permits 
|)lenty  of  air  to  enter  and  the  ob- 
■scure  gla.ss  |)revents  anyone  from 
lo(»king  in.  The  element  of  privacy 
must  akso  be  considered  in  regard 
to  the  back  door  of  the  hou.se.  (Jen- 
t*rally.  it  opens  into  the  kitclum  and 
on  a  wai  m  day  the  hou.sewile  is  apt 
to  leave  it  open  and  keep  the  .screen 
door  on  the  latch. 

Here  again  the  hou.sewife  runs 
into  the  problem  of  i)rivacy.  Like 
.so  many  other  women  she  may  be 
in  the  habit  of  pi'ei)ai  ing  the  fam¬ 
ily  bieakfa.st  while  in  her  bathrobe 
or  kimono.  If  she  leaves  tlu*  door 
opcm,  her  neighbois  can  look  right 
into  hei'  kitchen.  If  she  clo.ses  it,  it 
may  be  stilling  waim  on  a  hot  day, 
e.s|)ecially  when  the  stove  is  in 
o|)eiation.  .A  jalousie  door  with 
ob.scure  gla.ss  louvers  will  permit 
ad(‘quate  ventilation  with  comi)lete 
privacy. 


DOORS 


We  now  come  to  the  (piestion  of 
light.  It  is  not  always  nec(*s.sary  to 
have  light  coming  through  the  door 
and  in  that  case  the  ciistomei-  may 
even  prefer  louvers  of  wood  oi-  alu¬ 
minum.  In  mo.st  situations,  how- 
«'ver,  the  prosiu'ct  is  apt  to  prefer 
ob.scure  or  translucent  glass.  'I'his 
type  of  gla.ss  i)ermits  ample  light 
to  entei-  but  cannot  be  .'■I'en 
through. 

In  many  oldei'  homes  the  fi'ont 
door  opens  into  a  hall  that  is  com¬ 
pletely  dark  and  recpiires  an  elec- 


52 


FEB.  1953  BUILDING  SPECIALTIES 


&  Home  Improvement  Dealer 


f'lu'tx  /'».»  r,ut  l'  Jalousie  Corp. 

trie  li^ht.  A  jalousie  door  in  such 
cases  can  eliminate  the  electric 
lijrht  foi’  the  hall.  Kitchens  in  such 
homes  often  pose  similar  problems. 
They  aie  often  dark  and  it  is  usu¬ 
ally  impossible  to  break  new  open- 
inys  throujrh  the  walls  for  addi¬ 
tional  windows  because  of  stiuc- 
tural  <lithculties.  The  ydass  jalousie 
door  is  the  sinijilest  and  easiest 
way  to  provide*  added  lijrht  in  a 
daik  kitchen  without  lo.ss  of  pii- 
vacy. 

Li^ht  and  I’rivacy 

It  is  less  likely  to  be*  neecU'd  in 
more  modei  ii  homes  with  their  nu¬ 
merous  windows.  Howevei-  it  is 
\e‘ry  unusual  to  have  a  door  which 
admits  light  yet  permits  i)rivacy 
ainl  to  many  piosju'cts  such  a  prod¬ 
uct  is  extremely  attractive.  Not  in- 
freepiently  tlu'.se  (pialities  are  the 
deciding  factoi-  in  a  .sale. 

.Many  of  the  jalousie  units  now 
on  the  market  have  a  i-ecess  in  tin* 
l*ack  into  which  an  aluminum 
.screen  can  be*  slipju'd.  rsually 
there  are  simple  litth*  devices 
which  can  be  turned  to  hold  the 
scieen  in  i)lace.  Those  units  that  do 
not  havi*  a  recess  have  .some  other 
way  of  providing  an  ea.sy  way  to 


attach  a  .screen  in  a  few  .seismds. 

With  its  louvers  ojien  and  the 
.screen  in  place,  tin*  jalousie  door 
.serves  as  a  very  .satisfactry  barrier 
(('DHfimicti  on  101) 


Above,  the  single  jalousie  door  gives  evi¬ 
dence  of  its  beouty  and  utility;  its  protects 
rugs  and  furniture  from  direct  fading  rays 
of  sun  and  permits  complete  privacy  without 
cutting  off  air  circulation. 

The  attractive  room  shown  below  would  not 
be  as  private,  as  well  ventilated,  and  as 
well  protected  from  rain  and  moisture  with¬ 
out  the  double  door  jalousie  installation. 


utnc 


READY 
FOR  YOU 
NOW 


IMMEDIATE 

DELIVERY 

FULLY 

ASSEMBLED 


CAN7  RATTLE 

NO  METALLIC 
ECHOES  A 


i 

THf  FINEST  COMBINATION  DOOR  IN  AMERICA 


JALOUSIE 


0  Here  at  last  is  the  new  product  that 
the  combination  door  and  window  field  has 
needed.  The  new  product  for  the  market 
you  already  know  so  well. 


SELF-STORING 


STORM  DOOR 


Market  tested  in  one  New  York  State  metro¬ 
politan  area  with  amazing  success,  it  promises 
to  become  the  leader  in  the  storm  door  field- 

Careful  planning  and  designing  have  produc¬ 
ed  a  unique,  extremely  beautiful  combination 
door.  The  true  self-storing  feature  alone  lends 
instant  sales  appeal  ....  and  we  could  talk 
for  hours  about  its  ventilation  features. 

Write  NOW  for  complete  information. 


•  NO  SCREEN  TO  REMOVE 

•  NO  STORM  PANEL  TO  REPUCE 

•  CONTROLLED  RAIN-PROOF 
VENTILATION 

•  WATERPROOF  AT  LOUVERS 
AND  LOUVER  ENDS 

•  LOUVERS  LOCK  IN  ANY 
POSITION 

•  DOORS  CAN  BE  LOCKED 
FROM  INSIDE  OR  OUTSIDE 

•  BEAUTIFUL  CLEAN  FACE 


HESS 

MANUFACTURING 

3  TRACK  STORM  WINDOWS  •  CASIMiNT  STORM  WINDOWS 

COMPANY 

• 

THE  QUINCY  STORM  DOOR 

QUINCY,  PENNSYLVANIA 

THE  NAME 


QUINCY  MEANS  QUALITY 


NATIONWIDE'S 

“new  look” 

in  storm  doors! 

your  sform  door  sales 
will  go  up  when 

you  sell  nationwide 
all  extruded  aluminum 
jalousie  storm  doors! 

Its  quality  construction  and  unique 
appearance  is  unmatched  on  today’s 
storm  door  market.  It  will  sell  itself. 


•  Constructed  for  easy  installation  •  Extra-rigid  specially 
engineered  corners  •  Balanced  rattle-free  louvres  •  4"  glass,  clear,  obscure  or  so/ex 
•  Aluminum  screen  •  Tamper-proof  key  lock  •  Quality  rotary  operator 
•  Pneumatic  door  check  •  Sag-proof  •  Stainless  steel  hinges 
Heavy  stucco  embossed  kick-plate  panel  •  All  sizes  available. 


Doors  ore  designed  and  produced  in  the  most  modern  plant 

in  the  industry.  Latest  designs,  finest  quality  extrusions  and 
production  “know-how"  give  you  the  best  door  on  the  market. 


Choice  territories  open.  WRITE,  PHONE  or  WIRE  for  full  details! 

_  First  manufacturer  of  all  aluminum  Jalousie  Storm  Doors. 

NlV  NATIONWIDE 

AlUNilNUNi  PRODUCTS  INC 

385-387  South  Main  Street,  Freeport,  New  York 
FReeport  8-7828 
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Here's  something  for  that  new  home  market!  Families 
planning  their  new  homes  can  save  35 ‘’o  an  eiterior 
wall  coats,  and  enjoy  adequate  insulation  using  insulat¬ 
ing  siding  shingle  panels  over  insulation  board,  gypsum 
board,  or  wood  sheathing.  FHA  bulletin  UM-12  permits 
this  construction. 


^  XAll-  with  an  t*n<l  like  a  picl/.c'l 
is  the  key  to  leeeiif  F.  II.  A. 
aecei)tance  for  new  const  nu  t  ion  of 
insnlatinjr  siding  over  filter  or  pyp- 
snni  hoard  sheathing. 

lieeojriiition  of  this  new  sidewall 
eonstriiction  ti'elinitiue  means  an- 
oth<'r  tTiiiii  fof  the  eonsunier  who 
wants  a  well-hnilt  lion.se  at  a  lea- 
.sonahle  price.  Now  In*  can  use  tw  ii 
time-.sa\  inyr  and  hitrh  ipiality  mate¬ 
rials  in  the  .same  sidewall. 

Two  years  ajro  1  he  Fedm  al  Hou.s- 
iiiK  -Admini.stration  acce})ted  the 
ovi'i'lai)  shinyde  pattern  of  insnlat- 


Insulating  Siding  on  Fibei  Board 
or  Gypsum  Sheathing  Gets  FHA  Okay 


New  "pretzel"  nail  provides  solid  anchor 


iny:  for  new  construction  when  laid 
over  wood  sheathinj;.  The  develoj)- 
ment  of  a  nail  that  won't  pull  out  of 
the  compart ively  .sid't  fiber  or  R.vp- 
sum  sheathinji  has  now  resulted  in 
F.  H.  .A.  acceptance  for  installation 
over  those  materials. 


AGFA  reports  use  of  asbestos  in 
building  reaches  all  time  high 


Ashe.stos,  the  mineral  which  has 
become  a  symbol  for  tire  resistance, 
is  playinjr  a  role  of  jjreatly  aujj;- 
mented  imiiortance  in  America’s 
buildiny:  and  remodelintr.  Chester 
C.  Kelsey,  manajrer  (d‘  the  Asbes¬ 
tos-Cement  Products  As.sociat  ion, 
reported  at  the  association’s  recent 
fall  meeting  in  Xiwv  York,  that 
.sales  of  asbesto.s-cement  materials, 
reached  new  hiyhs  durinj>:  World 
War  II  and  have  been  more  than 
doubled  in  the  po.stwar  iieriod. 

.Mr.  Kel.sev  announced  that: 


-  Production  of  asbestos-cinnent 
products  avmayed  nearly  a  million 
tons  in  IJlod  and  I'.lol  and  may  ex¬ 
ceed  that  tijru re  this  year. 

— .More  asbestos-cement  materi¬ 
als  were  shi|)ped  in  the  seven  years 
since  the  end  of  World  War  II  Mian 
weri'  manufactured  in  all  id’  the 
lirecedinjr  .’IS  years  in  th(‘  indu.s- 
try’s  history. 

—  Shipments  of  asbestos-cement 
sidiny  shinyles  duriny  tin*  first 
eiyht  months  id'  l!ir)2  were  the  lary- 
iCoiitiinird  <)»  I’dfir  10,‘f) 


The  problem  of  pro\  idiny  a  sidid 
anchor  at  nailiny  iioints  w  here  sid- 
iny  points  fall  betw«*en  .studs  has 
bemi  .solved  w  ith  a  sim|)h*  tool.  .Af¬ 
ter  the  nail  has  been  driven,  a  twist 
of  the  w  ri.st  w  ith  this  tool  puts  a 
pr»>t'/.el-like  curl  in  tin*  inner  end  of 
the  sidiny  nail.  Then  it  can’t  be 
pulled  out  (d’  the  slu-athiny.  .Xails 
that  yo  into  the  studs  need  no  spe¬ 


cial  treatment. 

Insulatiny  sidiny  has  the  distinct 
advantaye  of  perforniiny  several 
jobs  in  one  material.  It  insulati's, 
adds  .structural  strenyth,  weather¬ 
proofs,  and  decorates  since  it  comes 
with  an  embo.s.si'd  mineral  yranule 
coveriny  that  reciuires  no  paint iny 
or  staininy. 

Pesides  its  other  advantayes,  in¬ 
sulatiny  sidiny  can  be  in.stalled  u|i 
to  per  cent  cheaiier  than  any 
(dlier  sidiwvall  coveriny  becaii.se  its 
biy  paiuds  (!1  to  \'>  inclu's  wide,  I  I 
to  IS  inches  lony)  yo  in  jilace  so 
(piickly. 

The  combination  of  insulatiny 
sidiny  over  liber  board  or  y.\  psum 
slieathiny  compounds  the  .savinys 
{('i)iifiinn  (]  o//  102) 
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DEALERS  SAID: 


WE'LL  BE  HERE  TOMORROW  TO  BACK  UP  WHAT  WE  SELL  TODAY 


1000  dealers  designed 
new  combination  window! 


It’s  true!  We  asked  dealer  after  dealer  to 
tell  us  what  they’d  like  to  see  in  a  "dream' 
combination  window — and  they  told  us! 
Our  engineers  went  to  work  and  we’re 
ready  now — with  the  window  that’ll 
make  everybody  happy — dealers,  home- 
owners,  salesmen,  installers! 


"fORCET  THE  GADGETS  ' 

Th«  most  str«om* 

lin^d  combinofion  th«  mork«t 
hot  ovor  %^^n  ~  no  knobt,  no 
cliitfor^  Roolly  noof' 


"MAKE  IT  EASY  TO  OPERATE" 
Procticolly  oporotot  ittolf  bo- 
cowto  toth  ond  t<roon  intorft 
tiido  tmoothly  and  quiotly  ot 
o  Rnqor't  touch,  ooch  in  it* 
own  trock  Action  it  potitivo 


INSTALLATION  MEN 


terrific"! 


MAKE  ASSEMBLY  FOOLPROOF' 
An  onpinoorinq  morvol  — ooty 
to  ottomblo,  no  complicotod 
oquipmont,  no  tpociol  troin- 
mq  roquirodi 


Installation  is  as  simple  as  driving:  a 
nail.  No  wasted  time  or  effort! 

AND  CUSTOMERS? 

Why  they'll  be  crazy  about  the  new 
’i  track  —  and  they'll  buy  on  si>;ht! 


"MAKE  tT  SIMPLE  -  EASY  TO 
DEMONSTRATE"  Almotl  dem- 
ontlratM  it»«lfl  Soth  and 
tcroon  intorft  tlip  in  ond  out 
liko  o  whii!  Sollt  on  tight! 


THREE  FULL  TRACKS! 


Both  storm  sash  and  screen  panel  slide  in  ^  sep¬ 
arate  tracks  that  make  operation  so  simple!  Screen 
IcKks  for  extra  protection! 


That's  the  success  story  of  the 
Alumatic  ROYAL  aluminum 
combination  door,  companion 
to  the  new  3  track.  Most  suc¬ 
cessful  because  it's  the  most 
d(X)t  fot  the  least  money! 


Featuring  exclusive 
“VELGLIDE” 


i 

i 


i 

j 


ALUMATIC  CORPORATION  OF  AMERICA 
2081  $.  56th  5t.,  Milwoukt*  14,  Wisconsin 


S«nd  mof«  defaiU  on  yoof  3  frock  windo 


nformotion  on  yowr  compl«t®  I 


I 

0«t  ins 
on 

ground  floor.~| 
Phono,  wirol 
—  or  sondj 
thU  coupons 
today!  yr 


_ ^/iiurLdtUi. 


CORPORATION  OF  AMERICA 

Executive  Offices:  2081  S.  56th  St.,  Milwaukee,  Wis. 

PLANTS: 

MILWAUKEE  14,  WISCONSIN  AND 
PATERSON  5,  NEW  JERSEY 
ALUMINUM  BUILDING  PRODUCTS  CO  ,  LTD 

wiMDcrio'  oMTAoii-i' 


A 

Compide 

Line! 


Alumatic  offers  you 
a  complete  line  of 
products — combina¬ 
tion  windows,  doors, 
screen  doors,  full  and 
half  Kreens  and 
porch  enclosures. 

AN  WatliaaNy  odvarHsad. 


will  buy  more 


1953  more  homeowners 
ROOM  AIR  CONDITIONERS 


than  ever  before 


This  profitable  business  is  growing  rapidly — With  a  very 
small  investment,  the  alert  dealer  can  be  part  of  it  now 


IT  is  now  well  known  that  air 
eonditioninjr  means  healthier, 
happirr  living.  Homeowners  ev»*ry- 
where  are  heeominjjr  aware  of  this. 
.Men  and  wonnm  who  work  in  or 
have  (teeasion  to  visit  air  condi¬ 
tioned  ofhces,  who  frecpient  air 
conditioned  restaurants  and  the¬ 
atres,  don't  have  to  he  told  of  the 
benefits  of  hreathinjr  pure,  cool, 
dust-free  air. 

.As  a  result  of  this  jrrowiuK  ex¬ 
posure  to  air  conditioninjr.  the  room 


Here's  an  oHice  model  air  conditioner.  Unit 
con  be  extended  to  line  of  drope  as  shown, 
nr  be  installed  in  a  doxen  different  ways. 


air  condition  unit  for  the  home  is 
hecorniiiK  pojiular.  Certainly  there 
is  at  least  inic  r(M)m,  and  fretjuent- 
ly  two  or  three,  in  every  jirivate 
home  that  owners  have  rea.son  to 
air  condition. 

It  may  l)e  a  child’s  or  an  adult's 
bedroom  where  sufferers  from  fre- 
t|uent  colds,  hay  fever  or  asthma 
would  b(‘  benefited  yreatly.  Or  if 
may  In*  the  living  room  where  now 
— because  of  television — the  family 
yoithers  .so  often,  anil  for  so  Ioiik. 
The  kitchen  is  another  room — par¬ 
ticularly  duriny'^  summer — which 
could  Ik*  made  plea.santly  cool  and 
comfortable  for  the  liu.sy  house¬ 
wife. 

There  is  no  doubt  about  it.  Hun¬ 
dreds  of  thousands  of  homeowners 
in  the  middle  income  Ki’uup 
.sold — and  ipiite  easily — on  the  idea 
of  buying  one  or  more  air  condi¬ 
tioners  for  the  home. 

That  customers  art  buyiii)? — and 
will  buy  even  more  than  ever  dur¬ 
ing  11I5:> — is  borne  out  by  the 
steadily  increasinjr  number  of  air 
conditioners  shipped  in  recent 
years.  Here  are  the  industry’s  fac¬ 
tory  shiimients  since  W  orld  W  ar  H: 

I  P  it;  _ 

IPIT  _  1:1,000 

HM8  _  71,000 

lOlil  _  SP.OOO 

i‘»r>o  _  201.000 

1!>.-)I  _  2:17,000 

lo:>2  _  :i2r>.000  (Kstimate) 


The.se  tiyures,  it  is  to  be  noted, 
involve  factory  shipments  rather 
than  retail  .sales.  In  1051  more 
room  air  conditioners  were  made 
than  .sold.  Thus,  there  was  a  carry¬ 
over  and  liecause  of  this,  actual 
.sales  at  the  end  of  1052  will  prob¬ 
ably  total  :l(>2,000  units — or  .some 
SO',  above  the  1051  tijrure.  And 
the  prospects  are  for  a  further  in- 
crea.se  to  150,000  or  thereabouts  in 
I05:l. 

Kven  .so.  the  105:1  total  will  not 
l»e  larjre  in  relation  to  the  poten¬ 
tial.  Consider  the  home  market 
alone.  There  are  11  million  hou.ses 
or  other  places  of  residence  in  this 
country  today. 

.At  pre.sent  there  are  probably 
.500,000  room  air  conditioners  in 
.American  homes.  Ten  years  from 
now  it  is  believed  that  there  will 
be  at  least  one  room  air  conditioner 
in  5.000.000  of  the.se  homes.  .And 
this  will  be  on  top  of  the  hujre 
number  that  will  be  purcha.sed  for 
oflice  and  other  business  u.saye. 

Kasy  to  Install 

So  there  is  certainly  jrood  rea.son 
for  dealers  to  pay  major  attention 
to  the  room  air  conditioner  phase 
of  his  business.  In  addition,  to¬ 
day's  unit  repre.sents  a  jrreat  ad¬ 
vance  over  anything  previously 
offered.  For  it  performs  better,  is 
more  versatile,  is  easier  to  install 
and  .so  much  more  attractive  in 
appearance. 
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Right;  That  an  air 
conditioner  need  no 
longer  protrude  into 
the  room  is  shown  in 
this  bedroom.  Unit  ex¬ 
tends  only  to  line 
curtains. 


-  .  "(t  ft'.. >  t  .If  rli  f  t  .  I  /■ 

While  this  article  will  not  at¬ 
tempt  to  cover  all  henelits  and  cost 
factors,  it  is  important  to  note  the 
following  that  in  relation  to  air 
conditionintr  in  jreneral — 

1.  (Vrtainly  50' <  more  year- 
round  residential  air  conditioning 
units  were  .sold  by  this  industry  in 
1052  than  in  1051.  Some  companies 
»“xpt“ct  a  100' -  increase  in  its  busi¬ 
ness  of  this  type  next  year  over  the 
total  of  the  present  year. 

Monies  Cleaner 

2.  An  air  conditioned  home,  or 
room,  is  clean.  Dust  and  dirt  are 
lar^rely  kept  out.  The  result  is 
lower  cleaninjr  bills  and  less  fre- 
(pient  decorat  in^r  expenditures. 
.And  cleaner  air  is  healthier  air. 

:>.  The  air  conditioned  home  or 
room,  is  much  (piieter.  There  is  no 
need  to  open  the  windows.  And 
with  freedom  from  noi.se,  there  is 
also  >>-reater  privacy  and  jrreater 
comfort. 

1.  Sjurulative  builders  are  now 
usinjf  air  conditioninji:  as  a  primary 
sales  tool.  They  have  fouiul  out 
two  things  for  sure:  IVojile  want 
air  conditioned  homes,  and.  air 
conditioned  homes  can  be  built  to 
sell  for  as  little  as  $11,50(1. 

To  return,  specifically  to  the 
room  air  conditioner,  it  is  well  for 

{('i)iitiiuii  li  oti  10,5) 


Right:  Note  how  this  room  air  conditioner 
fits  attractively  into  the  living  room  area 
for  greater  comfort  and  cleanliness.  The 
"color  blend"  finish  of  this  particular  model 
reflects  the  room's  major  tone  so  the  unit 
goes  with  any  decorating  scheme  of  the 
homemaker's  choice. 
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ration,  th('S«'  rial  tittiiigs  arc  siip- 
with  ritliei',  slii)-lit  oi-  1.1’. S. 
ta|)  .socket  ends. 

They  are  made  of  .sn|)er-.strenKth 
ma]h‘al)le  aluminum,  a  s))ecial  al¬ 
loy  of  vfreat  .si  length  and  .su|)i)lied 
in  a  hri^ht  polished  finish. 

Hadco  I’i'oducts  (’o.,  the  manu- 
factur(>r,  al.so  has  a  comi)lete  line 
of  metal  awning  hardware  includ- 
injr  post  sockets,  post  tianyfes,  eye* 
ends  ami  hinjfes.  This  complete  line 
(d'  littinjfs  has  been  enKiueere<l  for 
m«*tal  awninjr  u.se. 

*  *  « 

New  Fedders-Quigan  Room 
Air  Conditioners 

Kedders-QuiKan  Corporation  has 
releast'd  the  s|)ecification.s  of  its 
new  line  of  room  air  conditioners. 

The  new  line  comprises  five  win¬ 
dow  units,  two  more  than  la.st  year, 
and  three  consoh's.  Additions  t(» 
the  line  are  a  three-cpiartei’  ton  de 
luxe  model  and  a  one  ton  .standard 
unit.  Other  models,  which  have 
been  ledesijrm-d  for  Kieater  o|H'r- 
atiiiK  elliciency,  are  <d’  one-third 
ton,  one-half  ton  and  three-<piarter 
ton  ca|)acities.  The  console  line 
consi.sts  of  three-(piarter  ton,  full- 
ton  and  ton-and-a-half  models. 


.All  window  imtdels  will  featuie 
the  “built-in  weather  buieau,”  a 
push-button  control  sy.stem  which 
makes  almost  automatic  th(‘  de¬ 
sired  functions  of  imtdern  room  air 
conditioninjr.  Amonjr  the  other  ex¬ 
clusive  features  will  be  twin  filteis, 
V-type  evaporators  and  ca|)illary- 
type  thermostat  controls.  The  ro¬ 


tary  K'ill  makes  |)os.sible  tin- 
control  of  ail’  flow  at  the  full  “.db 
decree  cycle.  Exhaust  and  intake 
operations  have  Imhui  chanjred  for 
maximum  efficiency.  Cha.ssis  are 
interchanj^eable  between  the  one- 
thii’d  and  one-half  ton  units  and 
between  th»“  thns'-cpiarter  and  one' 
ton  models. 

'I'o  encourage  distributors  and 
(h'alers  to  placi'  early  orders,  .'Sal¬ 
vatore  (fiordano,  jnesident,  is  of- 
ferinjf  a  new  finance  plan  whereby 
payment  for  units  shipped  anytime 
after  .lanuary  will  not  be  due  until 
•lime.  This  plan  makes  po.ssible  the 
extension  of  more  liberal  crc'dit 
terms  to  the  dealers. 

*  *  * 

New  Cocoa  Brown  Color 
For  Ra-Tox  Folding  Doors 


lloujrh  Shade  ('orporation,  mak¬ 
ers  of  Ra-Tox  Koldinjr  Doors  and 
lioom  Dividers  announce  the  addi¬ 
tion  of  new  Cocoa  Drown  .No.  1  IS 
to  the  list  of  .standard  lacipier  fin- 
ishes  in  which  the.se  products  can 
be  ordered.  The  .sales  appi'al  of  this 
exclusive  Cocoa  Drown  is  already 
proved. 

The.se  products  are  made  of  ~ n" 
slats  (d‘  ba.sswood  woven  into  fab¬ 
ric  of  unique  texturi*  by  a  warp  of 
durable  .seine  twim'.  Widely  ac¬ 
cepted.  Lowi'.st  in  in  ice  of  all  fold- 
injr  doors.  Easily  installed.  Eon^- 
la.stinjr  (piality. 


Posts  and  Lanterns  with 
Eye  Appeal 

An  attractive  line  of  Oinameii- 
tal  Eanterns  &  I’o.sts,  complete 
with  Ladder-Rest  as.semblies  hav¬ 
ing  .scrolls  and  sijtns  foi’  cu.stomi'rs’ 
name  or  hou.se  numbeis  is  now 
available  to  dealers. 


Pictured  above  is  one  of  the 
series  with  a  scroll-sign  and  lan¬ 
tern  mounted  on  the  side  with  a 
tinial  on  top  of  the  post.  The  lad- 
der-re.st  assemblies  add  beauty  and 
architectural  value  to  the  grounds 
of  tlie  average  American  home. 

Posts  are  made  of  aluminum 
tubing.  Ladder-Iie.st-.Scroll-As.sem- 
blies  are  made  of  ca.st  aluminum, 
and  aie  ready  to  be  .sli|)ped  over 
the  post  and  locked  witli  .set- 
.screws.  Lanterns  are  patterned  af¬ 
ter  old  oil  lami).s  and  chimney 
.styles.  Made  by  Deaux  Art  ('rafts. 
«  «  ♦ 

New  Fedco  Combination  Door 
Has  Concealed  Hinges 

Federal  Screen  &  .Sash  Co.  has 
come  out  with  an  aluminum  com¬ 
bination  door  that  has  many  new 
features. 

The  Fedco  door  has  three  stain¬ 
less  steel,  patented,  concealed 
hinges  which  are  .self  aligning  and 
always  i)erfectly  true.  In  addition 
there  is  a  geon  plastic  seal  that 
runs  the  length  of  the  door  on  the 
hinge  sid(*  and  acts  as  a  sound  and 
shock  absorber.  A  i)erfect  geon- 
.sealed  drip  cap  prevents  seepage 
through  the  door. 

In.serts  are  weather  scaled  with 
shock  absorbing  geon.  Dox  joints 
are  used  for  .strength  at  the  cor¬ 
ners.  Natural  turn  knob  and  lever 
handle  give  two-way  control  of 
latch  while  an  expansion  strip  a.s- 
sures  perfect  sill  adjustment. 

(CoothmetJ  0)1  Pour  114) 
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careful,  periodic 
"SELF  INVENTORY" 
helps  salesmen  sell 

For  confident,  successful  selling 
check  up  on  yourself  regularly 


by  BILL  EDWARDS 


XTOT  l(in^  ajjo  my  salt's  wfi-e  in 
a  slump.  And  I  didn't  knuw 
why.  I  ^rot  i-lo.sc  tn  them  hut  I 
eouldn't  land  them.  I  set-uj»  my 
appointments  all  ri^ht  hut  when  I 
went  around  in  the  evening  all  I 
Kot  were  a  few  n>ayh(‘’s,  a  heer  or 
so,  and  a  lot  of  Kood  fat  no’s. 

I  thouKht  I  was  the  same  ^my  1 
had  alway.s  been  hut  my  pay  cheek 
didn’t  look  the  .same.  And  my  Sales 
Maiiajxer  didn’t  look  at  me  the  .same 
way  he  had.  Xor  did  the  other  fel¬ 
lows  in  the  sales  force  l(M)k  up  to 
me  the  .same  way  I  knew  they  had. 

1  worried  and  fretted.  J  cussed 
my  luck  and  business  conditions.  1 
chan>red  the  neijrhhorhood  where 
I  was  canvassing.  1  even  ttK>k  a 
couple  of  days  off  to  .see  if  a  rest 
would  help. 

And  then,  tinally,  1  .sat  down  and 
had  a  Ko»><l  heart-to-heart  talk 
with  my. self. 

Kdwards,  1  .said,  you  know  your 
|)roduct  and  you  know  how  to  close 
a  .sale.  Hut  you’re  not  making'  .sales 
of  that  product.  Somethinjr’s 
wron^r  .so  perhaps  the  best  tiling 
to  «lo  is  to  look  yourself  over.  .And 


surely  the  ht‘st  i)lace  to  start  look- 
injr  is  at  the  hejrinninjr. 

V(»u’re  doiiiK  all  rijrht  KvttiiiK 
api»ointment.s  for  the  {)itch  in  the 
eveninjr,  I  .said  to  my.self,  so  we’ll 
skip  that  and  examine  your.self  on 
what  you  do  after  dark.  A'ou, 
Kdwards,  in  your  need  to  ^et  off 


on  the  rijrht  track  then,  have  to 
make  a  trood  first  impression.  A’ou 
have  to  tret  off  to  a  jrood  start. 
All  ritrht.  .So  just  how  jrood  a  start 
have  you  been  trettinK  off  to’.'  And 
^what  does  it  take  to  make  that 
start  }roo<l.  Edwards  m’boy’? 

In  this  (piestion  and  answer  i)e- 
riod  with  my.self  it  was  no  prob¬ 
lem  to  decide  that  the  first  thintr 
that  started  buildinjr  my  prospect’s 
oi)inion  of  me  was  the  sipht  of  me. 
.All  riv:ht.  Had  that  i)een  K<'<)d  or 
bad’.'  A  confident,  successful  .sales¬ 
man  should  look  confident  and  suc¬ 
cessful.  I  decided  to  take  an  in¬ 
ventory  of  me,  starting:  at  the  top. 

My  hair.  How  did  it  look*'  Not 
t(M»  jrood.  Fact  is,  at  a  buck  and  a 
(juarter  a  throw  I  had  been  a  little 
slow  KettiiiK  into  the  barber’s 
chair.  .So  1  .saved  a  (piarter  by 
waiting  an  extra  week.  Wouldn’t 
my  shaKK.v-dotr-lnok  keep  me  from 
showing  my  prospect — rijrht  off 
the  bat — that  I  was  an  on-the-ball 
.salesman’.'  1  decided  to  invest,  in¬ 
stead  of  save,  that  quarter. 

.No  problem  about  my  In'ing 
clean  shaven  but  I  wasn’t  sure 
about  the  appearance  of  my  hands. 
W’ere  my  nails  alway.s  trimmed’.' 
(('oil f i H lied  nil  I*i(!i<  10(5) 


Some  salesmen  try  too  hard — and  reveal  a  basic  lack  of  confidence  in  themselves  and 
their  products.  This  creates  doubt  in  the  prospect;  result:  no  sale. 
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T)KK\'1()US  articles  in  this  series 
A  were  emphatic  in  iinderscorinK 
for  the  specialty  dealer  some  of  the 
ways  in  which  he  could  profit  from 
the  experience  of  others  in  avoid- 
iiiK  the  known  risks  and  t*rrors 
that  beset  almost  every  exiiandiiiK 
business.  U.  S.  Department  of 
Commerce  reports  were  (pioted  to 
indicate  that  an  astonishingly  hijrh 
percentage  of  business  failures 
could  be  attributed  to  bad  man¬ 
agement — inifiroper  tinanciiiK,  poor 
b  u  s  i  n  e  s  s  records,  insutticient 
knowledjre  of  the  sales  market  and 
the  jirolilems  of  supiily  and  com¬ 
petition. 

Tax  ()\erpayment 

This  article  will  outline  lirieliy 
aiiotluo-  familiar  pitfall  to  lie 
avoided,  and  that  is  the  overpay¬ 
ment  of  taxes. 

The  tax  situation  in  our  iire.sent 
economy  is  an  extremely  complex 
one.  and  althouKh  it  may  seem  sur¬ 


prising'  to  some,  overpayment  of 
taxes  is  not  at  all  uncommon.  It  is. 
in  fact,  a  critical  factor  for  many 
business  concerns,  particularly 
those  ru'wly  established,  and  deal¬ 
ers  are  strongly  uiyted  to  .seek  ex¬ 
pert  advice  in  all  matters  piutain- 
iiiK  to  taxes.  Often  the  wi.sdom  to 
secure  an  accountant  who  can  ren¬ 
der  the  careful  management  .ser¬ 
vice  and  accounting  procedures 
that  our  involved  tax  situation  de¬ 
mands.  can  spell  the  dilTerence  be- 
twi'eii  success  and  failure  for  many 
l)usi  nesses. 

In  view  of  the  specific  nature  of 
tax  manajrement  as  applied  to  in¬ 
dividual  concerns,  only  informa¬ 
tion  of  a  very  general  character 
can  be  di.scussi'd  here.  Sizeable 
saving's  may  be  the  result  of  care¬ 
ful  tax  scrutiny,  however,  so  deal¬ 
er;  are  advised  to  investigate 
every  tax-saviny'  iiotential  that 
seems  in  any  way  feasilde  and 
fruitful. 

“Iloir  can  I  save  on  taxes?"  is 


the  (juestion  to  put  to  oneself.  Pur¬ 
sued  in  this  manner,  innumeralde 
possibilities  will  occur  to  you.  Each 
■•'hould  be  ex|»lored.  For  example: 

Is  it  most  profitable  to  me  to 
operate  as  a  projirietorship ;  or 
should  1  incorporate? — to  what  de¬ 
cree  would  this  effect  a  tax  reduc¬ 
tion?  Would  a  partnershi|)  cut  my 
taxes  sutticiently  to  make  it  a 
profitable  venture? 

lax  Savings 

V\  hat  is  the  best  way  for  mt'  to 
finance  the  cost  of  a  new  building 
or  additional  ecpiipment?  Would 
tax  .saving's  on  lea.sed  eipiijmient 
prove  sutlicient  to  make  this  a  bet¬ 
ter  plan  of  operation  than  outright 
purchase? 

What  is  the  l»est  way  for  rela¬ 
tives  ()!•  friends  to  help  me  finance 
liusiness  expansion.^ 

The  answers  to  (piestiojis  such 
a-  these  will  clarify  the  tax  situa¬ 
te nil  Piii/i  lOb) 


Overpayment  of  taxes  is  not  uncommon 
Are  you  paying  more  than  you  should? 


Fouilh  in  a  s;.?iif>s  .•'!  aci  Vs  n  in,iri.3.5i?n;'>n; 


&  Home  Improvement  Dealer 


Vertical 


J^K('ArSH  till"  \eitiial  l)liiiil  is 
^  tl)(*  first  muisiial  innovation  in 
window  dfi'oration  since  the  intro¬ 
duction  of  the  Venetian  blind  many 
years  a^o.  magazines  tin*  country 
over  continue  to  ^ive  it  consider¬ 
able  publicity.  It’s  news  —  >rood 
news;  and  editcus  art*  anxious  to 
make  the  most  of  it.  .At  tin*  time 
verticd  blinds  wt'rt*  lir.st  intro¬ 
duced  four  years  ajro.  I-ifc  maga¬ 
zine  consideied  the  product  sull;- 
cit'iitly  newswttrthy  to  )ii\«*  it  a 
two-paym  feature  spread.  Othei' 
maKaziues  .soon  followt'd.  IMiblic 
inteie.st  was  ket'ii  and  homeowner 
demautl  for  this  jtrotluct  has  y^row  n 
rapidly. 

Since  that  time,  the  vertical 
blind  has  continued  to  be  praised 
as  "the”  revolutionary  idtsi  in  win¬ 
dow  coveriujr,  and  has  trained 
stt'atlily  in  reco>tnititm  anti  |)t)jiu- 


larity.  Home  anti  wtimen’s  maKa- 
zine  etiittirs  call  the  vertical  blmtl 
“distinctive,”  “beautiful,”  “motl- 
ern,”  and,  fi’om  a  utilitarian  point 
t)f  view  ,  “simple  tti  tiperate,”  “as- 
tttnishinyly  easy  to  clean.” 

Do  vertical  blinds  tieserve  all 
this  prai.se'.'  It  is  evitlent  that  they 
(it),  anil  bi'cause  of  it — becau.se  they 
are  so  pleasiny:  anil  ilesirable  to 
homeowners,  ilealers  are  making 
every  effort  to  jiromote  the  proiluct 
anil  keep  it  in  the  public  eye. 

Consiiier  all  these  ailvantaKes. 
Vertical  blintls  are  not  matle  of 
metal  slat.s.  Instead,  “banils”  or 
ribbons  of  synthetic  fabric  are 


BUnds 

u.setl,  fabric  so  formulati'd  that  it 
is  almost  impervious  to  fatlinyr  anil 
retains  its  new  ylos.sy  appearance 
for  years.  The  fabric  can  be  liry 
cleaned  if  desired,  or  better  still, 
simply  dou.sed  in  sudsy  water  and 
rehiniK  w  hile  wet.  No  w  rinyinyr. 
No  ironing.  .A  sprinyr  mechanism 
in  the  valances  top  and  bottom  hold 
the  fabric  panels  taut  and  in  exact 
place,  so  that  the  material  dries 
smoothly,  without  a  crea.-ie  or  a 
w  rinkle. 

Operation  is  ea.sy.  .A  single  rod 
within  ea.sy  reach  yives  complete 
control  of  li^ht  and  iirivacy.  One 
yrentle  turn  and  the  blinds  mov'  in 
IH'i  fect  unison  to  the  desired  posi¬ 
tion.  controlling  and  dii  ectinyr  liyht 
and  ail'  with  lin>fertip  ea.se. 

In  addition,  the  dealer  should  be 
careful  to  point  out  to  the  hou.se- 
ow  ner  that  vertical  blinds  are 
available  in  more  than  twenty  col¬ 
ors.  They  can  be  u.sed  in  brijrht 
contra.st  to  walls  and  furniture,  or 
blended  ipiietly  with  the  dominat- 
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Below  left:  a  business  office  with  verticol  fabric  blinds.  Finger-tip  control  permits  the 
exact  degree  of  light  or  shade  required  for  good  work  and  comfort.  Right:  a  home 
installation  of  vertical  blinds  in  two  tones  adds  a  beautiful  decarative  touch  to  this 
living  room. 


Shu  I't  iUkai  Hlitid  i 


inn  .sliadi-.s  of  any  loom.  A.s  they 
po.sso.ss  all  flu*  beauty  of  draw 
drape.s,  and  the  decorative  color 
and  dre.s.sinjr  of  curtain.s,  neither 
of  tlu'.se  need  be  u.sed.  The  product, 
in  a  won!,  has  .so  many  desirable 
features  that  it  can  serve  as  both 
blind  and  curtains,  as  well  as  ^riv- 
injr  a  window  a  decorative  draped 
otfect. 

For  busine.ss,  commercial  mid 
institutional  establishments  where 
opacpieness  and  extra-durability 
are  es.sential  re(]uirem*‘nts,  the  \er- 
tical  blind  is  available  in  heavy 
plastic  ribbons  that  will  stand  hard 
and  continual  u.sajre. 

"Chain  Reaction” 

It  is  intere.stin^  to  note  that 
many  dealers  reiiort  that  their  lirst 
vertical  blind  .sale  .seemed  to  start 
a  ‘>hain  reaction.”  Once  a  lionu'- 
owner  has  etpiipped  a  room  with 
vertical  blinds,  he  is  sure  to  be 
plied  with  (piestions  and  coinjili- 
ments  from  nei^hbor.s,  visitors  ami 
friends.  So  oiu*  .sale  in  a  neiydibor- 
hood  is  usually  a  .starter  for  many 
sales. 

It  has  b('en  reported  al.so,  that 
the  judduct  sells  best  becau.se  of 
two  inimary  features.  1.  The  blind 
is  .so  attractive  that  women  want  it 


for  their  homes.  Simiily  that.  They 
iroiit  it.  2.  It  eliminates  tlu*  com¬ 
bined  co.st  of  drajie.s,  curtain.s  and 
blinds,  and  in  addition,  the  clean- 
iiiK  bills  for  the.se  latter  threi*.  So 
dealers  are  advised  to  kt‘ep  these* 


two  important  .sales  features  in 
mind  when  judmotinK  and  .selling 
the  item. 

It  is  well,  too,  to  re'inember  that 
a  v  hole-hou.se,  all-window  conve'r- 
(('nutiniii  (i  nil  l‘iiffi  111) 


Righf:  beautiful, 
lustrous,  floor-to- 
:ciling  vertical 
blinds  create  the 
illusion  of  spacious¬ 
ness  and  height  in 
a  room  with  a  com- 
paratively  small 
window. 


&  Heme  Improvement  Dealer 
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NAME 


ADDRESS 


ZONE 


STATE 


D -  nroof! 


THE  MOIONEY  COMPANY 

2409  C  Terminal  Tower.  Clevelond  13  Oh 


PIc.iHc  si  tul.  withouf  obligation,  booklet  on  I  h 
M.>lone>  All  \\  eather  Door. 


In  Canada.  The  Moloney  Door  is  mtd.  ond  sold  by  Moloney 
Aluminum  Products  of  Canado.  Ltd..  Fort  Erie,  Ont. 
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MOLONEY 

<^il-weathe(j  t  aluminum 

MMBINATION  OOOR 


SEE  THIS  POWERFUL  FULL-COLOR  AD  IN  GOOD  HOUSEKEEPING, 
BETTER  HOMES  &  GARDENS  AND  AMERICAN  HOME 


YOU  GET  PLENTY  OF  ACTION 
WITH  THE  FASTEST-SELIINO  DOOR 
IN  THE  INDUSTRY! 


Hundreds  of  MOLONEY  dealers  report  1952  door  sales 
increased,,. an  average  of  47%  over  1951 ! 

And  no  wonder.  Moloney  full-color  national  advertising  (most  out¬ 
standing  in  the  industry)  is  constantly  "bird-dogging”  thousands  of 
worthwhile  prospects  for  Moloney  dealers  to  sell.  Prospects  who  can 
pick  from  a  dozen  local  outfits.  But  they  W  ANT  MOLONFV  DOORS. 

Moloney  dealers  get  the  benefit  of  a  complete  A-to-Z  LO(^AL  door 
promotion  program  to  help  them  develop  and  sell  pros|X‘cts— faster 
and  easier. 

And— don’t  forget  that  Moloney  Doors  jack  up  window  sales,  t(K)! 

I  hey’ll  create  three  times  their  value  in  window  business. 

vSo— if  you’re  not  in  business  just  for  the  exercise  .  .  .  sell  the  dcMir  that 

sells  fastest— is  trouble  free— and  s/uys  sold— sell  Moloney! 

Hxclusive  DISTRIBUTORSHIPS  AND  DHALFRSIIIPS  still  avail¬ 
able.  W  rite  for  complete  details. 

SEE  US  AT  NERSICA  EXPOSITION  BOOTH  73. 

THE  MOLONEY  COMPANY 

2409  Terminal  Tower  •  Cleveland  13,  Ohio 

In  Canada,  The  Moloney  Door  is  manufactured  and  sold  by  Moloney 
Aluminum  Products  of  Canada,  Ltd.,  41  lewis  St.,  Fort  Erie,  Ontario 

WORLD'S  LARGEST  MANUFACTURER  OF  ALUMINUM  COMBINATION  DOORS 


&  Home  Improvement  Deciler 
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Alumatic  Shows  New  Window 
At  New  York  Sales  Meeting 

AliiniJitif  Cori).  of  America,  Mil¬ 
waukee,  VVi.s.,  maiuil'actiirers  of 
alumimmi  comitiiiatioii  wiiulow.s 
and  (loor.s,  dramalically  revealed  it.s 
new  .3-frack  window  at  a  hiifjre  .sales 
meelinK  and  luncheon  held  at  the 
J’ark  Sheraton  Hotel  in  .\ew  York 
on  .January  21st. 


Irving  Moss,  Gen¬ 
eral  Soles  Mgr.  of 
Alum  otic  (above 
left),  addresses 
d  e  o  I  e  r  s  .  Robf. 
Agulnick,  Pres,  of 
Alumatic  (above 
right),  explaining 
the  company's 
soles  program. 
Ned  Krosny,  Asst. 
Soles  Mgr.  (right), 
demonstrates  Alu- 
motic  storm  sash. 


.Ml  of  Alumatic’s  combination 
window.s  and  doors  were  disjilayed 
and  demonstrated  to  an  audience 
of  about  7(10  dealers  and  prospec¬ 
tive  dealers.  In  addition  to  the  new 
:i-track  aluminum  combination  win¬ 
dow.  Alumatic  has  added  a  new 
“clip-on”  casement  storm  .sash  to 
its  pre.sent  line. 

Dealers  listeiu'd  attentively  as 
company  extTutives  outlined  .Mu- 
mat  ic's  planned  production  expan¬ 
sion  and  advertising  campaijrn  for 
the  year.  .An  additional  plant  has 


been  accpiired  in  .Milwaukee  which 
will  nearly  double  the  comiiany’s 
present  production  in  that  city  and 
improve  deliveries  as  well.  As  jiart 
of  its  expansion  projrram  Alumatic 
has  al.so  jrreatly  eiilai'Ked  its  jiro- 
duction  capacity  at  its  I’ater.son, 
.\.  .1.,  plant.  The  increased  produc¬ 
tion  at  Pater.son  will  iiermit  the 
company’s  Eastern  distributors  to 
Ket  all  their  window  and  doors  from 
this  plant. 

.Alumatic’s  "I’rofits  IMus”  plan  as 
explained  by  company  executives 
will  help  dealers  to  increase  their 
sales  with  new  literature,  sales 
aids,  and  per.sonal  assistance  of 
company  held  representatives.  The 
bijr^rest  adviu'tisinjr  program  in  the 
comiiaiiy’.s  history  was  announced 
at  the  meetinjr.  1’his  will  include  an 
advertisiiiK  campaiKii  in  1.5  national 
consumer  magazines  this  Spring 
desijriied  to  reach  .some  IK)  million 
people.  In  addition  there  will  Im* 
heavy  advert isinjr  in  trade  publi¬ 
cations  in  the  buildinyf  and  institu¬ 
tional  tields. 

Keynote  of  the  .sales  meetinjr 
was  "Alumatic’s  (Jot  the  Key  for 
’.5.'L”  This  dominant  note  was  car- 
{('otifiinidl  on  I'uitc  111) 


L  to  R;  A.  Bosman, 
Murray  Rose,  and 
Larry  Rose,  east¬ 
ern  distributors  of 
Sun  Vertikal  Blind 
Co.  at  the  recent 
Curtain  and  Drap¬ 
ery  show  in  New 
York  where  they 
displayed  their 
company's  unique 
blinds. 


Rex  Corp.  Moves  Plant 
To  Larger  Quarters 

F5.  L.  Levinson,  Sales  .MaiiaKer 
of  The  Kex  ('orporation,  ('ustom 
Extrusion  Division,  announces  the 
removal  of  the  Company’s  plant 
from  51  Laiid.sdowne  Street,  Cam- 
bridjre.  Mass.,  to  Hayward  Road. 
West  .Acton,  .Mass.  The  new  plant, 
a  modern  one-story  structure,  is 
l(K*ated  about  25  miles  west  of 
IJoston. 

Due  to  the  increased  .scpiare  foot- 
ajre  of  floor  space — approximately 
three  times  jrreater  than  the  former 
premi.se.s — and  the  installation  of 
new,  latest-desijrn  compouiidiiiK 
and  production  ecpiipment.  the 
quantity  and  cpiality  of  tlexibb*  ex¬ 
trusions  for  the  window  industry 
have  been  substantially  increased. 

Three  new  laboratories  are  now 
ill  use  1.  (’ompoundiiiK  Laboratory, 
where  the  plastic  formulations  are 
made,  checked,  develoi»ed  and  im¬ 
proved  wherever  possible.  2.  Re¬ 
search  Laboratory  where  new  and 
better  products  are  developed.  3. 
EiiKineerinjr  Laboratory,  which, 
working  with  a  new,  up-to-date 
Machine  Shop,  develojis  and  makes 
(Confiino  tl  on  Pnfft  75) 


ADVERTISED  IN 


/ 


THIS  IS  AMEDICA’S  MOST  POWERFUL  SELUNG  FORCE . 


Here’s  how  it  is  going  to 
help  you  sell  more  door  canopies; 


Nearly  24  Million  people  read  eaeli 
issue  of  IJFK.  In  your  eotnniunily 
more  than  itne  out  of  every  five 
people  read  1,1  FK  every  w«*ek.  No 
wonder  anything  that's  “Advertised 
in  I, IFF”  hreaks  all  past  sales  ree- 
onls.  F'or  example,  sales  of  new 
|irodiiets  advertise*!  in  I, IFF  have 
simwn  actual  gains  of  'Mt' t  ,  28' i  , 
and  ]2H'  (  !  'I'hink  of  all  the 
door  cano|>ies  this  ad  can  help  you 
M‘ll  right  in  y*»ur  city. 


See  the  special  door  canopy  section 

in  our  hig  I, IFF  ad  on  the  opposit** 
page.  It  features  (didders  winter 
special  a  special  price  of 
for  a  18"  door  canopy — good  for  a 
limited  time  only.  It  helps  reader'' 
make  two  important  de<'isions: 
I.  To  save  money  hy  huying  a 
(Ihilders  Door  (lanopv.  2.  To  save 
money  hy  huying  now.  You  should 
take  advantage  of  this  special  pro¬ 
motion! 


Sales  come  even  faster  when  vour 
salesmen  show  this  1,1  FF  ad  to  their 
|)rosp*‘cts.  No  other  magazine  in 
America  can  match  FIFF's  prestige. 
“Advertised  in  1,1  F'F  "  ranks  a  prod¬ 
uct  as  the  finest  and  most  suc¬ 
cessful  in  its  field.  Feature  the  “As 
•Advertised  In  I, IFF.”  sign  in  your 
(diilders  ads.  I  se  th«‘  door  canopy 
special  price.  ^  oil'll  locate  pre-sold 
I, IFF,  readers  and  sell  new  prospects 
for  door  canopies. 


And  smart  selling  can  tnm  a  door  canopy  inquiry 
into  a  big,  profitable  awning  order. 


All  she  needed  was  a  door  canopy. 

Her  porch  needed  shade  from  the  sun 
and  protection  from  rain  and  snow.  Her 
pride  in  her  home  made  her  willing  to 
sjiend  th*‘  $2‘).')3  to  make  her  house  dif¬ 
ferent  from  the  other  “look-alikes”  in  the 
hltM'k.  So  this  (Childers  ad  in  I. IFF  sent 
Mrs.  Housewife  to  the  phone  to  call  her 
(!hilders  Dealer  for  a  door  canopy.  Hut 
when  the  salesman  who  answered  her  call 
arriveil  at  the  house,  he  was  read\  to 
.sell  a  hig  awning  order. 


So,  you  can  imagine  what  happened. 

Her  pride  in  her  home  had  made  her  a 
prospect  for  a  door  canop\ .  That  same 
pride  ma<le  tier  interested  in  what  awn¬ 
ings  could  do  on  her  windows  and 
porch.  When  she  learned  there  was  no 
down  payment,  the  door  canopy  order  was 
written  up  with  the  awnings  and  she  had 
just  a  small  monthly  payment  for  .'lt> 
months,  .‘so,  the  alert  salesman  made  a 
hig  commission  on  the  sale  started  hy  the 
(diilders  1,1  FF  ad. 


This  is  the  first  time  in  history  that  1,1  FF! 
Magazine  is  being  used  to  sell  door  cano¬ 
pies  anil  awnings.  As  an  example  of  the 
tremendous  l(K"al  im|)act  of  LIFT!,  there 
are  more  LIFT',  readers  in  your  city  than 
there  are  home  tele|>hones  in  your  direc¬ 
tory.  This  gigantic  selling  for<;e  is  being 
harnessed  for  you  with  this  ad.  Think  of 
all  the  C.hilders  Door  (!anopy  sales  and 
prospects  this  ad  will  create  for  you  in 
your  city.  He  sure  you’re  ready  to  write 
up  those  (!liilders  sales. 


VC  rite  fur  cumpirAr  information  limiteil  number  of  prnlrcleil  francliises  still  available.  (Ihilifrrs  Maniifartiirin)i  (^..  Houston  K,  Texas. 


SS8^ 


ttt  (IMPS 

rooms  S'  ti)  ?0"  cooler 


Twe  tfetifRi  for 

refuUr  HttMktws 


Rtfriftfeier  type 

Oehed  n«rd 

enemel  finish 


Utk  wkJt  ytu  can  do  with  an  open  porch  This  Childers 
Porch  Canopy  dresses  up  the  front  of  this  house 
.idds  creatly  to  its  value  It  also  gives  you  more  com 
fori  and  protection  from  the  weather,  both  summer  and 
winter  The  cost  is  surprisingly  low 


IS  IS  ONE  OF  the  Childers  ads  that 


IS  SLIGHTLY  REDUCED  IN  SI2E  FOR  T 


*®''orTi$£o^ 


New  Kind  of  Residential  Awning  Sweeping  America  ^ 


See  the  eitra  beauty  that  Childers  Awnings  add  to  this  protection  at  a  price  y(»u  can  afford  Because 
houst  You  ran  add  the  same  style  and  distinction  they  are  100';  aluminum,  you  invest  in  a  lifetime 
to  voul  own  homo.  e\en  if  you  live  in  a  block  of  of  awning  beauty  Y<iU  avoid  the  frequent  repairs 
look-alike  houses  Childers  Awnings  improve  the  and  high  replacement  costs  of  old  fashioned  w(H»d 
appearance  of  your  home  and  give  you  year-'round  or  cloth  awnings  that  soon  rot  fade  or  leak 


Which  design  would 
look  best  on  your  home? 

Only  Childers  gives  you  the  choice  of 
two  different  awning  designs  for  resi¬ 
dential  windows  plus  special  can 

opies  for  doors  porches  and  patios 
V’ou  select  the  design  you  prefer  for 
your  home 


Flattering  new  all-aluminum 


lew  aii-aiuminum  ^ 


odd  extra  beauty  and  coolness  to 
$10,000-to-$60,000  homes  —  new  or  old 


Keep  your  rooms  8'  to  20  cooler,  and 

make  your  home  liK)k  belter,  too.  with 
Childers  All-Aluminum  Awnings.  The  low 
cost  will  amaze  you  This  is  America's  first 
awning  to  be  built  by  the  same  precision, 
low-cost,  production  methods  used  in  build 
ing  your  automobile  or  refrigerator.  They 
are  Government-approved  for  FHA  home 
improvement  loans  Can  be  installed  on 
your  home  for  no  money  down  and  up  to 
three  years  to  pay 

There  is  probably  a  Childers  franchised 
dealer  nearby  to  give  you  a  free  estimate 
Call  him:  or  if  you  don't  know  his  name, 
write  us 


■7/,  a:,//. 


)M\  AlvmiiiHii 

Wop  ( rust 

or  rot 

Stiould  list  is  ion| 
IS  rou'  hofTif 


CHILDERS 

ALL  ALUMINUM 


Uu  can  make  mere  autdeer  livini  space  with  a  beautiful  new 
Childers  I’atio  Cover  like  this.  It  gives  you  an  extra 
living  room  '  for  at  least  six  months  of  the  year— and 
it  s  y<»urs  for  as  little  as  $2  45  a  sq  ft 


rt'y 


CHILDERS  DOOR  CAHOPY 


AAt  this  Winter  time  bar 

It  Wt  5”’“  Chdders  Awnings 

gam  To  offers  you  a  regular 

Eu“r‘’»rrd‘^at:-r’'S«-^- 

48-.n  M^n‘*-r  sperw'  /  J 

as  much  as  fcw 

until  March  1  only 

,„„,Chliaer..l->-r  in  JO  n.l»a<~ 

,„  ,oo  r.B  ••-■h'  ""  ,„d.i..nd.nt  biMl. 

cniia.r.  prtr.. 


ntsyo*  iiiirt  •uUJ*r*t  *** 

rs4»  «l»nd«ra  wim  ws--,  .r*  •»»•* 


rs4»  «l»nd«r*t  wun  ws--,  .r* 

for  your  doorway.  ViT. 


Backed  by  America’s  biggest 
national  advertising  program  for  awnings 

Including  full  pages  in  full  color  .  .  .  ads  starting  in  January  and  running  through  June 


AMERICAN 


Childers  Manufacturing  Company 


3620  West  1 1  th  Street 


Dealers  a  few  choice  protectecf  frarKhises 


still  available  write  for  complete  information. 


Houston  8,  Texas 


B.  S.  Reporter... 


Aerial  view  of  the  Re.  Corporation's  new  plant  in  West  Acton,  Moss. 

(Contimtrd  from  Poifr  70) 


most  of  the  equipment  anti  dies 
required  in  the  plant. 

for  the  window  industry  The 
Rex  ('orporation,  under  the  trade 
name  "Rextrude”.  manufactures 
(Jlazinx  (’hannels.  Screen  Splines, 
(ilass  Splines,  Weatherstrips  and 
Sjtecial  Shapes  from  stock  dies  or 
made  to  the  customer’s  specitica- 
t  ions. 

The  Rex  Corporation  handles 
.sales  for  New  Kiprland  and  New 
York  State  from  the  main  office 
and  has  direct  factory  .sales  repre- 
.sentatives  in  New  York  City  and 
Philadeli)hia.  Sales  aKonts  are  now 
heiiiK  set  up  in  other  strategic  win- 
dow-producintr  areas,  .so  that  in  the 
near  future  the  company  will  have 
national  distribution  for  Rextrude 
Flexible  Extrusions. 

i(t  «  4c 

Childers  Plans  Big  1953 
National  Ad  Campaign 

Childers  ManufacturiiiK  Co-. 
Houston,  Texas,  manufacturer  of 
Childers  All-Aluminum  Awnings 
has  just  announced  plans  for  their 
National  Advertisinjr  cam¬ 
paign. 

R.  A.  Childers  i)resident  of  Chil¬ 
ders  Manufacturing  Co.,  -said  "Our 
Ih.Tl  campaign  will  start  with  a 
4-color,  full-paRe  ad  in  Mag¬ 

azine,  January  26.  Better  Homes 
&  Gardens,  American  Home,  Hou.se 
&  (Jardens  and  Hou.se  Beautiful 
will  al.so  carry  Childers  ads  during 
the  first  half  of  this  year.  I  believe 
this  is  the  biggest  advertising  cam¬ 
paign  in  awning  history."  These 


publications  reach  14,600,000 
•American  homes  or  one  out  of  every 
three. 

"This  will  be  the  tir.st  time,” 
Childers  said,  "that  awnings  have 
been  advertised  in  LIF'K — Ameri¬ 
ca’s  largest  national  magazine  and 
•America’s  greatest  .selling  force.” 

Childers  Sales  Manager,  Roy  K. 
Cundiff,  also  announced  the  begin¬ 
ning  of  a  nationwide  .sales  drive  f<»r 
new  Childers  dealers.  Cuiulitf  says, 
"With  the  biggest  national  adver¬ 
tising  campaign  in  history  working 
for  every  Childers  dealer,  our 
awning  franchise  for  a  community 
will  be  more  protitable  than  ever 
before.” 

The  tirst  Childer.s  ails  will  fea¬ 
ture  ('hilders  awnings  and  a  Door 
Canopy  Special — a  48”  door  canopy 
retailing  for  .$2t).l).o.  (’hilders  claims 
this  price  is  as  low  as  one  third  the 
cost  of  other  door  canopies  in  the 
same  size. 


Elmont  Mig.  Co.  Appoints 
Allyn  C.  Fay 

.Marcus  Bollard,  president  of  Kd- 
rnont  Mfg.  Co.  announces  the  ap- 
jM)intment  of  Allyn  C.  Fay  as  Sales 
•Manager.  Mr.  Fay  was  formerly 
Director  of  Field  .Sales  for  R.  D. 
Werner  Co..  Inc. 


A  C.  Fay 


At  Klmont  .Mfg.  Co..  .Mr.  Fay 
will  direct  sales  of  Klmont  2  panel 
mitred  all -aluminum  combination 
storm  and  screen  doors. 

#  * 

N.  J.  Licensee  to  Make 

Hastings  Aluminum  Awnings 

Albert  Silvers,  President  of  Metal 
Tile  Products,  Inc.,  Hastings,  Mich¬ 
igan  has  announced  the  licensing 
of  Aluminum  Products  Distribu¬ 
tors,  Inc.  of  Orange,  New  Jersey 
to  manufacture  the  Hastings  line 
of  Aluminum  Awnings. 

f’aul  Blatt,  the  Orange  Com- 
paiiy’s  president,  reports  that  they 
are  now  in  production  and  are 
servicing  dealer  acconts  through- 
((’oiitioiifd  0)1  Poff)  111) 


Members  of  Aluminum  Products  Oistributars,  Inc.,  Orange,  N.  J.,  which  was  recently 
licensed  to  produce  Hastings  metal  awnings.  L  to  R;  Jerold  Berkley,  Sales  Mgr.;  Paul 
Blatt,  Pres.;  T.  Tomlinson,  Hastings  representative;  and  Seymour  Holub,  Plant  Mgr. 


<S  Home  Improvement  Dealer 


75 


When  you  want  (QUALITY  windows 

You  Can’t  Beat  Redwood 


(’lieek  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
(inest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMI*- 
RELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

5.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


(.!AMI*BELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL.  OHIO 

Phonr:  52615 


MAKE  UP  TO  200%  PROFIT 
WITH  BARNHART  STORM  SASH! 


NO  INSTALLATION  NECESSARY 
ALL  CUSTOMERS  SATISFIED 

Approvtd  by  every  casement  manufacturer  .  .  .  Three  stand¬ 
ard  sixes  .  .  .  Glaied  in  seconds  by  anyone  .  .  .  Saves  80% 
to  90%  of  heat  otherwise  lost,  at  only  52%  of  cost . . .  Send 
for  samples  and  price  lists. 

DEAL  DIRECT 
SAVE  THE  DIFFERENCE! 


Immediate 

Delivery 


The  A.  W.  BARNHART  CO. 

140  HIGHLAND  STREET  •  PORT  CHESTER,  N.  Y. 


On  the  House 

(Continued  from  Page  12) 

There  is  no  real  opposition  in 
('ongres.s  to  this  authorization  of 
more  funds  for  KHA  Title  I.  The 
change  in  the  Administration  and 
the  reorganization  of  Congress  has 
delayed  a  great  deal  of  much  needed 
legrislation  including  CHA  financ¬ 
ing.  .Many  congressmen  simply  are 
not  aware  of  how  urgent  the  mat¬ 
ter  is.  Building  specialty  dealers 
are  therefore  urged  to  WHITE, 
TELKtJKABH  or  BMOXK  their 
congre.ssmen  and  .senators  to  get 
a  joint  congre.ssional  re.solution 
lias.sed  authorizing  another  half 
hillion  dollars  for  FHA  Title  1 
financing. 


Dealer  Sales  Forum 

{Continued  from  !’((</(  18) 

ference  and  Exposition  in  San 
Franci.sco,  October  27-29.  “Wheth¬ 
er  you  know  it  or  not."  .Mr.  Frentz 
said,  “you  are  on  the  eve  of  what 
others  are  talking  about  as  prob¬ 
ably  one  of  the  greatest  expansion 
jieriods  in  your  hi.story.” 

To  underscore  his  report,  Mr. 
Frentz  then  iiointed  out  that  “to¬ 
day  the  Nation’s  housing  inven¬ 
tory  is  in  exce.ss  of  45  million 
dwelling  units  and  is  increasing  at 
a  rate  of  over  one  million  units 
yearly.”  This  enormous  market 
open  to  dealers,  Mr.  Frentz  added, 
“is  a  challenge  to  your  planning  as 
well  as  your  re.sources.  In  the  com¬ 
ing  years  the  job  of  keeping  our 
homes  in  good  repair  and  in  im¬ 
proved  livability  will  become  in¬ 
creasingly  larger  and  will  play  a 
more  important  part  in  our  na¬ 
tional  economy.’’ 

“In  order  that  there  be  no  doubt 
as  to  the  position  of  the  k’lIA,  1 
can  .say,’’  Mr.  Frentz  emphasized, 
“that  we  will  never  stop  in  our 
effort  to  protect  and  to  advance  the 
interests  of  the  home  owner. 

(Continued  on  Page  78) 
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CONCEALED 

HINGE 

(PArrMrfo; 


GEON 

SEAL 


EXPAN, 
I  PEP  I 


MOISTURE 
AND  OUST 
SHED 


ALL  ALUMINUM  STORM  &  SCREEN  COMBINATION 

Here  ore  tcotpres  you'll  find  nowhere  else.  Features  that  will 
set  industry  stondards  tor  yeors  to  come;  See  it  first  todoy* 


Two  '  way  control 
like  prime  door. 


6o«  joints,  not 
mitred,  for 
strength. 


Weother  -  scaling, 
shock  •  absorbing 
geon  inserts. 


O  G  -design  Z*bar, 
eiclusivc  conceol' 
ed  hingeing. 


iKpantlon  strip 
gives  perfect  sill 
adjustment 


Perfect  weother- 
drip  cop  prevents 
seepage. 


The  new  FEDCO  DOOR  is  a  fitting  companion  to  the 


famous  FEDCO  WINDOW 


TRIPLE  TRACK  ALL  ALUMINUM  STORM  &  SCREEN  COMBINATION 


TRIPLE  TRACK  <  hanK**  <*vers  atf 
niailr  in>tantl.v.  at  anv  tnnr.  and  with 
"lit  Kadxt't  attachment'*.  No  •itnnnK 
nis! 

INTERLOCK  and  ovrilaj*  j.anrK  for 
maxinnim  weather  seal  and  pes»t  pro- 
IrctKifi. 

HEAVY  WEIGHT  ALUMINUM,  hilly 
rxtrudtMj.  with  welilfd  rnrt.rr-'.  for 
I'fetinir  aliKtimrnt  W  indcw't  are 
» proi‘i ! 


NO  MOISTURE.  Special  feature 
drain*  '•fepaije  and  rondrnnatinn 
water  ••ff  to  the  oiitsnlr 


EASY  INSTALLATION  Telexcnj 
iMitti'ni  eliniinates  httinit  pruhtrms. 


NO  SIZE  DILEMMAS,  h  vt  ry  iim 

iMJti'm  tailored  for  iiidiMdiial  instal 


GET  THE  THRILLING  DETAILS  IN  FULL!  WRITE  TODAY! 


0^  CALL  UK  WKIIt  INUW 

Tel:  VA.  5-2400 


FEDERAL  SCREEN  &  SASH  CO. 


85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y 


NERSICA  CONVENTION  •  BOOTH  #5  •  HOTEL  STATLER,  NEW  YORK.  FEB.  16-17-18 


&  Heme  Improvement  Dealer 
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WROUGHT  IRON 

COLUMNS 


B«lion't  luptnor  hand  wrou^hf  cotumni  or* 
ovoilobi*  <n  *wo  conv*ni*nt  tteck  h*iqht» 
76  .  10  .  oocb  hoighl  ii  od{uttobl*  6  by 

CuHIn^  upright  poctt  to  rocotv*  anchor 
plotof.  Per  Koiqhtt  •icoedmf  I  0  .  custom- 
buitt  ceiumni  or*  readily  fobricet*d.  Sin^l* 
panel  flat  or  double  pon*l  90  corner  col¬ 
umns  or*  ovoitobi*  in  oil  desiqnt. 


CW2I 


STANDARD  SnCiPiCATlONS 

Upright  post!  I  tquor* 
Width  I  I  ever  oil 
Scroll  poneli  '4  ■  % 
finish  rust  inhibitor  primer 


r  1  r  • 

C21I  C227  C2I)  C71I  C}3i 


i 

*1 

i 

1 

* 

'  a 

' 

4 

t 

e 

^  1 

1 

. 

— ^  ' 

• 

si 

CW  CW  C227  C7V 


cm  C723  C3» 


rill  PIOMIT  ItTIMATIt 
Wrowflif  Iron  Colomn*  ron<* 

Iron  lollinps  Orllls 

■roctiot*  WootKor  Vonot  Gotoi 
—  Write  lor  Comptoto  Cotolo 


BELSON 


MANUFACTURINO  COMRANY 

Auroro  A««  end  tuOrrAnM  Id  Aurero  2.  Wmeo 
SIND  VOUl  riANS  TOOaT 


The  Problem  Box  ^ 


Air  Conditioners 
(11  KSTION :  lam  interested  in  tak¬ 
ing  on  a  line  of  r<K»m  air  condi¬ 
tioners  hut  understand  that  there 
are  larjje  central  units  which  can 
take  care  of  a  whole  house.  Can 
such  central  units  he  installed  in 
structures  that  are  already  huilt? 

A.  R. 

ANSWKR:  There  are  three  basic- 
types  <*f  air  conditioners  for  resi¬ 
dential  use.  One  is  the  window- 
mounted  room  air  conditioner,  the 
.second  is  the  console  type  which 
is  housed  in  a  cabinet  and  has  air 
outlets  to  a  window  but  usually 
statids  on  the  floor,  and  the  third 
is  the  central  unit  which  is  usually 
placed  in  the  cellar  and  operates 
through  air  ducts  to  reach  all  parts 
of  the  hou.se. 

Central  units  can  only  be  in¬ 
stalled  in  older  hou.ses  that  origi¬ 
nally  were  heated  by  hot  air.  This 
type  of  unit  provides  heat  as  well 
as  cooling  and  replaces  the  hot  air 
furnace.  It  can  easily  be  connected 
to  the  existing  sheet  metal  air 
ducts.  Older  homes  that  are  heated 
by  .steam  or  hot  water  are  not  suit¬ 
able  for  central  air  conditionin>f 
since  the  alterations  required  to 
install  the  air  ducts  are  too  expen¬ 
sive. 


However,  most  homes  can  be  sat¬ 
isfactorily  cooled  by  the  use  of  one 
or  two  room  air  conditioners  i)ro- 
vidiiiK  that  these  are  large  enough, 
generally  Vj  or  1  ton  capacity. 

*  ♦  ♦ 

Attic  Fans 

(iCKSTION:  literature  that  1  have 
read  on  attic  fans  often  claim  that 
this  product  can  reduce  the  tem¬ 
perature  in  a  home  hy  as  much  as 
.)  to  1.5  degrees.  Since  attic  fans 
have  no  refrigerating  apparatus  in 
them  how  can  this  he  possible? 

R.  H. 

.ANSWKR:  .Attic  Fans  can  actually 
lower  the  temperature  by  the 
amount  of  degrees  claimed  even 
though  they  have  no  refrigerating 
apparatus.  On  a  hot  summer  day 
even  an  insulated  house  will  store 
up  a  considerable  amount  of  heat. 
As  the  sun  goes  down  the  air  out¬ 
side  the  house  cools  until  it  is  as 
much  as  5  to  1.5  degrees  lower  than 
the  air  inside  the  house. 

What  the  fan  does  is  to  exhaust 
the  accumulated  hot  air  from  the 
attic  and  lower  parts  of  the  hou.se. 
This  warm  air  is  immediately  re¬ 
placed  by  the  coder  night  air  which 
is  drawn  into  the  hou.se  from  out¬ 
side.  The  air  temperature  inside 
the  house  is  thus  made  at  least  as 
cool  as  that  outside. 


Dealer  Sales  Forum 

(('tnifiinu'il  fnnii  Piitfr  76) 


"It  will  interest  you  to  know  that 
since  i;).’M — IS  years  ago — when 
Title  I  started,  there  have  been 
reported  for  insurance  over  | 
million  repair  jobs  amounting  to 
nearly  $6  billion.  l.,a.st  year  over 
1,400,000  loans  were  reported 
amounting  to  over  $700  million 
net.  For  the  calendar  year  of  1952 
our  V(»lume  will  be  close  to  $1  bil 
lion  of  loans  insured.  *  *  During 


the  year  1951,  exterior  tinishing, 
roofing  and  insulation  repre.sented 
nearly  12  per  cent  of  the  total  num¬ 
ber  of  loans  insured  and  over  56 
per  cent  of  the  net  proceeds  in¬ 
sured.  *  • 

"There  is  no  que.stion  but  that 
housing  standards  in  the  United 
States  are  the  highest  in  the  world, 
and  your  indu.strv  should  be  proud 
{Contitnnd  on  Pnqc  80) 
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NOW 
PA^P 
CHECK 


is  when  we  are  sailing  with  profits  galore  for  DISTRIBUTORS 
and  DEALERS  with  our  new  Lost  Cost  KD  Plan  on  Lock-Vent 
Aluminum  or  Plastic  Glass  Awnings. 

To  the  gunwales  with  built-in  features.  Truly  the  "Queen  of 
the  Seas"  in  permanent  awnings. 


This  list  for  proof  of  our  seaworthiness  for  the  long  cruise 

ahead  in  permanent  awnings. 

1.  Horizontal  lines  as  specified  by  America's  leading  architects. 

2.  "2"  and  "4"  lines  for  homes  and  commercials. 

3.  Solid  sheet  construction  for  waterproof  protection  if  desired. 

4.  See  through  ventilation  to  insure  free  passoge  of  any  cool¬ 
ing  breezes. 

5.  Beautiful  fiber  glass  plastic  in  the  exact  same  design  as  our 
aluminum  awnings,  with  all  parts  interchangeable. 

6.  Baked  enamel  finish  in  13  beautiful  colors. 

Colors  on  top;  white  underneoth  if  desired. 

7.  Custom  built  assembly  in  your  shop— not  a  stock  or  standard 
awning. 

8.  One  of  the  LOWEST  ASEMBLED  COST  PRICE  in  the  entire 
industry. 


loiiijiiE;  incoiporaled 


Wire  “  Wrife  ”  Call  “* 

Reserve  your  port  for  your  company  and  we  will  soon 
dock  at  your  plant  with  complete  details  of  our  exclusive 
plan. 

BON  VOYAGE 


&  Horne  Improvement  Dealer 
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Your  Customers  Want 


“Prc^Auxc  /4frpicecC  <xh 

Clapboard  *  Wood  Shingles  •  Stucco  •  Cinder  Block 

9  BEAUTIFUL  COLORS 
10  YEAR  REPLACEMENT  GUARANTEE 


424  West  42d  St.,  New  York  18,  N  Y 
LOngacre  3-6631 


Dealer  Sales  Forum 

] 

I  (Cniitiinud  from  Paf/c  78) 


! 


of  the  part  you  have  played  in 
helping  to  raise  those  standards. 

“What  has  been  accomplished  in 
the  past  is  only  the  first  .step  in 
what  it  is  expected  to  be — one  of 
the  .strongest,  .sounde.st  and  most 
enduring  indu.stries  in  f)ur  future 
economy.  *  *  You  should  take  a 
personal  pledge,”  concluded  Mr. 
h'rentz,  “that  you  will  do  all  that  is 
within  your  ability  to  make  a  bet¬ 
ter  industry,  a  finer  community 
and  an  endurinjr  operation.” 


Second  Best  Year 

{('o)ifinit(  (I  from  Patjc  18) 

throughout  the  country,  said  the 
associations  had  a  very  profitable 
year  in  1952.  Of  all  the  homes  fi¬ 
nanced  last  year  .‘{7  per  cent  were 
financed  by  .savin^rs  as.sociations. 
the  league  .said,  compared  with  82 
per  cent  in  1951. 

“This  jrain  in  the  position  of  .sav¬ 
ings  associations,”  the  leajrue  said, 
“may  be  explained  in  larjre  part  by 
the  shift  to  conventional  mort- 
fra^es,  for  with  thejreneral  uj)ward 
movement  of  intere.st  rates  mort- 
Kajre.s  insured  by  the  V'.  A.  and  the 
h".  H.  A.  became  less  attractive  to 
investor.-!.” 


Hints  to  Salesmen 

{Pontiniird  frotn  Patjr  80) 


_ 

DISTRIBUTORS 

1 

DEALERS 

Sell  the  new  Pilgrim  2-Lite  Interchongeable  Storm 
-  Door.  Comes  to  you  complete  or  knocked  down  with 
oil  hardware  included.  Mode  from  heavy  63-ST-S 
extruded  aluminum.  Made  by  "PILGRIM"  .  .  .  with 
_  aver  a  dozen  years  of  experience  and  "know-how" 
in  aluminum. 

Mton*,  wir0  or  writo 

F.  A.  PILGRIM  COMPANY  p. 

•jil  4449  Lake  Park  Road  0  Q29Q 

riMw  YounKMown  12,  Ohio 

'B|L| 

i 

fallacy  that  a  .salesman  is  there  to 
answer  objections  rather  than  to 
jrive  a  complete  and  coherent  .sales 
story. 

•  •  • 

Whenever  a  customer  brings  up 
an  objection  and  you  are  in  the 
mid.st  of  your  presentation,  disre¬ 
gard  the  interruption.  Pass  it  up. 
Don't  hear  it.  Continue  talking.  If 
that  sounds  like  dangerous  advice, 
consider  this:  if  the  customer 
means  it.  he  is  going  to  bring  it  up 

(Conti nurd  on  Page  82) 
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Will  She  Say 

YES 

To  Yoor 
Salesman? 


Sure  she  will  ...  if  he's  selling  Remington  Storm 
Windows!  Why!  Because  Remington  and  ONLY 
Remington  gives  you  not  one,  not  two,  not  three 
.  .  .  but  FOUR  WAY  ACTION  .  .  .  the  exclusive 
feature  designed  especially  for  sales-making  dem¬ 
onstrations!  Yes  .  .  .  this  amazing  new  extra  turns 
every  prospect  into  an  enthusiastic  sale  .  .  .  and 
makes  every  demonstration  a  salesman's  delight! 
Now  at  last  here  is  a  storm  window  built  for  the 
dealer  and  salesman  .  .  .  built  to  cost  the  dealer 
less  .  .  .  built  to  sell  faster  and  sell  easier  .  .  .  and 
get  you  both  more  on  every  single  sale! 

CHANGE  TODAY  .  .  . 

No  matter  how  satisfied  you  are  with  your  present 
window  ...  no  matter  how  good  you  think  it  is 
.  .  .  you'll  change  to  Remington!  You'll  change  for 
bigger  sales,  greater  profits  and  the  biggest  dollar 
volume  in  history!  And  remember  .  .  .  Remington 
helps  you  get  that  volume.  Backed  by  a  hard¬ 
hitting  national  advertising  campaign.  Remington's 
dynamic  package  of  dealer  helps  and  direct,  per¬ 
sonal  aid  is  going  to  help  you  make  this  the  biggest 
profit  year  in  your  history!  Yes,  change  NOW. 
Change  to  REMINGTON  .  .  .  CHANGE  TO  PROFIT 
TODAY! 


NEW  YORK  CITY.  SOUTHEASTERN  NEW  YORK, 
NEW  JERSEY,  EASTERN  PENNSYLVANIA, 
WESTERN  CONNECTICUT . . . 

FIND  OUT  ABOUT  YOUR  AREA  TODAY! 


WRITE,  WIRE  OR  PHONE . . . 

Hempstead  2-10111 


Aluminum  Hindow 
M  Corporation 

90  MADISON  AVENrE,  HEMPSTEAD.  I,.  I..  N.  Y. 

.t  in  Windtnrn 
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CLAD  ALUMINUM 


Ksytton*  Aluminum  IntDct  Wtr«  Scr««ning  con 
b«  »old  by  you  with  conUdonco.  Will  nol  ttoin 
or  discolor  woodwork  or  masonry.  Improves 
homo  oppooronco.  Light,  strong,  durable  and 
pleasing  to  the  eye. 


GALVANIZED  STEEL 


Keystone  Electro  Galvoniied  Insect  Wire 
Screening,  mode  of  specially  selected  copper 
bearing  steel  wire,  gives  strength  ond  rust  re> 
sistant  quolities. 


QUALITY  BRONZE 


Keystone  Bronze  Insect  Wire  Screening,  both 
Bright  ond  Antique  finish,  woven  from  high¬ 
est  quolity  commerciol  bronze  wire  of  90-10 
onoiysis  (90%  Copper,  10%  Zinc  Alloy)  com¬ 
bines  beauty,  hordness,  strength  and  resistonce 
to  otmospheric  conditions. 

It  poyt  to  sell  KEYSTONE-— top  quaHty  insect 
wire  screening  for  every  requirement! 


KEYSTONE  WIRE  CLOTH  CO. 

Honover,  Po.  Fostoria,  Ohio 


!  Hints  to  Salesmen 

(Conti  mu  (I  from  Page  80) 

a  second  time.  If  he  doesn’t,  there 
would  be  no  value  in  answ'erin);  it 
anyway.  That  makes  sense. 

I  have  seen  salesman  after  sales¬ 
man  start  out  on  the  rij^ht  track  of 
a  very  fine  presentati<»n  only  to  >fft 
hopelessly  side-tracked  because  the 
customer  threw  in  a  couple  of 
objections. 

o  o  o 

If  a  customer  reiterates  an  ob¬ 
jection — twice  or  three  times  dur- 
j  injr  your  j)resentation  —  you,  as 
'  master  of  the  sale,  choo.se  the  spot 
when  you  want  to  answer  it.  You 
may  want  to  gn  rijrht  on  with  your 
l)re.sentation,  or  you  may  want  to 
stop  and  answer  the  objection  by 
sayin>r:  “I’ll  )fet  to  that  in  a  min¬ 
ute.”  And  keep  rijrht  on  with  your 
story.  It  is  important  to  keep  in 
mind  that  if  the  resistance  has 
Imhui  brought  up  at  least  twice  it 
should  be  answered  at  the  proper 
.  point  and  placed  in  your  .story. 

If  I  may  paraphra.se  an  old  geo- 
‘  metric  axiom  in  this  regard,  1 
might  say:  "A  .straight  line  of  pre- 
.sentation  is  the  shortest  distance 
between  a  prospect’s  ‘no’  and  the 
‘yes’  that  makes  him  a  customer.” 

Seeing  is  Believing 

I  (('ontinnrd  from  Pof/r  4.‘5) 

take  .samples  with  them.  They  go 
with  the  tirm  intention  of  taking 
or  inviting  the  prospects  to  the 
showroom  “where  we  can  show 
you  just  how  your  room  will  look 
after  we  have  moderniz»“d  it.”  In 
the  same  way,  their  advertising 
features  pictures  of  showroom  in¬ 
stallations  and  says  “Heautiful 
Showroom  for  You  to  Actually  See 
What  Your  Own  Completed  Job 
Will  Ijook  Like”  and  “See  This 
Bathroom  and  Kitchen  in  Actual 
Size  in  Our  Showroom  —  Unsur- 
l)a.s.sed  Workmanshi))”  and  “Visit 
,  the  .Most  Mctdern  Showroom  in 
I’enn.sylvania.” 


“Color,”  according  to  Ed  Friar, 
“Is  a  great  sales  tool  for  upping 
the  sale  price.  Hut  in  order  to  let 
color  go  to  work  for  y(»u.  it  mu.st 
get  full  display,  not  ju.st  a  look- 
see  at  a  .sample.  To  illustrate.  I 
had  a  woman  call  me  up  once  and 
ask  about  imitation  tile.  VV'e  don’t 
even  carry  it  but  I  told  her  to  come 
down  to  our  showroom  and  I’d 
show  her  the  kind  of  work  we  do. 
She  w'alked  in,  looked  around,  said 
nothing  for  several  minutes  and 
then  asked  me,  without  further 
ado,  to  come  out  to  her  home  and 
measure  her  kitchen  and  bathroom. 
Tho.se  two  jobs  alone  brought  in 
more  than 

Showroom 

The  (Jermick  &  Friar  showroom 
is  not  in  the  downtown  area  of 
Luzerne.  They  built  it  in  a  low  tax 
neighborhood  but  its  location  has 
several  advantages.  It  is  near 
enough  to  a  main  highway  so  that 
the  building  acts  as  an  advertising 
billboard.  There  is  ample  parking 
s|)ace.  It  is  larger  than  would  have 
been  possible  downtown.  The  re¬ 
sult  is  that  when  people  come  here, 
they  can  come  easily,  stay  long  and 
have  the  feeling  that  they  can  get 
unhurried  and  full  attention. 

Both  (lermick  &  h’riar  are  con¬ 
vinced  that  “the  nutre  lines  carried, 
the  better  chance  there  is  for  sur¬ 
vival.”  In  a  kitchen,  for  example, 
the.v  don’t  just  sell  cabinets  and 
wall  an<l  floor  coverings.  They  also 
have  the  blinds,  the  lighting  fix¬ 
tures  and  awnings.  Tluw  don’t  do 
plumbing  but.  outside  of  that,  they 
can  completely  re-do  kitchens  and 
bathrooms,  ('lo.set  space's  in  bath¬ 
rooms  are  a  particular  specialty  of 
theirs. 

W(»rkmanship 

For  all  of  their  merchandising 
approach,  they  are  firm  in  their 
belief  that  nothing  pays  off  like 
high  qualit.v  workmanship. 

“We  can  be  super  salesmen”, 
they  .sa.v,  “And  get  a  fair  amount 
of  orders.  But  .vou  can’t  build  for 
the  long  pull  unle.s.^  the  jobs  are 
(('ontinnrd  on  Pa<fr  85) 
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ROLLING  WITH 


•  For  exceptional 
weather-ti^ht  seal- 
in/i  and  easy  work- 
tn/i  features  there 
is  no  substitute  for 
ROLAGLASS 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


liyiirii 

MliftijiJii 

ike  miracle 


CLEARER 

POLISH 


gives  a  lasting 
NBW  LOOK  to  all 
natural  aluminum 

STORM  WINDOWS  AND  DOORS 

r\c  A  I  CDC  CAY  "It'*  the  perfect  answer  to  our  customers' 
t-tCMLCKO  OM  I  :  'How  do  I  keep  it  clean?'  " 

DISTRIBUTORS  WANTED  Prices: 

TO  SELL  DEALERS,  IN-  Sample  $1  $iie  -  75c 

CTAIIEDC  »  Gallon  can  —  S2.75  net 

*  I  ALLBRS,  etc.  24  $1  cans  —  S14  40  net 

Cash  with  order,  shipped  prepaid 


PROTECTALLM.  INC. 

Center  Street,  New  Milford,  N.  J.  Orodell  8-6196 


you. 

Qualifif 

Beautif 

Customei* 
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Seeing  is  Believing 

{("oxfiuiied  frotv  Pnifc  82) 

<l()ne  in  a  way  that  makes  satisfied 
customers.  Customers  who  will  be 
proud  of  what  we  do  for  them — 
and  who  will  boost  our  workmaji- 
ship  to  their  friends.” 

And.  if  asked  about  “the  .secret 
of  their  success,”  they  are  likely 
to  add  with  a  smile,  “There  is  one 
other  ingredient  needed  to  i)ut  a 
company  over.  That’s  K<><'d  hard 
work.” 


Condensation 

from  Pofjc  -45) 

What  happens  when  a  storm 
window  is  installed"?  Obviously,  the 
wind  is  prevented  from  reaching 
the  inner  window.  The  result *?- 
in.stead  of  one  thick  (inside)  and 
one  thin  (outside)  insulating  layer 
of  air,  there  are  three  thick  ones 
and  a  thin  one  to  hold  the  heat  in 
the  hou.se.  On  a  windle.ss  day,  no 
matter  how  cold,  the  storm  window 
provides  four  full  thick  blankets 
of  air. 

In  addition  to  heat  loss  through 
Kla.ss,  there  is  usually  air  leakage 
through  the  cracks  found  around 
any  movable  window.  Even  the  fin¬ 
est  and  mo.st  expensively  con¬ 
structed  aveia^e-size  window  is 
.said  to  allow  air  leakapm  in  amounts 
up  to  175  cubic  feet  pei-  hour,  while 
the  plain,  unweartherst ripped  win¬ 
dow  of  averajre  fit  permits  U'akajre 
in  exce.ss  of  1,000  cubic  feet  per 
hour. 

Air  Leakage 

Storm  windows  with  movable 
.sash,  while  not  eliminating!:  air 
leakage  entirely,  reduce  it  .so  con¬ 
siderably  that  it  is  a  minor  factor 
in  heat  loss.  Remember  that  the 
chief  reason  for  reducing:  air  leak¬ 
age  is  to  reduce  drafts  and  “cold 
spots”.  The  chill  and  di.scomfort 
(Conthiuid  on  Page  87) 


4'oiiio  lo 

with  your  r<M|nimiinil»i! 

riiC'C  and  iiiaiiv  oilier  ^llape^  of  exiriuh'd  |da>lic>>  can  be  ^llpplied  liy 
lr\iii»ton  lo  «pee(l  up  \oiir  ;:la/in^  operalioiis,  and  rediiee  your  eo.xis. 

I  ir-l  lo  inlrodiiee  llii-  lype  of  pla,«lie  eliaiiiieliii^.  now  a  proieii 
|iroduel  —  larfiej-l  prodiieer  in  llie  field  Irrin^lon  is  in  a  iiniipie 
|>o<.ilion  lo  Mippiv  llie  reipiireinenls  of  liolli  iiianufaeliirers  and  dealers 
ill  die  aliiiuiniiiu  window  indii-lry,  Dio  are  already  a\ailible  (or  iuo?.| 
of  die  eouiiiionlv  used  shapes;  lr\  iii^lon's  own  die  sliop  is  eipiipped  lo 
lool  up  for  speeial  sluipo  and  lo  assisi  in  engineering  llieir  design. 
.Samples  and  leeliiiii  al  dal  a  a\ailahle  on  reijiiesl. 


2.5  .Arfiyle  Terraee,  irvin^lon  II,  N.  J. 

Midwest  Representotive  for  window  channeling: 

^  Cadillac  Plastics  Co.,  15100  Second  Btvd.,  Detroit  3,  Mich. 


/[oVlNGTOiX  ^ 

(lX'N)  • 


I'lir  |iriiin|i|  t|iiii- 

liilioii  scihI  Us  a 

slmrl  iiici'c  of 
>oiir  a  I II  III  ill  II  III 
si-rtioii  or  sriiil 
l■llll■|>l'inl  of  >iiiir 
rr(|iiiri'iii<‘iils 


INCREASE  YOUR  PROFITS  wilh  R-S 

Water  Conditioning  Equipment 

Sell  the  best  in  water  conditioning  equipment  and  watch  your 
profits  grow.  R-S  Water  Softeners  and  Clearstream  Crystals 
and  Feeders  are  easy  to  sell  for  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money. 
Ideal  to  use  for  door  opener  or  follow  up  calls  on  customers. 
Write  today  for  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-'round  business. 

REYNOLDS-SHAFFER  CO. 

12100  CLOVERDALE  AVENUE,  DETROIT  4,  MICHIGAN 
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ll^TUTBiiocO/ITIIi* 


% 


X 


I 


the  NATURAL  sidewall  coating! 


A  scientific  compound  of  Silicon-Asbestos  Mica 


For  all  weathered  surfaces:  •  Available  in  2  Types  and  3  Textures: 

Cement  Block;  Brick;  Stucco;  Series  100  Series  200  Series  303 

Asbestes  Shinglinc;  Wood  Smooth  Sand  Pebble 

Sidint;  Wood  or  Asphalt 
Shintlinc! 


Equal  to  10  or  more  thick 
nesses  of  ordinary  house 

paint! 


Ju  can  be  in  a  new  business  ...  or  set  up  a  new  and  instantly  profit- 
}le  department  in  a  field  that  is  rapidly  sweeping  the  country, 
link  of  iti  Where  once  housepainting  was  an  oft-repeated  job  that 
^ok  days  and  necessitated  weeks  of  good  weather  .  .  .  now  you  can 
[er  BEAUTIFICATION,  INSULATION  and  PROTECTION  far  beyond 
Jimits  of  mere  paint.  It's  a  fabulous  story  —  and  one  which  is 
SALES  AND  PROFIT  HISTORY  everywhere.  Get  in  it  today! 
^upon  at  once  and  get  the  pick  of  remaining  territories. 


VERFLEX  SALES  CORPORATION  (Seal  Tec  Div.) 
Carlstadt,  New  Jersey 

Pleosc  send  complete  informotion  to 


Ocolcr,  Distributor,  Appheotor 


City  A  Stole 

0We  ore  fomiiior  with  this  type  of  work 

We  are  not  fomiltor  with  this  type  of  work 

Territory  desired 


VOUR  BEST  BET.  . .  10  TO 

1.  Mildew  resisfanf! 

2.  Water  repellenf! 

3.  Termife-proof! 

4.  Windproof! 

5.  Lime  resistant! 

6.  Fire  retardent! 

7.  Chip-proof! 

8.  Color  fast! 

9.  Heat  insulating! 

10.  Cohesive  plus  Adhesive! 


i- 
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Condensation 

{Coiitiiiind  from  Paijr  85) 

callod  a  “draft”  is  usually  due  to 
tile  coolinjr  of  air  in  passinjr  the 
windows.  Cold  air  is,  of  course, 
heavier  than  warm  air;  it  falls  to 
the  door  and  Hows  acro.ss  the  room. 
Naturally,  the  colder  the  window 
is,  the  colder  and  stronger  the  draft 
will  be.  In  addition,  air  in  motion 
always  feels  colder  than  still  air; 
con.sequently  the  temjierature  in  a 
drafty  room  mu.st  be  maintained 
at  a  much  higher  decree.  And  this 
means  a  waste  of  fuel,  md  to  men¬ 
tion  the  physical  discomfort  of  a 
drafty  room  or  hou.se. 

F’rost  Damage 

To  return  to  the  (luc'.stion  of  con- 
den.sation,  a  window  “clouds  up,” 
sweats  or  fro.sts  when  the  warm 
air  in  a  room  .strikes  the  window 
jrla.ss  and  is  cooled  to  tlu*  point 
whei’e  it  can  no  longer  contain  its 
moisture.  If  tlu'  jrla.ss  temp(‘rat urt‘ 
is  above  freezinjr,  this  moisluri' 
condeii.ses  as  dew,  cloudinjr  the 
w  indow.  And  if  the  temperature  is 
below  fr(‘ezin>>:,  frost  is  formed. 

It  is  well  to  mention  that  .some¬ 
times  inteiior  windows,  unpro- 
tectc'd  by  .storm  windinvs,  become 
.so  cold  durinjr  severe*  weather  that 
heavy  deposits  of  fro.st  re-sult  ; 
the.se  later  melt  and  can  cau.se  con¬ 
siderable  water  damajje  to  walls, 
paint,  woodwork  and  curtains. 

if  the  humidity  inside  the  home 
is  kept  at  a  rea.sonable  leve*!  and 
storm  windows  have  been  installed, 
there  w  ill  be  little  conden.salion  on 
the  inner  windows  except  durinjr 
extremely  .sevei'e  wa'ather.  If  much 
conden.sation  occurs  it  is  a  si^n 
that  the  humidity  is  too  hinh.  Cn- 
der  such  conditions,  un.seen  con¬ 
den.sation  within  the  hou.se  walls 
can  occur  which,  if  nejrlected,  bli.s- 
teis  and  peels  painted  surface's, 
cracks  pla.ster,  and  even  rots  out 
wood  .structure. 

The  moisture  that  collects  on  the 
innei'  surface  of  .storm  windows  is 
not  a  i)articulai-  piobh'm,  for  here, 
since  it  is  effectively  outside  the 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


■k  Heavy  Corner  Construction 
•k  Top  Quality  Latch 
•k  Super  Heavy  Kick  Panel 
•k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sole-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO..  INC. 

Ellwood  City,  Penno. 


Phone  2755 


hou.se,  it  can  do  no  .scriou.s  damaKo. 
It  may  prove  somethmLr  of  a  luii- 
.sance  howi'ver,  atid  the  way  to 
remedy  it  i.s  .simply  throu>?h  ^<">(1 
w ('atherstrippinrr  of  tin*  inner  w  in- 
dow  and  making  .sure  there  i.s  ade¬ 
quate  ventilation  of  the  .sjtace  be¬ 
tween  the  windows  to  the  outside. 
This  will  keep  conden.sation  at  a 
minimum,  for  it  will  mix  the  moist 
air  leaking  throujrb  the  inner  win¬ 
dow  w  ith  the  dry  air  from  the  out¬ 
side. 

Vetitilation  should  not  be  .so 


jrreat,  however,  as  to  allow  actual 
wind  from  the  outside  to  cau.se 
ra|iid  movement  of  the  air  layers 
bi'tween  the  two  window.s.  One 
.scpiare  inch  of  opi'iiiuK  has  been 
determiiu'd  as  suHicient  as  this 
does  not  appreciably  lower  the  in- 
sulatinjr  valiH'  of  the  .storm  w  indow  . 

It  i.s  clear  from  all  this,  that 
storm  window.s  are  of  enormous 
value  in  increasinjr  comfort,  .sav- 
injr  heat  and  fuel.  They  drt  not  en- 
{('oiitiiiio  il  on  I'lu/c  S8) 
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^^Makes  Sellittf^  Easy!** 

CERTIFIED 

AriJMixii^i 

Combination  Screen  &  Storm  Windows 


Hverytlj/f/g  You  Want  for 
Competitive  Sellii/g 

DELUXE 

interlocking,  Extruded 

3-TRA(K  and  2-TRA(K 


SELF-STORING  •  TAMPERPROOF 

Hen-  is  (he  ideal  window  for  the  a^otressive  dealer.  From 
one  source  you  can  obtain  3-track  A\l)  2-(rack  windows  as 
well  as  combination  storm  doors.  Priced  right  for  high  profits 
and  competitive  selling.  Our  years  of  experience  in  the  field 
assure  you  of  the  kind  of  asstx'iation  you  want.  Write  or 
phone  today  for  complete  information  on  how  yt)u  can 
increase  your  profits. 


Condensation 

{Continued  from  Pafie  57) 

tirely  eliminate  coiKiensatioii,  but 
they  do  leduce  it  and  transfer 
what  remains  from  inside  to  out¬ 
side  the  house  where  it  tan  do  no 
damaFTe  because  masonry  and 
painted  exterior  wood  surfaces  are 
not  affected  by  water. 

In  conclusion,  do  not  make  the 
mistake  of  imagining  that  l)y  .se- 
curiitfr  storm  windows  as  tifrht  as 
possible,  condensation  will  thereby 
be  reduced  to  a  minimum.  The  best 
procedure,  we  repeat,  is  to  make 
the  inner  window  as  tifrht  as  i)os- 
sible.  Use  K<>od  weatherstrippiiiK. 
and  remember  to  ventilate  the  air 
space  between  the  windows  by 
leaving  approximately  one  stpiare 
inch  of  opening  in  the  storm  win¬ 
dow. 


Co- 


1015  West  Diamond  Street 
Philadelphia  22.  Pennsylvania 
Telephone  FRemont  7  2500 


Notionolly  Advartiiad 
Bears  GOOD  HOUSEKEEPING 
Seal  of  Approval 


FOODS' 


MERIT  DELIVERS  THE 
liver*  them  fad  and  rttirirnlly. 

MERIT  Dealer*  arc  makins  irralil*  .  .  .  there's  dough 
in  their  hands  instead  of  fists  full  of  unfilled  bark 
orders.  MERIT  Dealers  have  that  money  as  a  direct 
result  of  a  smoothly  operating  tram  of  plant  spe¬ 
cialists. 

MERIT  delivers  top  service,  top  satisfaction  and  top 
profits  on  the  finest  aluminum  products  on  the 
market. 

Tsrritori*,  art  ttill  availobit  in  tht 
Ntw  Jtr$tf  and  Nsw  York  artai. 

CALL  OF  WRITE  TODAY— PROFIT  THE  MERIT  WAY 


Extruded  Aluminum 
Combination  Storm  Windows 
SelE'Storing  ^Triple  Action 
*Troubie*free 


MOLONEY 

All-weother  Combination  Door 
Hasting  Beouty  *  lasting  Comfort 
*Lotting  Economy 


MERIT  ALUMINUM  PRODUCTS.  Inc. 


736  Route  17,  Poromus.  N.  J. 


ORodell  8. 1600 


Ridgewood  6-6500 


NMAA  Meeting 

I  (Continued  from  Page  44) 

adhere  to  thi.s  ('ode  of  Ethic.s. 

An  NMAA  Seal  of  Approval  i.s 
beiiiK  de.siprned  which  will  be  at¬ 
tached  to  every  awning  in.stalled 
by  dealers  or  licensees  of  members 
of  the  as.sociation  who  have  pledged 
them.selves  to  the  above  ('ode  of 
F'thic.s.  The  seal  w'ill  be  the  custom¬ 
er’s  guarantee  of  fair  and  honest 
treatment  as  regards  .sales  and 
installation. 

The  membership  was  addres.sed 
by  John  E.  Horne,  Administrator 
of  the  Small  Defen.se  Plants  Admin¬ 
istration.  Mr.  Horne  .said  that  small 
business  “has  too  often  been 
slighted”  in  the  Government’s  de¬ 
fense  purchasing  program  and 
urged  “con.stant  effort”  to  insure 
a  fair  proportion  of  defense  con¬ 
tracts  for  small  concern.s. 

“When  the  Government  is  bu.v- 
ing  heavily  for  defense,  it  is  far 
easier  for  big  business  to  get  con¬ 
tracts  than  for  small  business  to 
obtain  its  fair  share  of  orders,”  Mr. 
Horne  .said. 

“Yet  it  is  essential  to  our  na¬ 
tional  security  that  small  plants  be 
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enabled  to  make  their  rightful  con¬ 
tribution  to  the  national  defense. 
This  was  the  underlying  rea.son 
why  Congress  established  the  Small 
Defen.se  Plants  Administration, 
just  as  it  had  created  the  Smaller 
War  Plants  Corporation  during  the 
Second  World  War.  The  basic  ob¬ 
jective  is  to  utilize  the  Nation's  in¬ 
dustrial  facilities  to  the  fullest  in 
the  defense  program. 

Protecting  Small  Bu.sines.s 

Mr.  Horne  pointed  out  that  nine 
out  of  every  10  American  business 
concerns  are  small  enterprises,  that 
in  the  manufacturing  field  90  per¬ 
cent  of  all  firms  employ  fewer  than 
100  persons  each,  and  that  95  per¬ 
cent  employ  fewer  than  250  i)er- 
.sons.  From  the.se  facts,  he  added, 
“the  overwhelming  importance  of 
protecting  and  pre.serving  small 
business  is  evident.” 

Mr.  Horne  said  SDPA  took  par¬ 
ticular  satisfaction  in  the  fact  that 
many  hundreds  of  small  manufac¬ 
turers  have  been  helped  to  remain 
in  production  by  the  Small  Kusiness 
Hardship  Account — a  sptH'ial  re- 
serve  of  steel,  copper,  and  alumi¬ 
num  .set  up  by  the  National  Pro¬ 
duction  Authority,  on  SDPA’s 
recommendation,  to  help  small 
companies  which  cannot  get  by  on 
their  regular  allotments  of  mate¬ 
rials. 


.Materials  Outlook 

The  materials  outlook  for  195;i 
was  de.scribed  by  Mr.  Horne  as 
“very  promising,”  in  general.  With 
most  materials  becoming  more 
plentiful,  and  controls  being  grad¬ 
ually  rela.xed,  he  said,  SDPA  is  tak¬ 
ing  steps  to  avoid  a  repetition  of 
the  “wild  scramble”  when  mate¬ 
rials  were  decontrolled  after  World 
War  II,  when  “the  little  fellow,” 
not  having  the  buying  power  of  big 
business,  was  .squeezed  badly. 

All  the  officers  of  the  NMAA 
were  re-elected.  They  include:  J.  K. 
Orchard,  President;  T.  .J.  Bottom, 
h  irst  Vice-President ;  Bernard  van 
Duzer,  Treasurer;  and  1).  J.  Show- 
alter.  Secretary. 

(Coutiuiad  from  Page  90) 


EXTRA  /  LOUVRE  WINDOW 

SALES  GO  UP  IN  THE  NORTH  EAST! 

Get  in  now  on  the  NEW  PROFIT  MARKET 

with  North-East  All  Extruded  Aluminum  Jalousie  Windows  and  Door 
All  its  features  are  loaded  with  sell. 

•  Engineered  for  quick,  easy  installation— 
fastest  on  the  market 

•  Guaranteed  rattle  free  balanced  louvres 

•  Smooth  silent  rotary  operators 

•  Weather  tight  closing 

•  Custom  built  for  each  installation— 
any  size  available 

Free  Sales  Building  Material 

JALOUSIE  WINDOWS  &  DOORS  •  PORCH  ENCLOSURES  • 
BREEZEWAYS  FOR  HOME  &  INDUSTRY 
Guaronteed  Prompt  Delivery 
Territories  still  ooen.  Write,  wire  or  phone  tor  detoils. 

NORTH-EAST  METAL  PRODUHS  CORP. 

SAFEDGE  BLDG.,  MERRICK,  L.  I.,  N.  Y. 


&  Home  Improvement  Dealer 
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Hvre's  ihe  Most  Exriliiifi 
iiiiiou  nrt^menl  of  ihr 
yeor  in  lliiminiitn  C.om- 
hinalion  Slttrm  tf  iiuitnrs 


Amazing  New  4  Way 


Window 

with 

Telescopic 

Expanders 


tl»»lirvs  /HTtfrl 
lit  II II  il  H  fi  III  ■ 
nfitii  refiiirilli-hj> 
II f  lyin’  nr  i  iiii- 
ililiiiii  III  Hill. 

iliiir  (riiiiii’ 


Sensational  "ex¬ 
pander”  feature 
provides  "full- 
float"  flexibility  — 
compensating  for 
normal  settling, 
expansionand  con¬ 
traction  of  all 
house  windows 
—  assures  lifetime 
permanency. 


Now,  for  (ho  firtt  ttmo,  thortlift  to  Froben 
4-wov  dotisn,  your  cwttomor  cors  hovo 
«croon  ot  lop  or  bottom  with  *o*y  ilidt  ot 
glott  to  protoct  ogoin«t  tudden  thowor 
Scroon  con  ol«o  b«  roitod  to  otr  bod  doth 
mg.  thoko  mop*,  otc 


Find  out  more  today  obout  tho  itorm  window 
thot  outporform*  oil  othor*  lt‘«  the  folk  of 
tho  indu*try 

ElCltSIVt  DISIRIBBTORSHir  AttIUBlEI 

U  1,1,.  Mi,,. 

FRABEN  ALUMINUM 
INDUSTRIES  CORP 

N.  r <  <ir  M.x.rr  >.|  A  Motam.-n-iiiH  \%i-. 
I'liiU.Irli.hia  IH.  I'a. 

Diway  4-4200 


NMAA  Meeting 

(('niifiiiiud  friiiii  Pa  fie  89) 

Two  in‘w  members,  J.  Diffendal 
of  Chieajro,  and  I*.  K.  Haskett  of 
Louisville,  were  elwted  to  the 
Hoard  of  Directors.  The  other  mem¬ 
bers  of  the  board,  all  of  whom  were 
re-elected,  are:  (Jlemi  Sinnott,  .Ma¬ 
rietta,  O. ;  VV'.  H.  Wynne,  Atlanta, 
(ia.;  li.  W.  Lei)j)er,  .Milwaukee. 
M’is. ;  ,J.  M'.  Hrennan,  Pittsburjjh, 
Ha.;  .1.  A.  .Jones,  .Memphis,  Tenn. ; 
li.  A.  f’hilders,  Houston,  Tex.;  A. 
H.  Helshaw,  Detroit,  .Mich.;  and  Lee 
.Miller,  (iardena,  ('alif. 

Custom  Kitchens 

{('aiitiinii  (I  froDi  Page  47) 

In  treneral,  the  layout  of  a  mod¬ 
ern  kitchen  is  centered  about  three 
major  work  areas:  1.  the  prepara¬ 
tion  of  food,  2.  the  cooking  and 
serving  of  food,  and,  .‘L  washing, 
cleaning,  etc.  A  kitchen  may  be 
cotisidered  modern,  eflicient  and 
functional  if  the.se  centers  are 
planned  and  located  properly  with 
correct  relationship  to  each  other, 
liernember — the  guiding  rule  is 
that  an  eflicient  kitchen  saves 
walking,  .saves  bending,  saves 
reaching. 


HCWN  HAWN 


E — Attractive  and  Practical 
Sink  and  refrigerator  in  this  layout  are  side- 
by-side.  the  range  opposite  with  an  exhaust 
tan  in  the  ceiling  above.  Note  the  conveni¬ 
ent  breoktast  bar  and  counters  close  to  the 
range. 


The  food  pre|)aration  area  is  cen¬ 
tered  aljout  the  refrigerator.  It 
should  be  itlanned  to  provide  con¬ 
venient  and  ample  working  area 
and  storage  space  in  base  and  wall 
units.  In  the.se  units  will  be  stored 
the  “tools"  used  in  food  prepara¬ 
tion,  the  mixing  and  baking  uten¬ 
sils,  cutlery,  bowls,  etc.,  as  well  as 
the  staple  and  canned  foods,  fruits 
and  vegetables. 

'I’he  cooking  Jind  serving  area 
will  naturally  utilize  the  range  as 
its  center.  (lenerous  space  should 
be  allowed  for  on  either  side  of  the 
range  for  pots  and  pans,  .serving 
dishes,  etc.  The  cabinets  in  this 
area  will,  of  course,  be  installed  for 
the  storage  of  cooking  utensils, 
china,  cutlery,  toasters,  waffle 
irons,  and  other  appliances  of  this 
nature.  Dealers  should  make  sure 
tlu*re  are  several  conveniently 
idaced  electric  outlets  in  this  area. 

The  sink,  of  cour.se,  is  the  center 
of  the  cleaning  area  which,  like  the 
range,  must  be  .so  arranged  that 
there  is  sutlicient  work  space  on 
either  side.  I'lidersink  cabinets  will 
hold  garbage  di.si)osal  unit.  rags, 
towels,  soaj),  etc. 

•Assembly  Mistakes 

The  most  common  mistakes 
nuuU'  in  kitchen  i)lanning  are  those 
of  as.sembly.  Storagt*  units,  wall 
cal»inets  and  appliances  ar<“  often 
not  installed  in  such  a  way  that 
they  save  time  and  work  for  the 
homemaker.  This  means  that  the 
layout  was  not  planned  with  sulli- 
cient  study  and  care.  For  example, 
the  refrigerator  may  have  been  so 
placed  that  the  door  swings  in  the 
wrong  direction,  or  too  little  coun¬ 
ter  s))ace  is  providi'd  beside  the 
sink,  the  range  or  the  refrigerator. 
Or  i)erha|)s  the  distances  between 
the  api)Iiances  is  too  great  or  too 
small.  'I'he.se  are  all  important  con¬ 
siderations  that  the  dealer  or  th»‘ 
head  of  his  kitchen  dei)artment 
must  study  with  care. 

llert'  are  a  few  basic  rules: 

1.  'I’he  distance  between  ap])li- 
ances  or  cabinets  that  face  each 
other  should  be  at  least  four  feet. 
(('iiiitiiuiei}  an  Pag<  92) 
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“  Extruded  Aluminum 

COMBINATIOIV  WINDOWS 

and  DOORS  have  been  granted 


the 


,0 


O 


^  40VERTlStO 


SwivcI-Jiclion  |M‘rmils  siniplr  rlciiiiitjj: 
nilhniit  r)‘ino\iii<;  <:l;iss. 

U  ritr  for  lilrraliirr  and  ih-loils  on  • 

ilistrihiitorsliii>  frniicliisr. 

Jasco  Aliiminiim  Prochicls  Cor|). 

2099  Jerirlio  'riiriipike.  INew  lUOf-  l*ark.  I..  1.,  N.  ^ 
'IVIr|ilioiu‘  —  FlfliNloiu-  7-}{70.'i 

6i  Home  Improvement  Dealer 


EXCLUSIVE  DEALERSHIPS  AVAILABLE 
LABOR  FREE!  TROUBLE  FREE!  PROFIT  HEAVY! 

-DoiiLE  rooa  TEaiLv  i  wume- 

"FACTORY  MADE" 

PRECISION  CUT  —  PRE-ASSEMBLED  —  PRIME  COATED 

GARAGES  Sis 


•  MILK 
HOUSES 

•  COnAGES 

•  UTILITY 
BUILDINGS 


•  MADE  UP  IN  7' 
SECTIONS 

•  4-SECTION  OVER 
HEAD  DOORS 

•  DOORS  &  WIN 
DOWS  CASED  IN 

•  NO  EXTRAS 
TO  BUY 


WRITE  FOR  DETAILS 


Manufactured  by 

BAY-WEL  ,  INC. 

2301  WILLOW  ST. 


PHONE; 

ADAMS  2010 
GREEN  BAY,  WIS. 


Custom  Kitchens 

(Continued  on  Pape  90) 

This  is  true  also  of  cabinets  at 
ri^ht  anjrles  to  each  other  which 
are  separated  by  a  dtKtr  or  an  open 
space. 

2.  (\)U  liter  work  space  is  of 

vast  imjMirtance.  Near  the  ranjre 
(in  addition  to  whatever  space  the 
ranjre  itself  provides)  leave  at  least 
24  inches.  The  refrigerator  should 
have  at  least  15  inches  of  work 
space.  In  the  assembly,  at  least  56 
inches  of  counter  .space  should  be 
provided  for  the  mi.xin^  and  prejia- 
ration  of  f(K)d.  (A  separate  table 
may  be  used.)  For  cleaninjr,  leave 
at  least  50  inches  of  space  near 
the  sink.  (If  the  layout  includes  a 
dishwasher,  this  space  may  be 
eliminated.)  However,  another  50 
inches  of  space  to  the  ri^ht  of  the 
sink  bowl  must  be  included  for 
stackiiiK  dishes  liefore  washiiiK. 

Measure  ('arefully 


u'e  keep  our  daten! 

DEFENDER  delivers 

WHAT  you  need  .  .  . 

WHEN  you  need  it 


When  you  sell  DEFENDER,  it's  almost  like 
having  your  own  warehouse  on  wheels.  For, 
thanks  to  large  volume  we  have  been  able 
to  maintain  a  delivery  system  of  timetable 
precision.  DEFENDER  delivers  as  promised 
—  in  many  coses  within  72  hours  from 
receipt  of  order. 


Three  pUntt  in  «trat«Bitelly -locatril  «rea»  mahr  our  deliveries  a  matter  of  tact 
And  .  you'll  lihe  our  prim,  deiifn  and  quality  that  eipenenred  tnqinrerinq 
and  precitien  mass-production  mean  in  salr-ability  and  complaint-free,  top- 
dollar  business 


•  Storm  4  Screen 
windows  two-track 
all  aluminum 

•  Also  .  .  matchinf 
combination  Doors 

•  Inside  and  Outside 
casements 


With  DEFENDER  pini  sell  more  doors  and  irindoirs 
to  more  families  at  better  profits. 

DfFlNDlR  products  are  manufactured  by 

HOMESTEAD  MANUFACTURING  (0. 

Edgewood,  Maryland 


5.  Di.stance.s  between  appliance.s 
.should  ‘be  laid  out  with  care. 
.Measure  from  the  center  front  of 
the  appliances  and  leave— between 
the  sink  and  the  ran^e — four  to 
six  feet ;  between  the  refrijrerator 
and  the  sink,  four  to  seven  feet ; 
between  the  ranire  and  the  refrig¬ 
erator,  four  to  nine  feet.  It  is  rec- 
ommendeci  that  the  sum  of  the 
distances  above  not  be  more  than 
22  feet. 

The  chief  factors  determininjr 
what  kind  and  how  much  equip¬ 
ment  should  he  installed  will  de¬ 
pend,  of  course,  on  the  “family 
hudiret”  and  the  size  and  arranire- 
ment  of  the  proposed  kitchen  it- 
.self — with  consideration  of  the  lo¬ 
cation  of  doors  and  windows.  Hut 
without  question,  an  attractive 
modern  sink,  plus  ample  work 
counters  and  wall  and  storage 
space  units  are  a  necessity. 

'rhese  provide  the  nucleus  of  any 
layout  and  can  mean  countless 
hours  of  time  and  work  .saved — a 

(Continned  on  Pape  94) 
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/)/?!!  « 
pnTt: 


^IMPORTANT! 


Total  investment  tor 
complete  working  stock 
(not  samples)  for  imme¬ 
diate  sales.  No  one  else 
can  make  this  offer. 


v^ould  you 

$19000*^ 


FOR  A  YEAR  ’ROUND 
PROFITABLE 
BUSINESS 


Paint  Pniiii  Capyriflt  \%2 


400  awning, 

Venetian  blind  and  home 
specialty  firms  are  doing  it  now 
with 


PIM: '  ICUT  Ornamental  Iron 


COLUMNS  and  RAILINGS 

Manufactured  exclusively  by 

DALLAS  IRON  A  WIRE  WORKS 

6115  Denton  Dr.  P.  O.  Box  7202  Dallas  9,  Texas 


&  Home  Improvement  Dealer 


lar  <(ms  it 

I  ag  I  non-hardening.. 

nmtjBj/ 1  non-staining... 

•  adheres  to  any 

surface 


I  CAttiKlK® 

lUHD  IS  aviilal^  . 


CALIAR  PAINT  A  VARNISH  CO. 

MonufoctufRPS  of  Ttchnicel  froductt 

2612-26  N.  Mortho  Str««t  •  Philodtlphia  25,  Pa. 


DON  T  PASS  UP  THIS 

CHANCE  FOR  YEAR  ‘ROUND  mm 
WITH  THE  BIGGEST  DUl  IN  THE  STONE 

FACING  FiEio . . .  HEATHER  STONE! 

Don’t  overlook  thi^  atnaztnK  opportunity  to  make  terrific 
profits  with  th€‘  leader  in  the  stone  facink  Held  Get  fn  fhe 
profit  iHirade  now! 

Heather  Stone  Is  applicable  12  months  of  ttie  year  assuring 
you  continuous  pront.s  all  year  ’round  You  ccin’t  miM  with  a 
deal  like  this 

Heather  Stone  sells  on  sight  .  .  is  applicable  over  brick  .  . 
stucco  .  cinder  and  concrete  bl<K'k  in  addition  to  shingle 
.  .  .  clapboard  and  other  exterior  and  interior  su^face.^ 

It's  the  only  real  cast  stone  with  color  throughout  .  .  avail* 
able  in  variety  of  colors  and  sizes  packaged  in  cartons  for 
easy  handling  and  shipping  furthermore,  it’s  easy  to 

apply  .  .  .  just  like  tile  .  and  easy  to  make  prttfits  tcifh. 


CALL,  WIRE  OR  WRITE  NOW  TO 


NATIONAL  HEATHER  STONE,  INC. 
4122  KENSINGTON  AVENUE 
PHILA.  24,  PA.  Phone:  DEIaware  6-1400 


Big  Profits  Today . . . 
BIGGER  PROFITS 
TOMORROW . . . 


When  you  sell 

ANDREA  TRI  WAY  ALL  EXTRUDED 
ALUMINUM  WINDOWS! 

The  lowest  priced  "Triple  Action  storm  window 
in  the  field! 

The  competitive  priced  Andna  Tri  Woy  containi  all 
the  consumer  wonted  features  thot  close  sales  for  you 
Our  K  D  distributor  set-up  offers  moximum  profits! 
Corcfully  planned  sales  promotion  materiol  available 

The  erection  of  o  new  modern  plant  and  increased 
production  facilities  have  enabled  us  to  guarontcc 
immediate  delivery  and  gront  more  distributorships 

WRITE,  PHONE  or  WIRE  for  PROFIT  MAKING 
DETAILS  TODAY! 


Andr]^ 


.  :  fneon» 

/;'  excellence  of  dciian  and 

tj  quality  ol  manufacture. 

'  Triple  Action  at  less  than  2  track  cost 
'  Welded  Mitred  Corners 
Completely  Sell-Storing 
All  fully  Extruded  Aluminum 
Full  Interlocking  Rail 
Fine  Satin  Finish 
Trouble-Free  Service 
All  Aluminum  Screen 

Glass  completely  sealed  to  metal  using 
new  extruded  plastics 
Quick,  Easy  installation 


i 


Manularluren  ol  Aluminum  (ombinalmn  Windows  i  Doan 


183  HORTON  AVENUE  •  LYNBROOK,  L.I.,  N  Y.  •  LYnbrook  3-8668 


PROTECTED 
TERRITORIES 
NOW  OPEN! 


STORM  WINDOWS  FOR 
METAL  CASEMENTS 

Check  your  advantages: 

•  Good  mark-up  on  every  .sale. 

•  No  waiting.  Immediate  deliveries. 

•  Extremely  easy  installation. 

•  Full  territorial  protection  for  builders, 
contractors  and  installation  specialists. 


and  here’s  why  Caseco  are  so  easy  to  sell: 


1.  Invisible  protection — no  wide 
frame,  no  ugly  crossbars.  Triple 
strength  glass  requiring  no  metal 
frame.  Telt  seal  mounted  in  the 
channels. 

2.  Long  life  channels,  super  sturdy 
rustproof  metal.  Never  need  re¬ 
painting  or  retinishing.  No  tricky 
gadgets  to  wear  out. 

3.  One  one-fourth  inch  sill  — does 
ni*t  interfere  with  r*>to  crank  for 
opening  window,  .Metal  sill  can 
be  removed  without  any  tools — 
just  lift  out. 


4.  Easy  t»>  clean — merely  lift  glass  panels 
upward  to  remove.  Replace  same 
way.  No  bulk  or  excess  weight. 

5.  No  interference  with  opening  outside 
window  for  ventilation. 

For  full  information  and  ovoiloble  territories,  write: 

THE  B.  R.  GREENE  CONSTRUCTION  CO. 

3560  Eoifern  Avtnue 
Cincinnati  26,  Ohio 


Custom  Kitchens 

(CtinfiiiiK’d  frtiiii  Piuic  92) 

fact  hou.scwive.s  are  only  too  happy 
and  anxiou.s  to  learn.  In  the  sale.si 
situation  where  budget  is  a  strong 
factor,  be  surt'  to  point  out  that 
if  the  family  alreaily  owns  a  range 
and  refrigerator  in  ginxl  condition, 
these  can  remain  in  the  “new” 
kitchen  and  Ire  included  in  the  all- 
over  jrlan  and  economy  of  the 
whole  layout. 


Telephones  Help 

(Ciiiitiiiind  fniiii  Ptific  -18) 

space  before  cost  can  bi*  given. 
Then  other  factors  enter  in  such  as 
the  (piality  of  the  product,  distance 
from  warehou.st*,  etc.  Thus  it  is 
manife.stly  unfair  to  give  a  (piota- 
tion  witliout  letting  the  caller  give 
the  firm  an  ojrirort unity  to  show 
the  product  and  dr-.scribe  its  (piali- 
ti('s  in  detail. 

E^mploy  Tact 

Human  nature  being  what  it  is, 
many  callers,  esjrecially  in  small 
towns,  are  ajrt  to  wander  around 
in  their  conver.sation  and  talk  of 
per.sonal  issues  as  well  as  business 
wants.  The  intelligent  jrhone  re¬ 
ceiver  will  utilize  this  p.sychologi- 
cal  advantage  to  gain  the  pros¬ 
pect’s  friendshi])  by  agreeing  with 
the  conversationali.st  whenever  fea¬ 
sible,  offering  con.solations  or  con¬ 
gratulations  as  the  ca.se  may  be — 
.so  long  as  the  talk  can  be  con¬ 
duct  c'd  on  a  friendly,  imper.sonal 
level.  Never  cut  them  short  when 
they  ramble  around  in  this  man¬ 
ner,  but  try  to  steer  them  tactfully 
to  the  subject  at  hand.  Keep  up- 
permo.st  in  mind  that  you  are  try¬ 
ing  to  make  an  ajipointment  for 
your  .salesman  at  tlie  earliest  and 
most  convenient  time  possible. 

Progre.ssive  di.stributors  have 
dug  up  a  lot  of  new  busine.ss  by 
telejihone.  Kven  though  you  have 
been  e.stablislu'd  for  .several  years, 
there  are  always  jieople  in  the 
{Conti until  on  Pane  96) 
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Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend- 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


for  Guaranteed  Dependability  And 


Substantial  PROFITS  . . .  Investigate 


MODERN  MIRACLE  WALL  TEXTURE 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 

The  CARBO-TEX  formula  is  the  result 
of  years  of  research  and  experiment.  It 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  and 
asbestos.  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remorkabte,  naturol 
mineral  rubber  that  odds  to  the  resili 
ency  and  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coat 
of  CARBO-TEX  is  equal  in  thick  ness  to 
about  10  COATS  of  ordinary  paint. 
.  .  .  It  adheres  to  the  wall  surfaces  to 
which  it  is  applied,  and  will  not  powder 
or  crock. 


SOLD  WITH  10-YEAR 
FACTORY  REPLACEMENT 
GUARANTEE 


A  New,  Longer  Lasting 
Surface,  Pressure -Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone:  DIgby  9-3170 


Protective  Coatings  is  Carbozite's  business  .  .  .  and 
has  been  far  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  ane  af  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  ar 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  pawerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  prafit 

far  you  .  ,  .  more  satisfaction  for  your  customer. 


j  Carbozite  Protective  Coatings,  Inc. 
I  101  Cedar  St.,  New  York  6,  N.  Y. 

I  Please  send  information  regarding 
1  franchises  and  available  territories. 


I  -  BSZ 

j  NAME  ..  .  _ _ 

FIRM  _ _ _ 

ADDRESS _ _ _  _ 

CITY _  .  _ ZONE  STATE _ 


HLOSB  TOLERANCE^' 


EXTRUSIONS 


★  WIND  TIGHT  ★RAIN  TIGHT 
★  DUST  TIGHT 

STORM  WINDOWS 

USE 

CCNNCAUT’/ 


Cust 


otn 


•OAtPOONoto 


Cost 


ont 


*'oni 


pONNEALT  specializes  in 
vinyl  extrusions  for  the  storm 
and  casement  window  indus¬ 
try.  Whether  you  make 
aluminum,  steel,  or  wooden 
windows, Conneaut’s  engineers 
and  compounders  are  fully 
qualified  to  design  and  develop 
vinyl  spline,  channel,  or  strip¬ 
ping  to  make  your  window  a 
better  window.  Its  modern 
plant  is  geared  to  the  efficient 
production  of  quality  extru¬ 
sions  ...  to  close  specifications 
and  exact  schedules. 

W-'rite,  today,  for  tnore 

information. 


4  4  S  M  A1  I 

RUBBER  i  PLASTICS  COMPANY 

Dept.  B  •  Akron  9,  Ohio 
CM  et^iujcona 


Telephones  Help 

{(■ontimted  frcmi  Page  94) 

aiea,  especially  iiewcorners,  who 
art'  still  live  prospects.  Telei)hoiie 
promotion  works  well  on  them. 

The  first  step  in  preparing  a 
well-organizt‘(l  telephone  campaign 
is  getting  up  an  effective  list.  This 
can  he  obtained  by  utilizing  cri.s.s- 
cro.ss  directories  i.ssued  by  the  tele¬ 
phone  company.  Ily  combing  out 
tho.se  w  hen  you  have  already  con¬ 
tacted  and  know  their  net‘d.s,  and 
building  up  a  good  list  of  pros¬ 
pects,  a  lot  of  waste  effort  can  be 
overcome. 

In  large  metropolitan  telephone 
campaigns  designed  to  reach  a 
ma.ss  of  persons,  profc^ssional  tele¬ 
phone  .solicitors  have  benm  u.sed  by 
di.stributor.s  with  varying  effects. 
Such  persons,  however,  who  may 
be  unfamiliar  with  your  busine.ss 
or  product  should  be  coached  by 
giving  them  in  advance  a  prepared 
telephone  conver.satioiv  as  well  as 


answers  to  some  questions  which 
may  be  shot  at  them. 

It  is  also  a  good  policy  to  tele¬ 
phone  to  regular  cu.stomers  once  in 
a  while.  The  best  approach  would 
be  an  imiuiry  as  to  how  the  instal¬ 
lation  is  coming  along,  whether 
there  are  any  complaints  or  ad¬ 
justments  needed,  etc.  Most  pei'- 
.sons  are  flattered  at  such  attention 
especially  since  it  may  have  b»'en 
months  since  a  salesman  from  the 
company  came  around. 

Ask  for  Leads 

The  phone  conver.sation  can  then 
be  gradually  switched  over  to  in- 
(piiring  whether  the  customer  is  in 
need  of  supplementary  lUEKlucts 
which  he  could  not  afford  at  the 
time  of  the  initial  sale,  or  if  he 
knows  of  any  leads  which  could  be 
followed  up.  Thus  the  telephone 
can  be  the  means  to  stimulate  mon* 
purcha.ses  by  regular  cu.stomers, 
and  it  can  al.so  help  to  win  new 
ones. 

Telephone  gadgets  can  also  pro¬ 
vide  useful  giveaway  novelties. 


FOR  QUALITY  WITH  PROFITS 

PERMALUM 

PERMALUM  offers  exclusive  terri¬ 
tories  to  K.D.  Distributors  to  sell 
Permalum  trouble  free,  fully  extruded 
aluminum,  self -storing  storm  win¬ 
dows  and  doors.  A  proven  fast  selling 
product.  When  you  assemble  Per¬ 
malum  you  reap  extra  profits.  Cash 
in  on  this  top  storm  window  and 
door  offer. 

PERMALUM  WINDOW  CO. 

2075  JERICHO  TPKE.,  NEW  HYDE  PARK.  L.  I.  FLORAL  PARK  4-5772 


CALL 

OR 

WRITE 
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One  of  the  more  popular  is  a  raised 
lettering  and  numbering  device 
which  fits  over  the  dial,  makin^r  the 
dijrits  easier  to  read.  The  siKnatui’o 
line  of  the  distributor  is  imprinted 
around  the  rim. 

Another  company  has  effectively 
used  a  plastic  novelty  which  covers 
the  mouthpiece  and  is  well  received 
by  housewives  because  it  helps 
make  the  telephone  more  sanitary. 
The  jrad^ret  is  attached  to  an  enve¬ 
lope  bearinj?  the  message:  “We’re 
As  Near  to  You  as  Your  Tele¬ 
phone.”  With  the  enclosing  enve¬ 
lope  is  a  circular  explaining  the 
firm’s  many  products  and  services. 

Memo  Pads 

A  memo  pad  with  pencil  which 
is  attached  to  the  telephone,  and 
bearing  the  donor's  imprint,  is  all¬ 
ot  hei'  u.seful  and  well-received  de¬ 
vice.  Then  thei'e  are,  of  course,  the 
telephone  index  books,  directory 
covers  and  small  telephone  busi- 
ne.ss  directories,  privately  issued, 
which  are  retained  for  reference 
purpo.ses  for  a  long  fime. 

If  is  akso  well  to  bear  in  mind 
that  your  store  or  oftice  may  need 
another  telephone.  A  check  may  re¬ 
veal  that  many  calls  encountei' 
“biKsy”  signals.  Then  it  is  unwi.se 
economy  to  continue  to  rely  on 
only  one  phone  or  two.  How  many 
.sales  are  lost  through  lack  of  ade- 
(juate  telephone  facilities?  The 
chances  are  that  they  total  more 
than  you  realize.  Hetter  have  the 
telephone  comiiany  make  a  cluck 
for  you. 

Warmth  and  Appeal 

Finally,  iminess  everyone  in  the 
organization  of  the  importance'  of 
cultivating  a  friendly,  telephone 
voice.  Hurried  respon.ses  or  curt 
replies  are  apt  to  create  antagon¬ 
ism.  On  the  other  hand,  the  warmth 
and  appeal  of  the  human  voice  can 
be  directed  into  affirmative  Dusi- 
ne.ss  channel.s — in  other  word.s,  a 
future  .sale.  It  pays  to  make  an  ef¬ 
fort  to  talk  with  a  smile  over  the 
phone.  I 


Look  ol  these 

A(REX 


Sturdy,  extruded  ALL  ALUMINUM  CONSTRUCTION 
—  Tempered  to  rugged  T-5  (ondrtion 

Convenient  yeor  round  SELT  STORING  streen  ond 
storm  sash  .  .  maximum  tonvemence 

No  levers,  latches,  knobs  or  catches  to  twist 
turn,  or  pull.  No  operating  hardware  to  gel 
out  of  order 

Switch  screen  and  glass  each  season  in  only 
10  to  20  SECONDS. 


[more  for  LESS 


BIGGER  GLASS  AREAS  for  extra  light  and  visibil¬ 
ity;  all  sash  inserts  easy  to  remove  or  change 
FROM  INSIDE. 

All  gloss  pones  are  CUSHION-SEALED  in  the  sosh 
frames  with  super-tough  plastic  splines. 

Quick,  easy  replacing  or  rescreening  if  needed. 

Sturdy  frame  lip  fits  most  double  hung  windows 
—  also  available  for  picture  and  oriel  windows. 

No  fitting  problems  on  out-of-true  windows 

A  tried  ond  proved  window  in  every  detail,  at 
the  lowest  K-D  prices  ever  offered  for  windows 
of  comparable  quality  ond  features. 

Choice  territories  available  for  dealers  ond  dis¬ 
tributors  for  set-up  windows. 

Write,  wire  or  phone  for  full  details 
on  our  unusually  attractive  long- 
profit  franchise  arrangement. 


Aff^EX 

the  hottest  new 
one-over-one,  lip- 
type,  all-aluminum 
self-storing  screen 
and  storm  window 
on  the  market! 


Rex  "W  indows  Inc* 

487  Bonham  Ave.  Columbus  3,  O. 


Dealerships  Available  . . . 

LITTLE-BEAVER’S  FAMOUS 
STORM  WINDOWS  &  DOORS 

•  Semi  K-l)  or  l-uUy  Assembled  •  Prompt  Delivery 

STORM  IKIORS:  one  inch  thick,  two  lite,  Z-Rar  type  fi.3ST.5 
Aluniincitn. 

.STORM  WINOOWS:  The  .Ml  I’unchttl  Window  !  .Anodized 
lip-type!  No  Sprinjj.s .'  No  clipii !  No  screw.sl 

Cash  in  on  this  PROFI  TUNITY!  Write,  wire  or  phone  for  details! 

THE  LITTLE-BEAVER  BEG.  CO. 

Dept  BS  151)15  Ashlond  Ave.,  Boltimore  5.  Md  (Astern  4200 


6t  Home  Improvement  Dealer 
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greater  profits  with 


^  K'  '' 


2  panel  mitred 

all  aluminum  combination 

storm  and  screen  doors 

Manufactured  by  experienced  desij;ners  and 
craftsmen  of  the  finest  extruded  aluminum  to 
SELL  QUICKLY  .  .  BE  SERVICE  FREE  .  .  COMPETITIVELY  PRICED  f 

•  Rugged  H  Scorn  Construction 

•  Hollow  MuHions. 

•  Booutiful  Ribbed  Face  with  Smooth  Interior  gives 
rigidity  and  strength  ond  picturc-fromc  entrance  to 
your  home 

•  Throe  glooming  Stoinicss  Steel  holt-conceoled  hinges 
riveted  to  Z-Sor 

•  Sag-proof. 

•  Two-Lite  ponel  construction  gives  protection  where 
stress  is  greatest,  small  lower  section  ond  larger 
upper  one  for  vcntilotion  flcmbility  ond  safety 

•  Pncumotic  door  check  designed  to  give  smooth  silent 
swing  control. 

PROMPT  DELIVERY 


New  deoler  soles  oids  and 
promotions  motcriol  ovoM- 
obte. 

Write  for  free  details  of  our 
special  KD  plans.  Distributor^ 
ships  in  choice  territories 
open. 


MARUFACTORINe  60. 


S7$  Twnpili*,  Etmont,  L  t.,  N. 

,  .  , .  -  ifj^  4.3020 


Y, 


/f  n 

fa  ^  ^  W  250  E  5th 

i  5T  PAUL  I 

Suppliers  of  Quality  Products  for 
STORM  AND  SCREEN  DOORS 


ASS  WORKS,  INC. 

250  E  5lh  STREET 
ST  PAUL  I,  MINN 


PUSH-PULL  LATCH 


Illinois  Dealer 

{('out i lined  from  Pa()e  49) 

To  fiirllier  ulilizo  Uicsl'  iiistalhi- 
tioTi.s  of  local  and  wt'll-kiiovvn 
I  i)lacL\s,  Kool-Vcnt  makes  a  practice 
of  haviiifc  a  commei  cial  arli.st  make 
a  .sketch  of  before  anil  after  proj- 
ect.s  in  color.s.  The  immen.se  ditfer- 
ence  in  appearance  i.s  thu.s  imme¬ 
diately  aitpaienl  to  a  iTio.spi'ct. 

Kool-Vent,  which  i.s  an  indepen¬ 
dent  di.stribntor  of  aluminum  piod- 
uct.s  in  awniiiffs,  .storm  window.s, 
door.s  and  door  covlmvs  and  jTorche.s, 
believe.s  in  adverti.sinjr  regularly 
the  year  ’lound  in  the  local  dailies, 
taking-  .space  every  Monday  in  the 
ItU.sines.s  Review  Rage  and  every 
Sunday  on  the  lUiilder.s  Rage. 
Some  of  the  surrounding  small 
town  papers  aiv  al.so  utilized  for 
this  purpo.se. 

I  Kxhihit  Booth 

The  mo.st  per.sonalized  mt'ans  of 
bringing  in  leads,  however,  is 
through  an  exhibit  booth  at  the  Il¬ 
linois  State  Fair  which  this  year  is 
celebrating  its  CLUitennial.  The  ex¬ 
hibit  is  in  the  foim  of  a  small 
model  hom»‘  built  largely  of  fix¬ 
tures  which  the  fiim  sells.  The  di.s- 
play  of  .sample  products  i.s  diama- 
tized  by  showing  a  built-in  cutaway 
of  an  old,  weather-b(>aten  wall  of 
a  luni.se  alongside  a  diagonal  panel 
of  a  new  aluminum  siding.  Thus 
visitors  can  imnu'diatidy  visualize 
them.selv(\s  the  btd'oi-e-and-after  ef¬ 
fects  of  this  improvement. 

At  h'ast  three  expei  ietUM'd  sale.s- 
men  ar«'  always  in  attendance  from 
lb  a.m.  to  lb  p.m.  The.se  men  at¬ 
tempt  to  casually  engage  visitors 
in  convL'r.sation.  This  is  sometimes 
accomplished  by  tf'lling  .s|)ectators, 
“Here  aie  lb  calling  cai'ds"  and 
the  plea.sL'd  visitoi-  i.s  given  a  laige- 
sized  pack  of  pajiei-  matches.  Or  if 
there  is  a  good  likelihood  of  mak¬ 
ing  a  .sale,  then  .something  moi'e 
valuable  i.s  pie.sent(‘d  in  the  form 
of  plastic  ash  trays  on  which  the 
firm’s  signature  line  i.s  in.scribed. 

{(’oiifiiiiied  on  Pni/i  Ibb) 
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AMERICAN  i 

HOOFEB 
&  SIDING 

CONTlACTnn 


AT.MAST,«  SMEI! 

-  liiaaiiSL 


ATOMASTIC 

the  modern  exterior  coating 


PAINT  CO. 


L  Attention! 

MARYLAND  DEALERS 

A  Complete 
Package  Deal! 

Prompt  Delivery 
and  Service ! ! 

• 

Featuring  Aluminum 
★  DOORS  ★  WINDOWS 
★  AWNINGS  ^  GRILLES 

• 

Morylond'f  foitcst  growing  olummum  storm  window 
ond  owning  distributor  has  o  limited  number  of 
profit  making  opportunities  ovoilobic  for  qualified 
dealers.  We  carry  oil  inventory  ond  can  orronge 
finoncing,  instollotion  ond  servicing,  if  desired 


DEAL  WITH  JUST  ONE 
COMPANY!  NO  INVEST¬ 
MENT  NECESSARY! 


Call  or  Write 

nORHCO  COMPANY,  INC. 

431  E.  25th  Street  Baltimore  18.  Md. 
Telephone  Hopkins  6437 


BIRDS  BAFFLED 


!\ixiilit(‘  installed  Hush  with  tho 
oiitsidf  rd“«*s  of  ledpes  on  Iniild- 
inps.  signs,  calili's  and  oilier 
|ilaees  pigeons,  starlings  or  other 
birds  land  or  roost. 

ENDS  BIRD  SPATHR 

Mirds  eannot  land  on  Nixalite  nor 
do  they  llv  over  it  for  a  dislaiu'e 
of  inehes. 

Easy  to  Apply — 
l.astx  2.S  Years  - 
I  ru'ouspicuous 

Wtiim  for  fffustrotod  "Know  How" 
Monw^octurod  by 

NIXALITE  COMPANY  OF  AMERICA 

115 119  W.  3rd  St.  Davenport,  Iowa.  U  S  A. 


Illinois  Dealer 

(Continued  from  Page  98) 

These  giveaways  cost  about  80 
cents  each,  but  ace  well  worth  it  in 
building  up  good-will. 

In  their  talks  at  the  booth,  the 
.salesmen  always  try  to  carry  out  a 
verbal  survey  to  determine  whether 
the  visitor  is  a  home-owner,  what 
improvements  he  already  has  and 
what  he  net'ds.  Since  a  conglomer¬ 
ation  of  per.sons  from  all  walk.s  of 
life  and  from  all  parts  of  the  state 
and  the  immediate  area  attnid 
the.se  fairs,  a  concentrated  pros¬ 
pect  group  is  thus  furnished. 

Best  Results 

Similar  booths  are  also  .set  up  at 
the  Springfield  Home  Sport  and 
Travel  Show,  which  is  an  annual 
alfair  sponsored  by  local  industry 
and  busine.ss  groups,  and  other 
county  fairs  throughout  the  state. 
Hut  the  be.st  rt'sults  are  always  ob¬ 
tained  from  the  state  fair. 

In  a  direct-mail  campaign,  all 
old  accounts  are  circularized  every 
spring  with  an  imper.sonal  letter. 
They  are  advi.sed  to  order  now  to 
insure  delivery  in  time  for  their 
iK'eds,  or  el.se  pa.ss  the  letter  on  to 
an  intere.sted  person.  A  prepaid 
po.stcard  is  enclosed  i'Hlicating 
whether  it  is  from  a  home,  factory 
or  .store,  and  checking  off  in  boxes 
the  products  needed. 

“Our  busine.ss  has  been  built  on 
a-  re-order  basis,”  explains  Mr. 
Zeiger.  “.After  a  cu.stomer  has 
bought  all  he  wants  at  that  par¬ 
ticular  time,  we  come  back  at  him 
the  next  year  to  sign  him  up  for 
products  he  needs  but  couldn’t  buy 
then.” 

Display  Ads  i 

In  the  yellow  classified  business 
.section  of  the  telephone  directory, 
Kool  Vent  is  represented  under  | 
several  headings:  awnings,  siding,  j 
storm  windows  and  rooting.  Dis¬ 
play  ads  are  carried  on  the  win¬ 
dows  and  awnings  pages. 

A  Courtesy  Profit-Sharing  Plan 
booklet  is  automatically  left  with 


You  and  your 
I  prospects  will  see 
■mPlJj  REAL  VALUE  in 
this  top  quality 
product — All  ex¬ 
truded  aluminum  — 
Satin  finisli  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 


MANUFACTURING  CORP. 
15-32  127th  St.. College  Pt.,N  Y. 


(;i\  K  IILOOD 
NOW 

(ill I  ioiir 

RKI)  CROSS 
Today! 

NATIONAL 

BLOOD  fro(;raai 
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the  customer  after  every  sale.  This 
contains  !)  postcards  in  which  to 
mail  back  recommendations  for 
leads.  The  commi.ssion  to  the  cus¬ 
tomer  foi"  t'ach  sale  i-esulting  does 
not  exceed  but  may  bi*  more  at 
the  .salesman’s  discretion.  The  re¬ 
wards  are  i)aid  by  the  .salesmen, 
which  deduct  the  amount  from 
their  commi.ssions,  and  they  handle 
all  of  the  mailings  and  rej)lie.s 
themselves. 

Kool-\’ent  was  e.stablished  I'-j 
years  a^o  with  the  main  oflice  at 
Hast  St.  I.ouis,  111.  It  is  a  partiu'r- 
ship  owned  by  three  brothers,  Sey¬ 
mour,  Harold  and  .Melvin  Halptuai. 

The  .sales  statf  consists  of 
men  in  both  cities.  They  aie  paid  a 
stiaiKht  ct)mmission  and  work  in 
oi»en  territory.  Each  .salesman  has 
one  to  three  canva.s.sers  directly 
employed  by  him.  Canva.s.sers  are 
always  tmcoura^ed  to  work  uj)  to  a 
full  .sales  position. 

Internal  contests  are  held  occa¬ 
sionally  amonff  salesmen  in  order  ' 
to  spurt  them  to  push  slow-movinji  I 
items  in  which  prizes  are  awarded  ^ 
of  radios  and  other  merchandi.se  . 
valuable  to  them. 

The  installation  ciew  is  made  up 
of  all-union  labor.  For  awnings  | 
and  storm  windows  there  are  two 
crews  of  four  men  each,  and  on 
siding  applications  10  men.  All 
mechanics  work  under  a  foreman 
who  is  personally  responsible  for 
the  in.stallation.  Warehouse  is  in 
the  rear  of  the  ottice  which  is  in  the 
central  part  of  the  city. 


YOU  NAME  IT- 
COTT  HAS  IT! 


EVERYTHING  YOU  WANT 


rOR  COMPirmViSUUMG! 


•  LOW  PRICE? 


Prictd  fo  t*lt  in  this  comppfitivR  morliRt 


your  n«t  coit  omoiingly  fowl 


•  QUALITY  AND  FEATURES? 


Scott  it  tho  foorurod  quoiity  lino 


fomowt  John  Wonamokor  Ooportmont 


Storo.  All  oxtrudod  and  complotoly  tolf 


storing.  Now  dosign  inturot  troublo-froo 


oporotion  —  oliminotos  torvico  problomi. 


•  PROTECTED  TERRITORY? 


ScoM  Windows  on  display  in  tho  JOHN  WANAMAKiH  Phitodolphia  Storo 

thousands  Sold  •  Thousands  of  References 

HIGH  RATED  •  RESPONSIBLE  BACKING 

— ★  ★  ★  ★  ★ 


ii  XD? 


.u-aioiaw**'*  V 
Sttf  siorimo  \ 

COMBINATION  \ 

WINDOWS  AND  DO^ 


SCOTT  Window!  or#  alto  ovaHaMo  KNOCKID 
DOWN.  Thoy  con  bo  ostomblod  qyickly  and  aaitly 
with  ORDINARY  TOOLS.  No  tpoclal  oqalantont 
nocoffory.  Wo  ropoot— "YOU  NAMI  IT— SCOTT 
MAS  IT!'^ 

WRITE  —  WIRE  —  PHONE 

FOR  A  VALUABLE.  PROTECTED  FRANCNISL 


Jalousie  Doors 

(Cotitiuued  from  Page  53) 

to  insect  pests.  The  screens  beinj? 
aluminum  there  is  also  no  danger 
of  stainiiiK  the  painted  wood  part 
of  the  door  or  the  hou.se  door 
either.  In  the  event  of  rain,  the 
louvers  can  be  turned  downward 
to  shed  water  yet  remain  partly 
open  to  allow  air  to  enter. 

Modern  jalousies  are  now  so  well 
eiiKiiicered  that  they  can  be  closed 
(Continued  on  Page  102) 


SEAL-ALUME 


ALUMINUM 
BOTTOM  SWEEP 


Seal  .\lumc  .Miiiniiiiiiii  Ixutoin  sweep  with  flexible 
sealer!  I’atked  in  dozen  and  hall dozen  lots.  Low  price 
lot  cpiantits  purchases.  Write  lor  price  lists. 

ALLODIZED  ALUMINUM  STRIPPINC. 

It's  cheaber  than  lumher!  Use  for  neater  inside  dottr  finish.  ^ _ _ — " 

hufuiries  invited.  VC  rite  for  quantity  prices.  - - 

Duro  Mfg.  Co.  1507  Ashland  Avenue  Baltimore  5.  Md  EAstern  4201 


&  Home  Improvement  Dealer 
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Jt>ec~0~Qrille . . .  AMERICA'S  j 
MOST  SMARTLY  STYLED 
ALUMINUM  DOOR  GRILLE 


INCREASES  YOUR  STORM  DOOR  SALES! 
Dec-O'Crilles  are  made  with  all 
the  CUSTOMER-CATCHING  features! 

•  Hond-wroiight  by  ortist>cratttmen  into  grocc- 
tul  dotigns. 

•  Mirror>tiko  finish  is  plostic-coated  for  pro* 
toction. 

•  Ivory  grille  is  constructed  of  the  finest  ex¬ 
truded  tempered  aluminum. 

•  80  NEW  designs  to  fit  all  sizes  and  mokes 
of  doors. 

•  Custom  designs  to  order. 

•  Immediate  delivery  of  stock  designs  in  any 
quontity. 

SHK  FOR  yovuski.f: 

S*‘ticl  for  our  NEW  I9.')3  illustrated  catalog 
and  sample  today  I 

DEC-O-GRILLES,  INC. 

470  Park  Place  Long  Beach,  N  Y. 

Phone:  Long  Beoch  6-1644 

See  us  at  NIRSICA  IXPOSITlON.  Booth  Z36 


depend  on  for  quality  and  per¬ 
formance.  Our  new  plant  assures 
you  of  a  steady,  constant  source  of 
supply. 

Write  today  for 
complete  informa¬ 
tion  and  descrip¬ 
tive  literature. 


CURVALUM  DOOR  MfG.  (0. 

15  Prospect  Street,  Hewlett,  L.  I. 


Jalousie  Doors 

(C'onfimterf  from  Page  101) 

very  tijrhlly  to  keep  out  moisture  if 
a  driving  rainstorm  occurs.  When 
installed  in  front  of  the  house 
door,  the  jalousie  door  can  even 
function  as  a  .storm  door  if  its 
louvers  are  tightly  shut.  This  is 
especially  true  of  those  units 
which  have  interchangeable  .screen 
and  jrln.ss  panels  that  can  be  in- 
.serted  bt'hind  the  kIhs-"'  louvers. 
However,  many  manufacturers  leel 
that  their  jalousies  offer  complete 
weatlu'r  protection  when  clo.sed 
and  that  the  jrla.ss  panels  are 
lu'eded  only  as  insulation  in  cold 
w(‘ather. 

One  manufacturer  sujrKi'^t.s  that 
the  .screen  be  left  in  i)lace  perma¬ 
nently  when  the  unit  is  u.sed  as  a 
storm  door  since  the  louvtMS  can 
.serv(‘  as  ^das.s  paiu'ls  which  both 
insulate  and  jiroteet  against 
wealhi'r  while  the  .screen  .serves  as 
an  iii.sect  barrier  in  the  summer 
but  does  not  hampm"  th(>  winter 
operation  of  the  door. 

In  any  ca.sc*,  enoujrh  has  been 
.said  to  demon.strate  the  versatility 
of  this  product  and  theie  are  plenty 
of  .st'lliiiK  points  for  any  intellijfent 
.salesman  to  make  u.se  of. 


Insulating  Siding 

{('oiitimn  (f  from  P(i(/<'  .57) 

in  construction  time  since  both 
these  materials  akso  come  in  bijr 
jianels.  They  co.st  less  than  wood  to 
in.stall  and  offer  several  bonus  ben¬ 
efits  to  the  home  owner.  Fiber 
board  further  insulates  the  side 
walls;  frypsum  board  has  a  hi^rh 
fire-ri'tardinjr  capacity. 

The  acceptance  by  F.  H.  A.  of 
con.st ruction  usin^r  insulatintr  sid¬ 
ing  with  fiber  or  ^yjisum  .sheathinjr 
means  this  money-savinjr  combina¬ 
tion  will  b(*  available  to  a  lary;er 
number  of  home  owners.  F.  H.  A. 
insures  about  .50  per  cent  of  the 
home  mortjrajres. 

F.  II.  A.  I'.se  of  .Materials  lUille- 
tin  No.  rM-12  covers  the  apidica- 


Aluminum  Extension  (Jack), 
Sectionol,  Industrial  ond 
Platform  ladders.  Also 


Aluminum  Platform  end 
Toothpick  Stoget. 


Cl 


PRODUCTS 
COMPANY,  INC. 

LOVIJOY,  GEORGIA 


H  SC 


TRACK’EZE 

ALUMINUM  LUBRICANT 


Sticking  and  binding  aluminum 
windows  slide  like  magic  with 
one  application  of  amazing  HSC 
TRACK-EZE.  One  tube  will  treat 
20  or  more  one,  two  or  three 
track  windows. 

Stop  those  headaches  (Better 
than  aspirin)  from  customer  com¬ 
plaints  of  troublesome  windows. 
Prevents  corrosion.  Makes  win¬ 
dows  operate  freely.  Not  af¬ 
fected  by  temperature. 

Send  $1.00  for  regular  intro¬ 
ductory  size  tube  of  TRACK-EZE 
—  See  for  yourself  what  an 
amazing  product  it  is. 


SILVER’S  STANDARD  EQUIPMENT  CD. 

National  Dtstributofs 

1308  Western  Avenue 
South  Bend  19,  Indiana 
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tion  of  insulating;  sidinj;  in  now 
construction.  It  doscribos  the 
proper  ust*  of  sheathing  paper,  lo¬ 
cation  of  vapor  barrier  and  the 
type  of  nails  to  be  used. 

An  illustrated  application  man¬ 
ual  is  available  by  writing  the  In¬ 
sulating  Siding  Assn.,  (Glenview, 
Illinois. 

“When  vertical  joints  occur  be¬ 
tween  studs,”  the  bulletin  states, 
“The  overlapping  unit  shall  be  at¬ 
tached  to  the  sheathing  by  gal¬ 
vanized,  aluminum  or  copper  fas¬ 
teners  of  a  type  which  penetrates 
the  sheathing  and  provides  positive 
holding  against  the  back  of  the 
sheathing.” 

That’s  the  leciuirements  which 
has  been  satisfied  by  “the  nail  with 
a  pretzel  on  the  end.” 


Asbestos  in  Building 

(Continued  from  Page  57) 

est  ever  recorded  for  a  like  period. 

— Asbesto.s-cement  siding  shin¬ 
gles  were  used  on  21  per  cent  of 
all  frame  hou.ses  built  in  1  ;).">(),  as 
compared  with  only  1  per  cent  in 
1910,  according  to  an  HlIFA  sur¬ 
vey. 

I>argest  Users 

— Makers  of  building  materials 
are  the  largest  usei's  of  asbestos  fi¬ 
bers  in  the  United  States  which, 
according  to  a  materials  survey  re¬ 
cently  publi.shed  by  the  National 
Security  Resources  Board,  has  de- 
velop(Hl  the  greatest  asbestos  prod¬ 
ucts  industry  in  the  world. 

Asbestos-cement  mateiials,  ac¬ 
count  for  about  one-third  of  the 
dollar  value  of  all  a.slH\stos  prod¬ 
ucts  made  in  the  United  States. 
That  value  in  1917  was  reported  in 
the  materials  survey  to  be  about 
.$274,000,000. 

Knough  asbe.stos-cenK'iit  siding 
was  produced  in  19.")2  to  provide 
coverage  for  more  than  half  a  mil¬ 
lion  homes.  About  half  of  the  i)ro- 
duction,  it  is  estimated,  is  us('d  on 
(Continued  on  Page  104) 


Mode  of  "Woodlife**  treoted  Ponderosa  Pine.  Infer* 
chongeoble  insert^.  Stoined  finish  —  con  be  vorn- 
ithed  or  pointed  Built-in  venfilotort  losily.  incs* 
pensively  instoHed.  Mony  other  features  that  sell 


SIZE 


F.O.B.  DITIOIT 


Write,  wire  or  phone  fodoy  tor  complete  information  on  our  complete  line  of  combination 
windows,  doors  and  basements  mode  of  pine,  redwood  and  aluminum. 

_  inclusive  territories  available 


1909  E.  FOREST 


Wholesale  Distributors  and  Monulaeturers 
Combination  Windows,  Doors  and  Bosemerrts 

DETROIT  7,  MICH. 


TEMPLE  3-8800 


BUILDING  SPECIALTIES  &  Home 


Improvement  Dealer 

COVE31S  ALL  THE  IMPORTANT  SUBJECTS! 

By  lubscribinq  lo  II  you  assure  yourself  of 
keeping  uptodate  on  the  following;  better 
selling  methods,  installation  techniques,  man¬ 
agement  details,  how  to  sell  particular  special¬ 
ties.  getting  and  holding  good  salesmen, 
advertising,  new  products,  and  many  others. 
Send  the  coupon  today!  Only  S3  a  year. 


BUILDING  SPECIALTIES 

42S  Fourth  Avenue.  New  York  16.  N.  Y. 

Please  enter  my  subscription  to  BUILD¬ 
ING  SPECIALTIES  at  S3.00  lor  one  year. 
O  Bill  me  for  this  amount. 

□  Enclosed  is  a  check  or  Q  money 
order. 

My  Name  . 

Position 
Company 

Address . 

City  .  State 


&  Home  Improvement  Dealer 
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PEERLESS 


DOOR  SWEEPS 

MAKE  ANY  DOOR  A  PERFECT  FIT 
FOR  ALUMINUM  OR  WOOD  DOORS 
AVAILABLE  IN 

36"  AND  40" 


ftONGATCO  SLOTS 
FOR  ADJUSTMfNT 
HEAVY  EXTRUDED 
ALUMINUM 
VINYL  PLASTIC 


Vmyl  Plastic  door  sweep —  stops  drofts,  covers 
unsightly  gops  left  by  misodiustmcnt. 

Securely  set  in  heavy  eitruded  oluminum  chonnel 
Eliminates  Service  Calls  —  adiustobic  and 
reploceoble  by  the  home  owner. 


CAST  ALUMINUM 

INITIALS 

•  Beautiful  Scroll  Inttiol  ond 
ring. 

•  Slotted  four  woys  for  easy 
instollotion 

•  All  letters  in  stock 

Sold  tn  quantity  of  low  prices. 

CATALOG  FEATURING 
OUR  COMPLETE 


Peerless  Grille  Co.  NigMmgaie  9  3845 

8811  foster  Avenue  Brooklyn  36,  NY 


FREE 


UWSOM  TRADING  (ORP. 

(Building  Supplies  Division) 

INVITES  YOU  TO  VISIT 

Booth  No.  83 

Sae  manufocturnd  materiols  from  all  over 
the  world  that  can  help  you  do  o  job. 

FROM  BELGIUM 

Venction  Blinds,  Aluminum  Noils,  Aluminum 
Siding,  Woli  Tiles,  Gloss  Bricks 

FROM  HOLLAND 

Insuiotion  M 
WoFl  Covering  Materiols 

FROM  ISRAEL 

Morbic  and  Granite  tor  out  door  decorating 

FROM  ITALY 

Aluminum  Foil  Rolls  embossed  for  Tcrroccs; 
Aluminum  Foil  Roofing,  Aluminum  Foil  Insulo 
tion 

FROM  JAPAN 

Asbestos  Boord,  Gloss  Wool  ond  Rug  Wool. 

FROM  NORWAY 

Wallboords  -  hordboord,  semi-hord  boord  ond 
Vinyl  Boord 

FROM  PORTUGAL 

Plywood  Figured  veneer  for  high  doss  cobmet 
work 

The  overseos  monufoefurers  whom  we  represent 
wish  to  receive  comideftrtion  in  your  purchases. 
They  wont  trodo,  not  aid 

LAWSOM  TRADING  CORP. 

ISO  BROADWAY  NEW  YORK  CITY 

REctor  2-1170 


Asbestos  in  Building 

i  (Contitiued  from  Page  103) 

new  houses,  with  the  balance  di¬ 
vided  amonK  other  types  of  new 
construction  and  the  re-siding  of 
existing  buildings. 

'I'he  introduction  of  new  and  im¬ 
proved  color  lines  by  all  manufac¬ 
turers  has  greatly  stimulated  as- 
be.stos  siding  sales. 

“For  many  years  white  surfaced 
shingles  were  by  far  the  largest 
sellers,”  Mr.  Kelsey  .said.  “Today 
practically  all  manufacturers  are 
emphasizing  colored  sidings.  The 
new  colors  include  grays,  browns, 
givens  and  ivory  in  jiastels  and 
mellow  tones.  Striated  and  two- 
toned  effects  have  been  added  by 
graining  or  texturing  the  surface. 

AsliEislos-Cement  Board 

"Asbestos  will  be  found  in  many 
unexpected  places  in  the  form  of 
asbestos-cement  board,  a  general 
purpose  flat-sheet  material.  Farm¬ 
ers  line  poultry  house  and  milk 
hou.se  walls  with  it.  Drive-in  theji- 
ters  employ  it  for  fencing,  towers 
and  screens.  It  is  used  for  interior 
walls  and  ceilings  in  homes,  as  ex¬ 
terior  siding,  for  laundry  chutes 
and  fireproof  partitions  and  for 
hundreds  of  purposes  where  in¬ 
combustibility  and  rot-resistance 
are  desired  in  a  building  board. 
Used  industrially  for  many  years, 
it  was  introduced  for  building  pur- 
po.ses  shoi  tly  before  World  War  1 1 
and  production  now  runs  into  mil¬ 
lions  of  s(juare  feet  each  month. 

New  Sources 

“There  is  every  reason  to  believe 
that  asbe.stos  will  be  used  in  build¬ 
ing  on  an  even  greater  scale  in 
coming  years,”  Mr.  Kelsey  as¬ 
serted.  “The  pioneering  work  has 
been  done,  public  acceptance  has 
been  obtained  and  product  im¬ 
provements  are  continuing.  New 
asbestos  sources  are  being  opened 
up  in  Canada  and  South  Africa  to 
provide  a  steady  source  of  raw 
materials.” 


yiOVI’ 

JUST  SAW  Tl 

")  'Si 


^/lunxdtic. 

I  TRACK” 

ijou  should 
see  If! 


ITS  THt  ANSWIR 


INSTALLtR  5  DR  I  AM 


Jl 


unxdtLc. 


CORPORATION  OF  AMERICA 

MIIWAUKIE  14,  WISCONSIN 


Dustite 

GASKET 


For  Metal 
Casement 
Windows 


TS«  Duihlt  goihet  n  doigned  «ilh  on  nliudod  pioii.c  icol 
mg  lip,  lo  loop  mool  coiomenl  »mdow>  DUST  TIGHT,  STORm  ' 
TIGHT,  DRAFT  TIGHT,  RAIN  TIGHT,  and  WIND  TIGHT  Eoi, 
lo  iflBloll 

In  Summer  DUSTITE  scols  outside  heat  from  oir 
conditioned  Aomes. 


j  Excellent  for  use  in  control  of  condensation 
where  storm  windows  are  used.  A  smoll  ad  in 
your  locol  poper  will  automotically  bring  pros^ 
pects  for  storm  windows  into  your  soles  room 
without  canvassing  Dustite  Gosket  is  o  reel 
!  trotfic  builder  ond  prospect  finder  for  storm 
windows  ond  oil  home  improvement  items.  Sold 
(  under  ten-doy  money  bock  guarantee. 

I _ _ _  _ 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTCRBURY  OR.  •  DAYTON  «.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 
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Air  Conditioners 

(Continued  from  Pinje  61) 

<lealt‘rs  to  keep  its  stroiijr  sales 
IHtints  in  mind. 

Consider  the  familiar  eomplaint 
that  “it’s  not  the  heat,  it’s  the  hu¬ 
midity”  that  causes  discomfort. 
Actually,  it  is  a  combination  of 
both,  and  one  of  the  trreat  advan- 
tiitres  of  the  room  air  conditioner 
lies  in  the  fact  that  it  controls  the 
atmosphen*  humidity  as  well  as  the 
heat.  In  a  word,  it  combines  the 
functions  of  a  suction  or  e.\haust 
fan,  a  refrijterator  and  a  dehumidi¬ 
fier.  in  fact,  certain  model.s — at  the 
mere  touch  of  a  switch — can  empty 
a  room  of  stale,  stagnant,  over¬ 
moist  or  over-warm  air  in  a  few 
minutes. 

Suction  Fan 

Another  Kood  feature  of  the  air 
conditioner  becomes  apparent  at 
nijtht  when — if  the  outside  air  is 
sulliciently  cool — the  refrigeration 
element  can  be  cut  off  and  the 
machine  made  to  operate  as  a  sim¬ 
ple  suction  fan.  The  air  is  drawn 
in  throuKh  a  filter,  clearing  it  of 
<lust  and  i)ollen — a  special  advan- 
tatre  for  hay  fever  sufferers. 

From  the  housewife’s  point  of 
view — and  this  is  certainly  one  of 
the  air  conditioners  finest  .sales 
features — it  is  necessary  to  repeat 
that  the  filter  keeps  out  all  the 
street  dust  and  soot  that  ordijiarily 
settles  on  furniture,  draperies  and 
rup-s.  Result:  cleanintr  bills  are  re¬ 
duced  and  much  work,  time  and 
inconvenience  saved. 

A  word  about  dealer  investment. 
To  ^’•et  into  the  air  conditioning 
business,  the  dealer  investment  is 
surprisingly  small.  If  you  have  little 
capital  on  hand,  it  is  not  impossible 
to  start  with  a  siiiKle  small  unit 
which  costs  about  $2r)().  It  is  custo¬ 
mary,  however,  for  most  small  deal¬ 
ers  to  stock  at  least  two  or  three 
units.  On  the  other  hand,  dealers 
who  have  developed  their  markets 
may  carry  as  many  as  200  units. 

(Continued  on  P(i<;e  106) 


(PICTURE  FRAME) 


All-Exiruded 
Aluminum  Combination 
STORM  WINDOWS 
AND  DOORS 


*  Competitively  Priced! 

*  Excellent  Quality! 

*  Completely  Interlocked! 

*  Positive  Cam  Catch! 

*  No  Springs  to  Rust  or  Lose  Tension! 

*  Beautifully  Mitred  Picture  Frames! 

*  Completely  Extruded! 

*  Superbly  Engineered! 

WANTED: 

DEALERS  AND  DISTRIBUTORS! 


PROMPT  DELIVERY  AT  ALL  TIMES  IS  ASSURED. 
K.  D.  OR  COMPLETELY  ASSEMBLED 


Write  or  Call  . .  . 


1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y. 


CL  3-7525 


General's 

ARROW 

All  Fully  Extruded 
Combination  Doors . . . 

.  .  .  Are  beautifully 
designed  with  fluted 
fronts,  precision  engineered 
and  "priced"  right  for 
volume  soles  and  big  profits! 

Write,  Phi 


Chech  There  Quality  Features: 

•  Eosy  installation 

•  All  fully  extruded  olumtnum  construction 

•  Z  bar  precision  frome 

•  S-S  hinge  hardware 

•  Storm  King  pneumatic  door  check 

•  Double  spring  safety  chain 

•  Aluminum  wire  screening 

•  Embossed  kick  plate  panel 

•  Extruded  door  sweep 

•  Grilles  recessed  inside  of  stiles 

•  Warp  ond  rustproof 

Compfete  with  hardwore  J29.00  KD 
Immediate  Delivery! 

Of  Wire  for  Profit-Moking  details  todayf 


GENERAL  SCREEN  AND  SASH,  INC. 

so  Tulip  Ploce,  Garden  City  Pork,  L.  I.,  NY.  —  GArden  City  7-8204-0711 
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*  CROWNED  LOUVERS  —  Give  additional  strength  to 
the  streamlined  design.  A  Victor  exclusive!  This  feo- 
ture  allows  air  to  circulate  freely  through  the  awning. 

*  COPPER-ALUMINUM  BEARINGS  allow  easy 
movement  up  ond  down.  Another  Victor  exclusive! 

*  STRONG,  DURABLE  LIFETIME  CONSTRUCTION 
—  Fireproof,  stormproof,  and  all-weather  proof. 

A  WIDE  VARIETY  OF  COLORS  and  color  combina¬ 
tions — All  chemicolly  protected  against  peeling 
and  checking.  Alodized,  baked -on  enamel  used 
exclusively. 

A  STATIONARY  MODELS  for  doorways,  porches 
and  patios. 

A  Shipped  os  o  complete  package  or  K-D  operation. 


Now! 

mammi 

umIA  SxcluUme 
Q^untmed  £cuuAe/i^ 

by  Victor 


A  l.iiiiiluj  Nuni’-er  of  Dealer 
Appointments  are  Asailable 
for  Established,  V('ell- Hated 
Dealers  with  Aftgressive  .Sales 
Organizations.  Wire,  VC’rite 
er  Phone  TcKlay  for  Available 
Territories. 


VICTOR 

TOOL  A  MACHINE  CORPORATION 


ST.  JOSiPH,  MICHIGAN 


MORE  SALES! 

^ MORE  PROFITS  with 


BACKED  BY  BIGGER  &  BETTER  ADVERTISING 
IN  NATIONAL  CONSUMER  MAGAZINES 


CALL  OR  WRITE  EMCO  CEMENT  PRODUCTS,  INC. 


SHAMORIN,  PA.  •  Telephone:  Shamokin  8-68B4 


Air  Condifioners 

(!  from  Poffr  105) 

It  i.s  iiitfre.stiiiK  to  note  that  one 
larjre  air  eonditioninfr  company  re¬ 
ports  that  .some  of  its  best  tlealen 
now — in  1952 — started  their  Itusi- 
nes.ses  in  Ii)51  with  only  one  unit. 

(’oncerniiiK  dealer  marku|)s,  the 
fifrnre  varies  from  .'50',  to  85',, 
Ihoufrh,  of  course,  the  markuj)  de¬ 
pends  on  the  manufacturer  and 
distributor  t)f  a  jiarticuliir  brand. 

In  .sellintr  air  conditioniiifr  units, 
it  is  of  considerable  value  to  allay 
(piickly  customer  fear  concerning 
the  cost  of  oj)eratin}r.  Although 
ofieratiiifT  cost  depends  on  locfil 
r;ites  for  electricity,  the  averajre 
*1  H.l’.  room  air  conditioner — a 
poifular  size — uses  about  1250 
watts  per  hour  and  is  in  use  aj)- 
pro.ximately  nine  hours  a  day. 

Installation  Kasy 

Installation  is  an  ea.sy  job,  otl'er- 
iiiK  no  problems  at  all  to  the  spe¬ 
cialty  dealer.  Tsually  80  to  15  min¬ 
utes  in  the  customer’s  home  is  all 
that  is  reciuired  to  finish  a  job,  and 
rejforts  from  dealers  already  in  the 
field  indicate  that  air  conditioners 
recpiire  little  or  no  service.  The 
number  of  calls  per  .sale  is  said  to 
be  le.ss  in  number  than  those  re- 
(piin'd  for  any  other  major  home 
apjfliance. 

(dearly,  siir  conditioning  is  mov¬ 
ing  with  sure  swiftness  into  the 
lives  and  homes  of  jfeople  every¬ 
where.  It  is  frratifyinK  to  realize 
that  your  air  condifioniiiK  products 
and  st-rvice  will  make  these  people 
not  only  happit'r,  but  healthier  and 
more  effective  in  everything  they 
do. 


''Self-1  nvenfory" 

((''oiituiiK  (i  from  Piujt  (>4) 

Were  they  (ihraii.s  clean.  I  thought 
.so  but  I  knew  I  hadn’t  been  check- 
••’tr  like  I  should. 

.My  suit  and  shoes.  No,  the  press 
wasn’t  as  crisp  as  it  should  have 
been — and  the  shine  on  my  shoes 
didn’t  sparkle.  Oh,  there  wa.s  no 
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not'd  to  try  and  win  the  i)rizo  for 
the  host  dressed  salesman  on  the 
street :  hut  a  Rood  salesman  has 
to  show  that  he’s  ^ood.  No  (jaes- 
tion  about  it,  my  clothes  should  be 
in  toj)  shape.  Clean.  No  frayed 
cuffs.  No  run-down  heels.  A  hat 
band  that  isn’t  colored  by  perspira¬ 
tion. 


Winninjj  Smile 

The  ne.xt  thinjr  that  heljts  a  pros¬ 
pect  size  me  up  is  the  .sound  of  me. 
Was  my  voice  warm  and  friendly 
when  the  j)rospect  opened  the  door 
for  me  in  the  eveninjr?  Was  it  ac¬ 
complished  l)y  a  winnin^f  smile, 
not  a  forced  jrrinV  Did  1  call  my 
prosj)ect  by  his  name'.’  Did  I  in¬ 
troduce  my.self,  sayinjr  my  Jiame 
slowly  and  clearly  so  that  it  st(K)d 
.some  chance  of  sinking  in'?  Did  I 
do  as  well  for  my  company’s  name’.’ 
M.v  prospect  will  feel  more  kindly 
toward  me  if  he  can  call  me  by  my 
name.  I  should  jrive  him  every  help 
in  beinjr  able  to  do  that. 

.Another  thinjr,  Kdwards:  try  to 
pet  your  name  and  your  comi)any’.s 
name  into  the  conversation  a 
couple  of  times,  as  you  talk.  Some- 
thinp  like  this;  “.As  my  Sales  Man- 
aper  said  to  me  the  other  da.v,  ‘Mill 
Kdwards.  this  .screen  is  puaranteed 
for  ten  years’  ’’. 

Sales  l.ilerature 

OK,  my  prospect  has  seen  and 
heanl  me.  What  el.se  can  1  do  to 
l)ull  him  over  to  my  side'.’  I  can.  1 
decided,  make  sure  that  my  .sam- 
l)les  and  .sales  literature  are  easy 
to  pet  to  and  easy  to  demonst  ratt*. 
.No  rurnmap'inp  aroi. nd  lookinp.  .No 
delay  while  I  set  ip)  my  .sample  dis- 
pla.v,  while  my  prospect  yawns.  .No 
“Well,  I  can’t  show  you  this  testi¬ 
monial  I  thoupht  1  had  but  1  can 
send  you  a  copy”.  Sure  I  know  my 
product  but,  if  I  don’t  act  like  I  do, 

I  may  never  pet  a  chance  to  strut 
my  stuff. 

So  much,  I  .said  to  my.self.  for 
first  impressions  when  1  call  on 
householders.  Hut  I  try  to  make 
.some  industrial  .sales.  I  call  on  jiur- 

(CoHtiniu'd  on  Poqt  108) 


m 


in  the  Sminess 


% 


A 


The  “Triple  Slays  Niild 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  windows  and  doors  with  any  other  combination  on  the 
market.  Compare  STO-A-CO  for  appearance  and  style  —  for 
smooth,  permanent  trouble-free  TRIPLE  TRACK  operation.  Com¬ 
pare  them  any  way  you'd  like.  STO-A-CO  products  are  built  to 
stay  sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  suoer- 
ior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompt  Etficicnt  Service 
Distributorship  Inquiries  Invited 

Member  of  the  Notional  Combination  Storm  Windovi  and  Door  Institute.  Inc 

“BULT  KNt  IMf  WtATHIH  TO  LAST  KMfVR" 

POST  OPPICI  BOX  *7  phoM  Wayland  2481  *^CO,  OHIO 


DEALERS:  DISTRIBUTORS: 


that  MORT  StoAco  is  the 
most  wanted,  most  widely  imi 
tated  triple  track  storm  window 
in  the  industry  is  merely  a  mat¬ 
ter  of  record 

No  other  aluminum  storm 
sash  otters  more  sales  appeal 
and  more  protits  tor  you 

Territories  now  open  tor  re¬ 
liable  dealers  and  distributors 

FOR  INFORMATION  WRITE  OR  VISIT  OUR  PLANT  IN 
PHILADELPHIA 


mORT^ 


4th  &  GIRARD  AVE. 
PHILADELPHIA  23 
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MCDERMOTT 


ALUMINUM 

EXTRUSIONS 


SPECIALTY 


angles 
^ods  *  tubing 
channels  •  trim 
moulding  •  bars 
hollow  and 
solid  shapes 


You  con  dopond 
on  McDormott  for 
fait  dolivory  of 
prociilon,  quality 
oxtruiloni  mad#  to 
your  ipocifkationi. 

Wo  solicit  your  In* 
quiry  for  tochnical 
dotign  data  and 
rocommondations 
on  tho  practical 
and  profitablo 
uso  of  aluminum 
oxtruiloni. 

Sond  us  your  prints 
or  ikotchos  for 
prompt  quotation. 


"Scif-Invenfory'' 

(('outinned  from  Pdi/e  107) 

chasiiiK  agents  and  usually  have 
to  call  back  on  them  aKain.  How 
does  my  first  impression  wind  up 
with  them?  Do  I  say  jjoodby  to  him 
and  his  assistant  and  or  secretary 
with  a  smile  and  mention  their 
names?  Do  I  thank  .Mr.  Purchasing 
Ajrent  for  the  time  he  K^ve  me 
even  if  I  didn’t  jrt-t  an  order?  Did 
I  tell  him  when  I  would  see  him 
aKain?  Did  1  pick  out  some  particu¬ 
lar  thinjr  about  him  or  his  com¬ 
pany  to  praise?  If  1  did,  did  I  sound 
sincere  and  enthusiastic?  No  sense 
in  throwiiiK  Kood  words  away. 

Name  and  ('ompany 

Did  1  leave  somethinp-  with  my 
name  and  my  comiJany’s  name  on  it 
so  he  could  Kvt  in  touch  with  me  if 
he  wanted  to?  Did  I  slam  the  door 
or  leave  it  open.  I  hope  neither. 
And,  with  that  purchasiiiK  a^ent, 
did  I  notice  somethiiiK  that  1  can 
refer  to  when  I  come  airain  and  .so 
show  him  that  I’m  interested  in 
him  ? 

Did  he  mention  a  hobby,  a  com¬ 
munity  interest,  a  family  event? 
Did  I,  in  other  words,  Kvt  somethiiiK 
out  of  that  first  call  that  1  can 
britiK  up  on  the  .second — and  .so  be 
an  old  friend  faster? 

When  I  Kot  throuKh  this  “me 
inventory”,  1  asked  myself  one 
more  (luestion.  If  all  this  is  .so  im¬ 
portant  in  a  first  impression  why 
won’t  it  be  just  about  as  impor¬ 
tant  in  (tU  impressions?  What  I 
sell  can  be  used  by  just  about  any¬ 
one.  On  that  basis,  I  should  be  in¬ 
terested  in  makiuK  a  impres¬ 

sion  wherever  I  go. 

Best  Foot  Forward 


M<:DERM0TT 

METALS  CO. 

EDGEMONT  &  TIOGA  STS 
PHILADELPHIA  34,  PA.  HE  4-1210 


I  thouKht  back  t(t  what  I  had 
been  doiiiK  the  last  few  weeks.  1 
wondered  if  my  best  foot  had  al¬ 
ways  been  forward.  I  wondered  if 
I  had  done  my  best  to  make  myself 
known  to  the  real  estate  man  at 
that  last  party.  1  wondered  if  I 
left  that  builder  at  the  community 


CASEMENT 

SCREENS, 

STORM 

SASH 

A 

FULL  LINE 
OF 

GRILLES 
IN  STOCK 


DELIVERY 


ALL  ALUMINUM 
COMBINATION 


STORM  &  SCREEN 

DOORS 

Manufactured  in 
our  own  plant 

•  All  Extruded  63ST5 

•  Expander  bottom 

•  Z-bar  construction 

FREE  DELIVERY 
50*mt.  radius  Mt.  Vernon 


Artistic 


vonotion  blind  corporation 

212  South  12th  Avenue,  Mount  Vernon,  N.  Y. 
MOunt  Vernon  4-4792 
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meeting  knowing  niy  name  and  the 
company  I  worked  for.  I  thought 
al)out  the  apartment  owner  at  the 
PTA  meetin^r  and  I  womierect  if  I 
looked  as  successful  to  him  as  1 
really  was. 

And  .so  1  made  a  rule  for  myself. 
1  decided  that  on  the  first  of  every 
month  I  would  >ret  out  the.se  notes 
and  go  over  them.  And  make  sure 
that  my  answers  were  on  the  mark. 

lias  this  |)aid  off  for  me?  Yes, 
I'm  ashamed  to  .say,  it  has.  I  .say 
“ashamed”  because  it’s  pretty  clear 
that  1  haven’t  always  been  what  1 
always  should  have  been.  1  had 
been  too  completely  concernetl  with 
my  product  and  how  1  was  to  sell 
it. 

Kut  my  product  measures  up  to 
the  hiKhest  standard.  Surely  it  be¬ 
hooves  me,  I  know  now,  to  put  my 
standard  for  "me”  as  hiprh. 

And  then  top  it ! 

Managing 

(Cnntiniitii  frotn  Pain  6''>) 

tion  for  you  and  help  you  operate 
your  busine.ss  with  the  least  danger 
of  tax  overpayment. 

Let  us  examine  a  few  of  these 
(juestions  in  detail. 

“Should  1  run  my  business  as  a 
partnership’? — a  corporation?”  To 
find  the  answer  to  this  vastly  im¬ 
portant  question  requires  careful 
specific  analysis  of  your  busine.ss. 
In  however,  what  you 

would  do  is  this.  Estimate  the 
future  annual  income  of  your  busi¬ 
ne.ss  and  yourself  and  then  com¬ 
pute  what  .salary  and  what  divi-  , 
deiids,  if  any,  an  a.ssumed  corpo¬ 
ration  would  pay  you.  Next,  the 
tax  for  both  the  corporation  and 
yourself  should  be  determined,  j 
This  tax  would  then  be  compared 
to  the  tax  of  an  a.ssumed  partner¬ 
ship.  Both  the  corjK)ration  and  the 
partnership  figures  should,  of  | 
cour.se,  cover  a  period  of  years. 

“How  should  I  finance  a  new 
building  or  additional  equipment’?” 

.{Canfivui’d  on  Page  110) 


Tho.  Wf 

sales  lor  VOU 


NELSON  FOLDING  ALUMINUM  AWNINGS 

Get  the  jump  on  your  competitors  and  make  arrange¬ 
ments  to  handle  the  most  attractive  line  of  packaged 
aluminum  awnings.  To  assure  you  of  quick  profits  on 
these  fast-moving  awnings,  we  have  a  modern,  complete 
sales  promotion  program  available  to  all  distributors 
and  dealers. 

Take  positive  steps  today  to  check  into  the  details 
of  this  profit-building  promotion. 

Remarkably  low  in  coat  •  Adaptable  to  casement  or  double-hung  windows 
Constant  finger-tip  control  of  light  and  visibility  •  Easily  installed 
Sturdy  construction  •  Folds  neatly  against  house  when  not  in  use 


AWNING  IN 
HALF-CLOSED 
POSITION 


AWNING  IN 
CLOSED  POSITION 

Six  degrees  of  light  control 
available  by  quick  and  easy 
adjustment  of  the  awning 
from  the  closed  to  the  fully 
opened  position. 


Patented  and 
Patents  Pending 


Choice  distributorships  and  dealerships  are 
available.  For  complete  details,  write  or  wire  . . . 

115  E.  CARSON  ST.,  PITTSBURGH  19,  PA. 


C  .4  L  I  F  0  R  N  1  A  R  K  I)  W  0  0  1) 


Band  Sawn-Premium  Quality 

You  may  use  the  experience  we  have  gained  over  many 
years  supplying  combination  window  and  door  manu¬ 
facturers.  Guaranteed  shipments  on  regular  schedules. 

I.et  us  help  you  solve  your  problems. 

Direct  Mill  Shipments  Only 


3)on  J^e  lAJallacey  3nc. 


(biiiifliitn  Bldu. 


W Ooflwiii  (I  .!-()S()2 


Del  1  nil 
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Slorin  Door 

HARDWARE 

IMMEDIATE  DELIVERY 

H*r«  are  reoMy  competitive  prices. 

If  you  are  o  manufacturer,  distribu¬ 
tor,  or  dealer  our  complete  line 
of  storm  door  hardware  accessories 
will  put  money  in  your  pocket. 


Ideal  Storm  Door  Hardware  KIT 

Closer,  hinges,  latch  and  chain 
complete  in  one  kit.  Soves  time, 
labor,  money.  Easier  hondling  helps 
solve  inventory  control,  fen  year 
guorantme. 


All-Aluminum  Letter  Slot 

Precision  made  with  bright  finish. 
Strong  duty  spring  oction.  Priced 
right.  Shipped  with  assembly  nuts 
and  bolts. 

Substontiol  stocks  assure  you  of 
prompt  shipments.  For  price  quota¬ 
tions  on  aluminum  latches,  sterling 
door  grilles,  oluminum  Kreen  wire, 
caulking  compounds,  rubber  or  felt 
door  bottoms,  stainless  steel  hinges, 
and  doiens  of  other  items  -***-  Wrifm, 
Wire  or  Phone  Today. 

L.  CANTER  &  SON 

528-40  W.  Oxford  Street 
Philadelphia  22,  Pennsylvania 
STevenson  2-9212 

"Who/eso/e  Hardware  Jobben  for  the 
Storm  Door  Trade'* 


j  Managing 

(Continued  from  Page  109) 

It  IS  not  difficult  to  secure  bank 
loans  with  which  to  purcha.se  addi¬ 
tional  equipment.  Tax-wise,  how¬ 
ever,  it  may  be  much  more  profit¬ 
able  for  you  to  rent  the  equipment 
on  a  Ki’a<l Hated  percentat?e  basis. 
.AS  .sales  income  increa.ses,  the  cost 
of  the  equipment  al.so  increa.ses. 
Tax  reductions  are  al.so  Krnduated; 
when  income  is  low,  there  are  low¬ 
er  deductions;  when  income  t?oes 
up,  .so  do  the  deductions. 

I’urcha.se  vs.  Rent 

In  regard  to  the  purcha.se  of  a 
buildinjr,  a  dealer  who  buys  on  a 
loriK-term  purcha.se  plan  .sometimes 
makes  the  mi.stake  of  assumintr 
that  his  monthly  payments  are  de¬ 
ductible.  He  .soon  finds  out  that 
only  part  of  such  payments  are  de¬ 
ductible — the  part  which  rejire- 
sents  interest  and  real  property. 
The  remainder  of  the  payment, 
since  it  is  the  repayment  of  a  loan, 
is  not  deductible.  This  al.so  applies 
to  mortgaKc  payments.  | 

So  it  is  clear  that  if  investment 
and  tax  considerations  are  of  im¬ 
portance  to  a  dealer,  a  rental 
rather  than  a  purcha.se  is  some¬ 
times  a  wiser  cour.se  of  action. 

Financing:  Fxpansion 

“What  is  the  best  way  for  rela¬ 
tives  or  friends  to  help  me  finance 
busine.ss  expansion?”  Many  dealers 
are  anxious  to  expand  their  busi- 
nes.se.s  as  rapidly  as  po.ssible  and  so  | 
accept  the  neces.sary  funds  from 
relatives  or  friends.  In  doing  .so, 
however,  they  feel  duty-bound  to 
draw  up  ‘company  stock"  which 
they  di.stribute  in  return  for  the 
inve.stments.  From  a  tax  viewpoint, 
this  is  not  intelligent  because  divi¬ 
dends  jiaid  on  stock  are  not  de¬ 
ductible.  Interest  on  loans,  bonds 
or  promissory  note.s — which  are 
deductible — would  mean  that  in¬ 
vestors  would  receive  the  same  re¬ 
turn  as  on  dividends. 

(('o)itinned  Xext  Month) 


just  a  few  words 
about 


COMBINATION  ALUMINUM 
STORM  DOORS 


Certainly!  You  con  buy  cheaper 
storm  doors:  In  fact,  you  can  al¬ 
ways  buy  cheaper  merchandise,  if 
you  don't  core  how  poor  the  prod¬ 
uct  obtained. 

Contact  a  responsible  dealer  who 
supplies  KENBERN  COMBINA¬ 
TION  ALUMINUM  STORM 
DOORS,  for  a  product  which  gives 
good  carefree  service,  year  in,  year 
out.  You  cannot  get  o  better  door. 

Examine  our  product  at 
your  local  distributor 

Weyl  &  Gahagan,  Mfgrs. 

6640  Hamilton  Ave. 

Pittsburgh  6,  Pa. 

Emerson  1-7007 


Stay  al  the  most  rt-Dfrally 

loralcd  hotel  in  the  .Motor  City, 
eonipletelv  fireproof,  7i>0  outside 
rooms  with  luith,  smart  new  fur¬ 
nishings,  lowest  eomparahle  rates, 
ample  parking  spaee— a  finil  for 
the  eost-eoiiseioiis  traveler!  Dininff 
Rooms  Air  Conditioned. 


lb.  M  W  lb. 1.1 

I^(M  ro  i  I ('  r 

>>ri(«'nfi«>tttttt</  !  itttr  \  irv  f.r*»iii»s  I  ti  i  1 1 1- 
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Vertical  Blinds 

(Continued  from  Page  67) 

si(»ii  to  vertical  blinds  is  by  no 
means  a  “cheap”  Job.  In  fact,  the 
l)rofit  for  the  dealer  for  such  an  in¬ 
stallation  api)roaches  the  amount 
he  would  realize  on  complete  storm 
window  in.stallation.  Considennp 
this,  the  d('aler  who  ^ot's  after  the 
vertical  blind  business  in  his  area, 
is  jrointt  after  highly  iirolitable 
busine.ss.  It’s  well  worth  his  while. 


Alumatic 

(Continued  from  Page  70) 

ried  out  with  wall  dworations,  lit¬ 
erature  and  ballons  in  the  hujrc 
meeting  room. 

The  meeting  was  addressed  by 
Robert  Ayulnick.  president  of  Alu¬ 
matic,  Irvinjf  Moss,  jreneral  sales 
manager,  and  Ned  Krasny,  Ass’t. 
Sales  Manager.  Mr.  AKulnick  wel¬ 
comed  the  dealers  to  New  York 
and  outlined  the  details  of  the  com¬ 
pany’s  105:1  advertising  budfitet. 
-Mr.  Mo.ss  and  Mr.  Krasny  e.\i)lained 
how  the  “Profits  Plu.s”  plan  would 
help  dealers  uj)  their  .sales. 

The  meetiuK  lasted  until  5::{0 
p.m.  when  cocktails  were  served. 


B.  S.  Reporter 

(C'oniinued  from  Page  75) 

out  northern  New  .ler.sey  and  .sev¬ 
eral  counties  in  .southern  New  York. 

The  current  method  of  operation 
will  s))eed  u})  deliveries  to  dealers 
throughout  the  area  .serviced  by 
the  licensee,  save  freight  costs,  and 
I)ermit  dealers  to  meet  delivery 
.schedules  from  a  week  to  ten  days. 

Seymour  llolub,  (Jeneral  Mana¬ 
ger  of  Aluminum  Products,  will  co¬ 
ordinate  j)roduction  with  .lerold 
Berkley  as  Sales  Manager. 

Mr.  Hiatt’s  company  has  been 
distributing  combination  windows 
and  doors  since  1!H6.  The  Hastings 
(Continued  on  Page  112) 
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The  “Juniper" 

TRIPLE  TRACK 

All  aluminum 
Combination 
Storm  &  Screen 
Window 

63ST-5  extruded  aluminum. 

U-Shope  telescoping  expander  sides 
and  sill. 

Automatic  adjustment  to  any  prime 
frame. 

Automatic  weather  lock  tongue-in-groove 
TRACK  design  .  .  .  not  channel. 

Self-storing  inserts. 

Absolute  ventilation  control  from  top  or 
bottom. 

Inserts  raise  or  lower  to  any  position  . .  . 
and  STAY! 

All  aluminum  screening. 

NO  GADGETS 
.  .  .  JUST  EFFICIENCY! 

Easiest  Installation  ever! 

Service  call  backs  eliminated! 

It's  the  STAR  in  your 
sales  picture,  by  Juniper! 


ALUMINUM  PRODUCTS,  INC 

322-324  tlTON  STREET 
BROOKLYN  8.  N.  Y. 
TELEPHONE:  TAylor  7-3519 
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STAINLESS  STEEL 

HEAT  TREAT  HARDENED 

SHEET  METAL  SCREWS 
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Will  Not  Rust 

,  v>  No  Thread  Stripping 

•I  Heads  Won't  Snap  Off 

Low  In  Cost 

II 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

immediate  Delivery  Without  Priorities 


Bxpressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Made  of  Type  410  Stoinless  Steel  specially 
hoot  treoted  and  polished  for  extreme  threod 
cutting  strength  ond  maximum  corrosion  re¬ 
sistance. 

Eliminotes  the  rusting  experienced  with 
codmium  or  chrome  ploted  Krews. 

Speciol  hcot  treotment  insures  toughness 
and  hordness  nccessory  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  in  Round  Hcod,  Binder  Head  ond 
Ovol  Cts'k  Hcod  styles,  in  diameters 
and  12  and  in  lengths 

H**.  Mode  to  your  order  in  other  sixes  and 
hcod  styles.  Also  ovoiloble  to  order  in  Phillips 
recessed  hcod,  quantity  permitting. 

Let  us  quote  you  on  your  requirements. 


Industrial  Steels,  Inc. 


Tclff  r..  np 
i :  4  ■’Cr 

T.l.-vp.. 

I  A  M  It  H  I  I )  (  I 
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6  Home  Improvement  Dealer 


Ill 


storm  Door 

HARDWARE 

IHHEDUTE  DELIVERY 

H*r«  ar«  really  comp«titiv«  pric«t. 

If  you  ar«  a  manufacturer,  diitribu* 
tor,  or  dealer  our  complete  line 
of  storm  door  hardware  acceisoriet 
will  put  money  in  your  pocket. 


Ideal  Storm  Door  Hardware  KIT 

Closer,  hinges,  latch  and  chain 
complete  in  one  kif.  Soves  time, 
labor,  money.  Easier  handling  helps 
solve  inventory  control.  Ten  yeor 
guarant^B. 


All-Aluminum  Letter  Slot 

Precision  made  with  bright  finish. 
Strong  duty  spring  action.  Priced 
right.  Shipped  with  assembly  nuts 
and  bolts. 

Substantial  stocks  assure  you  of 
prompt  shipments.  For  price  quota¬ 
tions  on  aluminum  latches,  sterling 
door  grilles,  aluminum  screen  wire, 
caulking  compounds,  rubber  or  felt 
door  bottoms,  stainless  steel  hinges, 
and  doiens  of  other  items  —  Write, 
Wire  or  Phone  Todoy. 

L  CANTER  &  SON 

528-40  W.  Oxford  Street 
Philadelphia  22,  Pennsylvania 
STevenson  2-9212 

“Whottioie  Hardware  Jobbers  for  the 
Sloftn  Door  Trade'* 


I  Managing 

(Continued  from  Page  109) 

It  i.s  not  difficult  to  secure  bank 
loans  with  which  to  purcha.se  addi¬ 
tional  equipment.  Tax-wi.se,  how¬ 
ever,  it  may  be  much  more  profit¬ 
able  for  you  to  rent  the  equipment 
on  a  graduated  percentage  basis. 
As  .sales  income  increa.ses,  the  cost 
of  the  equipment  also  increases. 
Tax  reductions  are  also  graduated  : 
when  income  is  low,  there  are  low¬ 
er  deductions;  when  income  ^oes 
up,  so  do  the  deduction.s. 

I’urchase  vs.  Rent 

In  rcKard  to  the  purcha.se  of  a 
buildiiifr,  a  dealer  who  buys  on  a 
lonjr-term  purcha.se  plan  sometimes 
makes  the  mistake  of  assumin^r 
that  his  monthly  payments  are  de¬ 
ductible.  He  .soon  finds  out  that 
only  part  of  such  payments  are  de¬ 
ductible — the  part  which  repre- 
I  .sents  interest  and  real  property. 
The  remainder  of  the  payment, 
since  it  is  the  repayment  of  a  loan, 
is  not  deductible.  This  al.so  applies 
to  mort)ra>!:e  payments. 

So  it  i.s  clear  that  if  investment 
and  tax  considerations  are  of  im¬ 
portance  to  a  dealer,  a  rental 
rather  than  a  purcha.st*  is  some¬ 
times  a  wiser  cour.se  of  action. 

Financin);  Expansion 

“What  is  the  best  way  for  rela¬ 
tives  or  friends  to  help  me  finance 
busine.ss  expansion?"  Many  dealers 
are  anxious  to  expand  their  busi¬ 
nesses  as  rapidly  as  po.ssible  and  .so  I 
accept  the  necessary  funds  from 
relatives  or  friends.  In  doing  .so, 
however,  they  feel  duty-bound  to 
draw  up  ‘company  stock”  which 
they  distribute  in  return  for  the 
investments.  From  a  tax  viewpoint, 
this  is  not  intelligent  becau.se  divi¬ 
dends  paid  on  .stock  are  not  de¬ 
ductible.  Intere.st  on  loans,  bonds 
or  promissory  notes — which  are 
deduct ibh' — would  mean  that  in 
vestors  would  receive  the  same  re- 
i  turn  as  on  dividends.  . 

!  (('onti)iued  \ext  Month)  1 


just  a  few  words 
about 

COMBINATION  ALUMINUM 
STORM  DOORS 

Certainly!  You  con  buy  cheaper 
storm  doors:  In  fact,  you  can  al¬ 
ways  buy  cheaper  merchandise,  if 
you  don't  care  how  poor  the  prod¬ 
uct  obtained. 

Contact  a  responsible  dealer  who 
supplies  KENBERN  COMBINA¬ 
TION  ALUMINUM  STORM 
DOORS,  for  a  product  which  gives 
good  carefree  service,  year  in,  year 
out.  You  cannot  get  a  better  door. 

Examine  our  product  at 
your  local  distributor 

Weyi  &  Gahagan,  Mfgrs. 

6640  Hamilton  Ave. 

Pittsburgh  6.  Pa. 

Emerson  1-7007 


Stay  at  lh(‘  mo^l  centrally 

located  hotel  in  the  .Motor  Citv, 
eoiii|»letelv  fireproof,  750  outsioe 
rooms  with  luith,  smart  new  fur¬ 
nishings,  lowest  eomparahle  rates, 
ample  parking  space— a  find  for 
the  eost-eonseions  traveler!  Dininf; 
Kotnns  .'fir  Conditioned. 
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Vertical  Blinds 

{Continued  from  Pope  67) 

sidii  to  vertical  blinds  is  by  no 
moans  a  “cheap"  Job.  In  fact,  the 
profit  for  the  dealer  for  such  an  in¬ 
stallation  approaches  the  amount 
he  would  realize  on  complete  storm 
window  installation.  ConsiderinK 
this,  the  dealer  who  after  the 
vertical  blind  business  in  his  aiva, 
is  jtoinjr  after  highly  profitable 
busine.ss.  It’s  well  worth  his  while. 

Alumatic 

{Continued  from  Pope  70) 

ried  out  with  wall  dworations,  lit¬ 
erature  and  ballons  in  the  hufre 
meetinjf  room. 

The  meetiiifr  was  addressed  by 
Robert  AKulnick,  iiresident  of  Alu¬ 
matic,  Irvinjir  Moss,  general  .sales 
manager,  and  Ned  Krasny,  Ass’t. 
Sales  Manajjfer.  Mr.  Agulnick  wel¬ 
comed  the  dealers  to  New  York 
and  outlined  the  details  of  the  com¬ 
pany’s  11)5:)  advertisinjf  budget. 
Mr.  Moss  and  Mr.  Krasny  explained 
how  the  “Profits  Plus”  plan  would 
help  dealers  up  their  sales. 

The  meetin^f  lasted  until  5:;50 
p.m.  when  cocktails  were  served. 


B.  S.  Reporter 

{Continued  from  Pope  75) 

out  northern  New  .Jersey  and  .sev¬ 
eral  counties  in  southern  New  York. 

The  current  method  of  operation 
will  speed  up  deliveries  to  dealers 
throughout  the  area  serviced  by 
the  licen.see,  save  freight  costs,  and 
jiermit  dealers  to  meet  tlelivery 
schedules  from  a  week  to  ten  days. 

Seymour  Molub,  (leneral  Mana- 
^'er  of  Aluminum  I’roducts,  will  co¬ 
ordinate  production  with  .Jerold 
Berkley  as  Sales  Manager. 

Mr.  Platt’s  company  has  been 
distributing  combination  windows 
and  doors  since  11)16.  The  Ua.stiiiKs 
{Continued  on  Pape  112) 
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The  "Juniper" 

TRIPLE  TRACK 

All  aluminum 
Combination 
Storm  &  Screen 
Window 

63ST  5  extruded  aluminum. 

U'Shape  telescoping  exponder  sides 
and  sill. 

Automatic  adjustment  to  any  prime 
frame. 

Automatic  weotherlock  tongue-in*groove 
TRACK  design  .  .  .  not  channel. 

Self'Storing  inserts. 

Absolute  ventilation  control  from  top  or 
bottom. 

Inserts  raise  or  lower  to  any  position  .  .  . 
ond  STAY! 

All  aluminum  screening. 

NO  GADGEIS 
.  .  .  JUST  EFFICIENCY! 

Easiest  Installation  ever! 

Service  call  backs  eliminated  I 
It's  the  STAR  in  your 
sales  picture,  by  Juniper! 


ALUMINUM  PRODUCTS,  INC 

322-324  ILTON  STREfT 
BROOKLYN  8,  N  Y. 
TELEPHONE-  TAylor  7-3519 


Prompt  Delivery 
You  Con  Rely  On 


STAINLESS  STEE*L 

HEAT  TREAT  HARDENED 

SHEET  METAL  SCREWS 


\V 


Will  Nor  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  Delivery  Without  Priorities 


Snprcsily  Adapted  to  KD  Installations  as  Well 
as  fabricating  All  Windows  and  Doors 


Made  of  Type  410  Stainless  Steel  spcciolly 
hoot  treated  and  polished  for  extreme  thread 
cutting  strength  and  maximum  corrosion  re> 
sistonce 

Eliminates  the  rusting  experienced  with 
cadmium  or  chrome  plated  screws. 

Special  hcot  treotment  insures  toughness 
and  hordness  necessary  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  tn  Round  Head,  Binder  Heod  ond 
Ovol  Cts'k  Head  styles,  in  diameton  4-^t>10 
ond  12  and  in  lengths  *4''# 

Mode  to  your  order  in  other  sizes  ond 
heod  styles.  Also  ovoiloble  to  order  in  Phillips 
recessed  heod,  quontity  permitting. 

Let  us  quote  you  on  your  requiremertts. 


=  Industrial  Steels,  Inc. 


&  Home  Improvement  Dealer 
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B.  S.  Reporter 

(Covthiucd  from  Page  111) 

AwninK  was  added  to  the  line  in 
1050.  His  retail  outlet,  Weather 
j  (’onditioninpr  Co.,  Inc.,  concentrates 
i  primarily  in  Es.sex  County,  leaving 
!  other  territories  to  companies  such 
j  as.  Winters  Con.struction  Co.,  Sus- 
I  sex  County;  Castle  Sales,  Bergen 
;  County ;  New  Jersey  Home  Im- 
l)rovement  Co.,  Union  and  Hud.son 
I  Counties ;  C.  &  S.  Supply  Co.,  Morris 
and  Pas.saic  Counties;  Middle.sex 
Window  Company  and  Brunswick 
:  Window  Co.,  Middle.sex  County; 

I’ermaseal  Products  ('o.,  Plainfield 
i  area  and  many  others. 

The  Hastiiiffs  Aluminum  Awn- 
iny,  has  been  awarded  the  Cood 
Hou.sekeepin}r  seal  of  approval,  and 
will  be  advertised  nationally  in 
I  1!).5.S.  Many  Jiew  .sales  aids,  includ- 
!  in^r  portfolios,  new  l)r(K*hure.s,  and 
I  newspaper  mats  are  available. 

*  *  * 


^UNIQUE  INTERLOCKING  DESIGN 

COVERS  VENT  OPENING 
CORK  INSULATION 
DOUBLE  STRENGTH  GLASS 
EXCLUSIVE  DRIP  CAP 

Many  Exclusive  Territories  Available 


•  •  a  ii€^\v  iirafii  appori  unity  ^ 
^  waiting  for  yon! 

Sm  WILLIAMS 


*  Kiln  Drie<^  No.  2 
or  Better  Lumber 


•  215-lb.  Shingle  Root 


•  3— 20«2S  Windows 


*'  Concrete  Foundation 


*  Strand  All-Steel 
Overhead  Door 


New  Beauty  New  Designs  New  Prices 

Now  is  the  time  to  capitalize  on  new  business.  WILLIAMS  garages  come  ready 
to  assemble  —  with  the  finest  materials  throughout. 

Get  the  Awaiting  Business  Now 

"Garages  Our  Specialty  —  Not  a  Sideline" 

WILLIAMS  Lumber  &  Mfg.  Co. 


4039  Cote  Brillianfe 


Sf.  Louis  8,  Mo. 


WIN-SUM  WINDOW  CORP. 


13a)6  CREtUY.  DETROIT  3.  MICH 


T  Ownscnd 


9  69-18 
9  9095 


Hi 

n 

L 

CK}Ul 

Qnim|nTR  SUMMER  J 

ALUMINUM  COMBINATION  CASEMENT 
SASH  &  SCREEN 


WRITE  —  WIRE  or  PHONE 
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Ceco  to  Build  New 
Pittsburgh  Plant 

(iround  will  be  broken  May  1, 
1953,  for  Ceco  Steel  Products  Cor¬ 
poration  new  Pittsbur>;h  office  and 
plant,  according  to  plans  announced 
in  Chicago  by  Ned  A.  Ochiltree,  the 
firm’s  president.  The  vft’neral  con¬ 
tract  was  awarded  to  Martin  & 
Nettrour  Compay,  Inc.  of  Pitts- 
burj'h. 

The  factory  buildinjr,  located  on 
18  acres  on  Lebanon  (’hurch  road 
in  West  Miffiin,  will  provide  80,()()() 
square  feet  of  manufacturinjr  and 
warehousinjr  space.  The  adjacent 
office  buildinjf  will  jjrovide  4,000 
scpiare  feet. 

In  the  new  facilities,  Ceco  plans 
to  fabricate  .standard  and  loni?-span 
steel  joists,  steel  roof  deck  and  re¬ 
inforcing  steel.  They  also  will  ware¬ 
house  steel  and  aluminum  windows, 
metal  frame  screens  and  storm 
windows,  as  well  as  Meyer  steel- 
forms  and  other  equipment  for 

{Cotifiniicd  on  Page  114) 
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Make  Sure  Your  Doors  Are 

"Best  Dressed" 

.!</»/  the  charm  and 
heel  at  y  of  Penn  (irillea 
to  every  door  you  selt ! 

•  Shlllfully  CroHad 

•  Tattafully  D**ign*d 

•  Finest  Quality  Intruded  Aluminum 
e  Low  Priced 
e  Immediate  Delivery 

16”  BAR  ILLUSTRATED 

ALSO  BEAUTIFUL  6"  INITIALS  WITH  NEW  PERMANENT  REFLECTION  FINISH 

The  Penn  line  is  complete  . . .  oi>  sizes:  — 

4”,  8",  12",  16",  26"  bar  and 
initial  grilles. 

If  your  Penn  Grille  distributor  has 
not  colled  on  you  as  yet,  write, 
wire,  phone,  today  for  complete 
deoler  brochure  and  prices. 


ATTENTION  DISTRIBUTORS 

riii<>  i>  ti  Irviiifiifloiisly  hot 
line.  A  f«‘H  «lit>lribiilorsliips 
are  open. 


GRILLE  FACTORIES 

Mann I'lirliirer  of  l/iiminiiin  ttimr  firitlen  omt 

2739-45  N.  Fairhill  Street 

GArfield  6-1555  o  Philo.  33,  Pa. 


SPLINE 
GLAZING  STRIP 
GLAZING  CHANNELS 

COMPOUNDED  AND  EXTRUDED  TO 
YOUR  PARTICULAR  REQUIREMENTS 


Jorene  "  8"  Vinyl  Plastic  —  the  ideal  insulotor 
—  make  your  windows  REALLY  weother-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  oil  windows—wood, 
steel  or  aluminum. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Somples  sent 
on  request. 


Costs  so  little  •  -  Adds  so  MUCH! 


|aPROW  PPODUCTy 

^^420  NO  lA  SALII  ST,  CHICAGO  H 


...  silicone  masonry  water  repellent 
year  ’round  business 
OFFERS  and 

healthy  profits 

to  alert  sales  organizations 

Indixidual  homes,  ap.irimenis,  sihools,  f.irtorics,  thurihcs,  office  and  public 
htiililin^’s  all  retiuire  (  K\’S’rAl.  protection  to  keep  walls  dry,  preserse  tuck- 
pointin,;,  present  staining;  efflorescence,  etc,  (  RY.S  I  Al.,  original  silicone  insisihle 
masonrs  water  repellent,  prosides  adsanta^tes  offered  by  no  other  material. 

You  can  make  good  money  offering  Wurdack’s  proven  onc<oat  above  gratie 
masonry  protection.  Nothing  equals  it!  Almost  every  brick,  stone,  concrete 
or  concrete  bltxk  structure  offers  you  a  real  prospect.  (CRYSTAL  is  being 
used  with  acclaimed  success  on  many  of  the  most  famous  structures  in  the 
Nation.  Widely  puhlicired  and  advertised,  (CRYSTAL  is  specified  by  leading 
architects!  An  all  year  'round  profitable  business  —  (.RYSTAI.  may  be  applied 
even  in  freezing  weather. 

GF'T  INTO  THIS  FIFI.D  . . .  Wc  arc  interested,  now,  in  franchising  organizations 
equipped  to  sell  waterproofing  jobs,  and  to  arrange,  with  our  help,  in  getting 
them  done.  We  train  >(iur  sales  force,  give  vou  full  patent  protection.  We  fur¬ 
nish  (  R^'S^  Al,  at  lowest  distributor  priics.  Profit  possiliilities  are  cxiellent  both 
for  hard  selling  organizations  able  to  tinanie  their  own  work  and  for  their 


salesmen. 


W  RITE  !S 
CMSIIDESCE 


imuia 


CHEMICAL  COMPANY 


4940  tYlER  AVENUE  •  St  LOUIS  9.  MO 


&  Home  Impiovement  Dealer 
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for 

MANUFACTURERS 

and 

DISTRIBUTORS 

of 

COMBINATION 
WINDOWS 
and  DOORS 


We  hovi>  been  tupplying  spcciol  hord- 
wore  for  oil  types  of  combination  win¬ 
dows  ond  doors  tor  mony  ycors  ond 
hove  ossistcd  m  the  desiQn  ot  the  prod- 
acts  ot  this  industry. 

As  consultont  enoineers  we  con  turnish 
vou  with  COMPLETE  PRODUCTION 
SET-UPS  tor  your  new  product,  build 
vour  fools  ond  dies  ond  supply  you  with 


vour  tools 
hordwore 


Ask  for  our  new  price  list!  Our  new 
production  methods  hove  cnobled  us  to 
LOWER  OUR  PRICES  substontiolly! 


g.  grant  metal 

mfg.  CO.,  inC^/^5  E  second  SI 
Mineola,  LINY 
'GArden  Cily  3  3580 


B.  S.  Reporter 

{Continued  from  Page  113) 
reinforced  concrete  floor  joi.st 
;  con.struction. 

I  «  «  * 

East  Coast  Industries  to 
Make  Hastings  Awnings 

O.  E.  V’jiughn,  pre.sident  of  Ea.st 
i  Coa.st  Indu.stries,  23  Merrick  Road, 
V’^alley  Stream,  L.  1.,  N.  Y.,  an- 
nounce.s  that  hi.s  comi)any  ha.s  been 
licen.sed  by  the  Metal  Tile  Product.s 
('o.,  of  Ha.stin>rs,  Mich.,  to  make 
the  Ila.stinLrs  line  of  aluminum 
awniiiff.H  and  canopie.s.  Ea.st  (’oast 
I  will  service  dealers  in  the  metro¬ 
politan  New  York  area,  Long  I.s- 
I  land,  VV'estchester,  and  Dutchess 
i  counties. 


New  Products 

(Continued  from  Page  62) 

Home  Ownership  Booklet 
Issued  by  Mullins  Mfg.  Co. 

A  booklet  designed  to  stimulate 
interest  in  home  ownership,  “Be 
Your  Own  l.andlord”,  is  announced 


r 


IMMEDIATE  DELIVERY 


I\oH  Full-Profil  jldvaDlages  on 

AIR  MASTER 


All-Aluminum,  Hinged 

CASEMENT  STORM  SASH 

•  1  ’'i"  Dead  Air  Space  fo  Control 
Condensation. 

•  Permanently  Installed. 

•  Positive  Weather -Stripping  Seal  — 
Prevents  Drafts  Through  Primary 
Windows. 

The  AIR  MASTER  extruded  aluminum 
storm  window  is  a  stock  item  manufac¬ 
tured  in  standard  sizes  and  is  avail¬ 
able  for  immediate  delivery.  Write  or 
phone  for  full  information. 


I 

Moll  Coupon  Today  for  fuff  Information  ■ 

AIR  MASTER  CO  * 

18th  &  Lehigh  Avc ,  Philo  32,  Po  ^ 

PIcosc  send  me  full  informotion  and  prices  on  | 
your  Cosemcnf  Storm  Sosh  I 

NAME  , 


ADDRESS 

CITY 


Air  Master  (0. 


18th  St.  at  LEHIGH  AVE. 
PHILADELPHIA  32,  PA. 

Phone;  BAIdwin  3-7100 


LET  THIS  ADVANCED 
IDEA  IN  GRILLES  CUT 
YOUR  INVENTORY  50% 

Here  is  beouty,  strength  and  value  in  delightful 
combmotion.  It's  the  new  DUN-MOR  16"  Initial 
Grille,  built  ot  costlier  62S-T6  alloy  ond  en¬ 
gineered  to  protect  as  well  as  decorate.  No  weok 
spots.  No  oid-toshioned  tiot  turned  end  fobs 


Comes  with  our  exclusive  end  clips  tor  ottoching, 
so  thot  you  need  stock  only  ONE  grille  width  tor 
oil  common  door 
sixes.  Fits  all  36" 
doors.  For  narrower 
doors  you  simply  cut 
oft  ends  and  move 
clips  in.  Triol  carton 
ot  6  will  come  Porcel 
Post.  List  prices;  No. 
325  Initiol  Grille 
$6  90  Initials  $2  25. 

DUNCAN-MORRIS  (0. 

48  N.  VALLEY  ST..  AKRON  3.  OHIO 


JUST  SAW  THE 


'53 


Jl 


H/lunxdtLc^ 

1*2  track’’^|= 

ijOQ  should  It 
see  if!  It 


umeUtu 


CORPORATION  OF  AMERICA 

MILWAUKff  14,  WISCONSIN 
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by  Youngstown  Kitchens  as  part  of 
its  lOo.S  builder  program. 

The  24  page  booklet,  illustrated 
cartoon  style,  outlines  the  advan¬ 
tages  of  owning  a  home  and  shows 
that  to  “be  your  own  landlord”  is 
not  so  ditticult  as  it  sounds.  All  sec¬ 
tions  of  the  country  are  repre¬ 
sented  in  charts  and  formulae  pre- 
.sented  to  help  the  potential  home 
owner  deteimine  how  much  of  a 
financial  load  he  can  carry  when 
he  goes  to  buy  a  home. 

The  three'  major  types  of  home 
financing,  FHA,  V'A  and  Private 
Hank  Loans  are  discu.ssed  .so  the 
home  buyer  can  decide  which  plan 
will  lH'.st  suit  his  needs. 

Many  hints  for  the  selection  of 
a  home  and  a  home  builder  are  also 
included  in  the  booklet.  New  build¬ 
ing  materials  and  construction 
techniejues  are  reviewed,  too. 

“He  Your  Own  I..andlord”  is 
available  in  quantity  to  home  build¬ 
ers  through  Young.stown  Kitchens 
distributors.  Single  copies  may  be 
.secured  from  Mullins  Manufactur¬ 
ing  Corporation. 


Veos  Tile  To  Be  Used 
By  Levitt  &  Sons 

Veos  wall  tile,  an  improved  por¬ 
celain-on-steel  tile  which  can  be 
installed  by  .semi-skilled  labor  at  a 
much  fa.ster  rate  than  ordinary  ce¬ 
ramic  tile,  will  be  installed  in  (),000 
new  homes  to  be  built  in  1  !).■),■}  by 
Levitt  and  Sons  in  Edgely,  Penn¬ 
sylvania,  it  was  announced  by  Al¬ 
fred  Levitt,  head  of  planning  and 
production  of  Levitt  &  Sons,  Inc. 

The  tile,  which  measures  68 
.square  inches  in  size  and  weighs 
only  Lir>  lbs.  per  .square  foot,  is 
manufactured  by  the  Porcelain 
Enamel  Products  Corp.,  a  division 
of  the  Hettinger  Corp.  of  Waltham, 
Mass.  It  is  installed  over  a  special 
foundation  of  grooved  tiberboard, 
which  eliminates  slow,  expensive 
wall  preparations. 

The  patented  insulating-type  fi- 
berboard,  ovei-  which  the  steel  tile 
is  installed  is  grooved  on  one  side 
in  a  grid  pattern  exactly  matching 
(Contitiiu‘d  on  Page  116) 


SPECIAllY  TREATED  STAIN  EXCLUSIVE  INTERLOCK  AND  VENTILATING  FEATURES. 
5  QUARTER  FRAME. 

PAPOOSE  THE  MOST  ECONOMICAL  REDWOOD  COMBINATION 
IT'S  PRICED  FOR  VOLUME 


EXCLUSIVE  TERRITORIES  OPEN  TO  ALERT  DEALERS  AND  DISTRIBUTORS 

WRITE,  WIRE  or  PHONE 
DEPT  G-S 

13330  W.  McNicholas  Rd. 

Detroit  35,  Mich.  UNiversity  4-7134 


MANUFACTURING  COMPANY 


GarLOCREST  1°::*.": 

2938  West  63rd  Street,,  Chlcoao  2 


OVERCOME 

PRICE 

RESISTANCE 

with 

^eatUeA-Jlite. 


REDWOOD  COMBINATION 
STORM  WINDOWS 


CERTIFIED  KILN  DRIED 
CALIFORNIA  REDWOOD 


NOW  ..COMPLETE  SELECTIO 

of  STYLE  and  DESIGN 


6t  Home  Improvement  Dealer 
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Famous 


^eknucAmc- 


Shower  Enclosures 


Cash  in  on  the  skyrocketing  demand  for 
more  beautiful,  more  practical  bath¬ 
rooms!  Permalume  shower  enclosures  fit 
any  bathtub,  any  size  shower  opening. 


Installation?  Simple! 

Fast  and  fool-proof  installation  is  o  cincht 
Tub  enclosures  install  with  S-18  Mastic  we 
provide — no  drilling  on  tub  or  wall,  no 
special  equipment  or  mechanical  know-how 
needed! 


They're  priced  to  sell  to  every  home- 
owner,  regardless  of  budget,  and 
there's  a  generous  discount  for  you! 


Of  AMCRICA 


979  S*r**t.  N.  f. 


'Vrite  now  for  details! 


*  tiU  OtmUmu  <  * 


j’iiMa 


DISTRIBUTORS  REPORT: 


zoo/l/f 


r-ales  are  ^■a^\ 
anil  llit‘  |ir<>lil  tnaruin  ir- 
fxrfllcnl  with  llic 


Tmde  Mark  Almmiaam  Co.  ot  AmtHca 


WINDOWS  and  DOORS 

'K.l)."  tli'lrihiilors-  m-l-up  Inr  (•(imhination 
>t  r<'i'n  and  >-ltirni  uinrlows.  Mad*’  of  life- 
lime  \l.('()\*  exii'iideil  aluminum,  comixli- 
li\el\  priced,  plus  su|ieri<ir  fealiin's  that  heal 
eompelilitin.  I'.asx  to  assemhie.  rpiiekK 
installral  fur  Irnuhle-I  ree  sersice.  Immediale 
deli\er\.  Vdverlisin^  and  sales  helps 
'iipplied. 

NASH  MFC.  CO. 

Executive  Office  &  Main  Plant 
Long  Branch,  New  Jersey  Long  Branch  6  6230 


New  Products 

{Continued  from  Page  115) 

the  size  (d‘  the  tile.  Thus  in  la.vitijr 
out  the  tile,  he  said,  the  jerid  pro¬ 
vides  an  accurate  pattern  which 
holds  and  aliens  every  tile  per¬ 
fectly.  This  siniitlified  method  per¬ 
mits  semi-skilled  workers  to  b»' 
trainetl  in  ju.st  a  few  days  to  pro¬ 
duce  hiydily  iirofessional  installa¬ 
tions  at  a  fast  clip. 


New  Brochure  On 
Folding  Stairways 

I’se  of  the  Kz-\Vay  Koldintr 
Stairway  in  convertinjr  waste  attic 
space  has  been  illustrated  and  de¬ 
tailed  in  a  new  two-color  brochure 
issued  by  Ez-\\’ay  Sales,  Inc. 

The  brochure  outlines  uses  and 
econmiiics  of  the  Kz-\Vay  Koldinjf 
Stairway  with  reference  to  utiliz- 
iiiK  attic  space,  describes  construc¬ 
tion  features,  ease  of  opc'ration  and 
installation,  and  lists  specifications 
on  materials  and  desikrn. 

A  section  of  the  i)rochure  illus¬ 
trates  and  describi-s  the  Ez-way 
EoidiiiK  Stairway  Model  No.  IS, 
standard  for  use  in  homes,  k^u’- 
ajres,  and  cottajres,  and  Model  No. 
22,  heavy  duty  and  recommended 
for  commercial  installations  or  for 
jraraKt's  and  homes  wheiv  it  will 
l)ear  tin*  liurden  of  heavy  loads. 


New  Easy-To- Assemble 
Cedar  Awnings 

All  cedar  awninjfs  of  excellent 
streiiKth  and  rijridity  for  use  on 
newly  constructed  homes,  as  well 
as  for  remodeling  old  ones,  are  be- 
inp:  marketed  by  (’raftsman,  Inc. 


The.se  new  awninjrs  are  in  d-l-o 
and  (5-foot  widths  and  are  avail¬ 
able  for  2-inch  and  8-inch  casings. 
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They  may  be  installed  on  either 
frame  or  masonry  homes  and  serve 
equally  well  as  door  cano|)ies. 

The  aiiffle  of  the  awnings  is  set 
by  merely  raisinjr  or  lowering  the 
casing  blm-ks  to  the  height  desired. 
Finishing  may  be  natural  with 
varnish  or  painted. 

The  awnings  are  individually 
packaged  in  cartons  and  shipped 
complete  with  screws  and  washers. 
.A  screw  driver  and  hammei-  are 
the  only  tools  needed  for  a.s.sembly. 


High  Quality  Bathroom 
Medicine  Cabinet 

The  National  Stec'l  (’abinet  Com¬ 
pany  of  Chicago,  manufacturers  of 
bathroom  medicine  cabinets  has 
come  up  with  a  new  model  for 
homes  where  (piality  and  good  de¬ 
sign  is  desired. 


This  new  model,  the  Ambas.sailor 
10(H),  has  many  outstanding  fea¬ 
tures— plate  gla.ss  mii  roi',  b(>auti- 
full.v  mount(‘(l  lluoi'e.scent  lights 
for  .shaving  and  make-up,  tooth 
brush  holdei’,  i)iano  hinges,  chiome 
hardware,  bulb  edge  adjustable 
shelves,  razor  blade  disixi.sal  and 
other  features. 

An  out.standing  feature  of  the 
Ambas.sador  is  the  chrome  i)lated 
recess  located  just  below  the  cab¬ 
inet  recess.  This  recess  pro\id(‘s  a 
tumbler  holder,  .soaj)  dish,  and  for 
the  woman  of  the  hou.se  a  I'ecess 
which  feeds  automatically  stand¬ 
ard  size  cleansing  ti.ssues. 

All  of  the.se  features  fit  into  one' 
rece.ss — not  .several  I  The  mirror 
measures  *J()  x  2  I  and  the  cabinet 
recpiires  a  x  21)(j  wall  oium- 

ing.  And  the  i)late  gla.ss  miii'or 
carries  a  tirr  ifear  guarantee! 


//j  the  Customer’s  Bye! 

A  (.hinesc  Philosopher  once  ailmonisheil,  "Dig  the  well 
before  vt)ii  are  thirstv.” 

These  vener.ible  words  signihcantly  answer  the  question, 
"W  hv  should  I  ativertise  w  hen  I’ve  got  all  the  business  I 
can  handle  .  .  .  or,  when  I  can’t  get  materials  enough  to  fdl 
the  orders  I  have?” 

One  month,  one  year  or  ten  years  from  iu)w  will  you  be 
thirsty  for  sales?  That  tliirst  may  go  unquenched  if  you 
don’t  ilig  for  business  non  and  kvcf)  through  pros¬ 

perous  times. 

The  customers  .md  prospects  who  comjsose  your  market 
have  short-lived  memories.  If  you  forget  your  customers  for 
a  month  or  two,  your  competition  may  remember  them  and 
make  them  your  ex-customers. 

Hundreds  of  advertisers  with  nothing  to  ask  of  their 
customers  but  continued  g(M)d  will  are  asking  for  that  with 
interesting,  informative  and  laudable  monthly  advertising 
in  lUMI.DINC.  .SPICIAI.TIFS. 

These  ads  are  d«)ing  the  work  well  f«»r  those  who  want  to 
keep  themselves  in  sharp  focus  in  the  customer’s  mind’s  eve. 

A  market  data  survey  recently  completed  is  yours  for  the 
asking.  Write  for  a  copy  and  for  advertising  rates  to 
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A 

A.  &  l{.  Mfn.  Co . 31 

Adams  KiiKinrcrinK  <  (».,  Inc.,  Hark  Cover 

.Air  .Master  Co .  IM 

.Allied  Metal  Fahricators,  Inc .  Ml 

.Aluma  Kraft  MfK.  Co .  3 

.Alumatir  Cor|).  of  .America 

.'.M-.'itt,  101,  108.  IM 
.Aluminum  FabriratinK  Co.  of 

FittshurKh  .  32 

.Andrea  MfK.  Corp .  01 

.Artistic  Venetian  Hlind  Corp .  108 

It 

It  &  t;  .Sales  Co . .  80 

Itarnhart  Co.,  The  .A.  \A .  "0 

Itay-Wel,  Inc .  02 

llelson  MfK.  t  o .  "8 

Itinks  MfK.  Co... .  30 

ItuildiiiK  Specialties  .  117 

Itutler  StampiiiK  t'o .  23 

C 

C-Thru  .Aluminum  AwninK  Co .  8 

Calbar  Paint  &  A'arnish  Co .  03 

Campbell  Sash  Works,  The .  70 

Canter  K  .Son,  1 .  110 

Carbo/itr  Protective  CoalinKs,  Inc.  0."> 

Ca-.Stone  Prtiducts  Co .  17 

Childers  MfK.  Co . 71-71 

Clearview  l.ouver  AA  indow  Corp....  .51 
Conneaut  Rubber  &  Plastics  Co.  ...  00 

C<M»I  Ray  Aletal  .Av«ninK . 20 

Corson  MfK.  t  o..  Hen  12 

Curvaliim  Itimr  MfK.  t  o . 102 

l> 

Dallas  Iron  &  AA  ire  AAorks .  03 

Dec-t)-(Jrilles,  Inc .  102 

Diincan-Morris  Co . Ill 

Dural  Aluminum  Co .  .  0 

Duro  MfK.  Co .  101 

Dustile  Products  Co..  .  .  101 

K 

KIlMiHtd  Aluminum  Door  Co.,  Inc...  87 

F.lmont  MfK-  t'o .  08 

Fmro  Cement  Prmlurts,  Inc .  100 

F 

Feather-1, ite  AIfK.  Co . 13,  11.5 

Federal  Screen  &  .Sash  Co .  77 

Fralx-n  .Aluminum  Industries  Corp.  00 

(; 

tJeneral  Screen  &  .Sash,  Inc .  10.5 

tirant  Aletal  AIfK.  Co.,  Inc.,  (J .  Ill 

(Jreene  Construction  Co.,  The  It.  R.  01 

Hrille  I'actori«‘s  .  113 

(iluildcrest  Co.,  The .  11.5 

II 

Hess  AlanufacturinK  t'o . .51-5.5 

Homestead  MfR.  Co .  02 

Hotel  Detroiter  .  110 

Hutch  AIfK.  t'o .  20 

I 

Ida  Products  Co .  103 

Ideal  Itrass  AA'orks.  Inc .  08 

Industrial  Stinds,  Inc.  .  . .  Ill 

IrvinKton  A'arnish  AL  Insulator  t'o.  85 

.1 

.lamica  .Sash  At-  D«M>r  Co .  83 

Jarr(»w  Products .  11,1 

Jasen  Aluminum  Pri>ducts  Corp .  91 

.limes  Sales  &  FnKineerinK .  35 

Juniper  .Aluminum  Products.  Inc...  Ill 

K 

Kessler  Products  Co .  2fi 

Keystone  Alloys  Co .  30 

Keystone  AA'ire  Cloth  Co .  82 


L 

l.awsom  TradinK  Corp .  101 

l.ittle-Heaver  AlfR.  Co.,  The .  07 

l.iK'k  Vent,  Inc .  70 

l.udman  Corp . 10-11 

l.ii-Alesh  Co .  88 


A1 

AlcDermott  Aletals  Co .  108 

Alerit  Aluminum  Products,  Inc .  88 

Aletal  Tile  Products,  Inc .  16 

Alodernview,  Inc .  15 

Aloloney  Co.,  The . 68-60 

Alort  Company  .  107 

N 

.Nash  MfK.  t  o .  116 

National  .AwninK  &  Shade  Co.,  Inc.  25 

National  Heather  Stone,  Inc .  03 

NatioiiMide  .Aluminum  Products,  Inc.  56 

.Nelson  Industries  .  100 

N'ixalite  Company  of  .America .  100 

North-F^ast  Aletal  Products  Corp...  89 
O 

Dhio  Can  &  ('row  n  Co .  28 

Did  tjuaker  Paint  Co .  00 

Dley  Products,  Inc . 36-37 

Orchard  Hrothers,  Inc .  20 

P 

Paralastic  Products  Co .  16 

Paramount  .Aluminum  Priniucts  Corp.  6 

Peerless  (irille  Co .  101 

Permalum  AVindow  Co .  06 

PilKcim  Co.,  F.  .A .  80 

Protectalum.  Inc .  81 

Pro-Tect-C-Jalousie  Corp .  21 

R 

ReminKton  .Aluminum  AVindow  Corp.  81 

Re-Nu-It  Corp .  80 

Rex  AA'indows,  Inc .  07 

Rey nolds-Shaffer  Co .  85 

RolaKla.ss  Ft|uipment  Co.,  Inc .  81 

Ron-del,  Inc .  63 

R(H)tinK.  .SidinK  &  HuildinK 

Specialties  Alanual  .  81 

S 

Scott  AA'indows  .  101 

Shower  Door  Co.  of  .America .  116 

Silver’s  Standard  F^quipment  Co....  102 

.SlepliKht  Products  Co..  Inc .  102 

Storm  Alaster  Corp.  of  Haltimore.  .  2 

Storm  .Sash.  Inc .  10 

Storm  AVindow  of  Aluminum,  Inc...  107 

Stormco  Co..  Inc .  100 

.Sun-Sash  Companv  .  27 

T 

Tele  KinK .  31 

Trip-I.ex  .  105 

r 

I'nion  .Aluminum  Co.,  Inc .  33 

V 

A’-Seal  Corporation  . Third  Cover 

A'entilite  Corporation  .  1-5 

A'erflex  Sales  Co. .  86 

A’ictor  Tool  At  Alachine  Corp .  106 

AA 


AA'allace,  Don  . .  .  100 

AA'arner  AIfK.  Co. .  It 

AA'eather-AA'ise  AA'indows,  Inc .  38 

AA'evl  At  Gahaean,  AlfRs .  110 

AA'illiams  Lumber  At  AIfK.  Co .  112 

AA  instrom  AIfK.  Co .  100 

AA'insulite  MfK.  Co .  22 

AA'in-Siim  AA’indow  Corp .  112 

AA'urdack  Chemical  Co .  113 

Y 

AounRstown  Industries,  Inc .  10 


CLASSIFIED  ADVERTISING 

Undtr  this  heading  clattilled  adT#rtisem«nts 
are  accepted  at  the  uniionn  rote  of  25  cents 
o  word,  but  no  advertisement  taken  for  less 
thorn  20  words  with  a  minimum  charge  of 
S5.00;  3  months  at  20c  per  word  per  Insertion. 
Check  or  Money  Order  must  accompony  copy 
of  Classified  Ad.  Advertisements  soliciting  deal¬ 
ers  or  distributors,  or  new  products  for  sole,  not 
accepted  In  clossified  section.  Address  all  com¬ 
munications  to  Classified  Department.  BUILD¬ 
ING  SPEaALTIES.  425  Fourth  Avenue.  New 
York  16.  N.  Y. 


HKLV  WANTED 


KXPKRIK.VCKl)  CONTRACT  AND  pricitu?  esti 
mator  in  constniction  firlH  waiittnl  t»y  larRc,  a^pU 
cNtahlishpii  IxAs  Angplr.^,  Calif.  tllasN  Co.  Prefer 
know'IrdKe  of  gla*!A.  F^xcelleiit  salary.  (khmI  workinu 
om.litions.  Write  Box  388.  HCILniNO  SPF.t'IAI. 
TIKS  Si  Dome  Improvement  Dealer,  4i5  Fourth 
Ave.,  Npaa  York  16.  N.  Y 


NALF.S  RKPRF.SENTATIVES  WANTED:  A  A%ell 
;  r‘itahliRhe<t.  Avidely  knoAiA'n  company  seeks  sales  pr(>- 
motion  mindeil  reifional  orffani/ers  now  calling  uiK)n 
building  supply  dealers,  home  C(»n-*trijction,  excava 
lion  and  landscape  contractors.  Selected  representa 
tives  must  lie  capable  of  organizing  a  territory  and 
i  able  to  set  up  alert  and  aggressive  distributors  and 
snUdealers.  helping  them  sell  and  properly  install 
jilastic  swimming  pools  27  feet  and  longer.  These  are 
the  famous  pools  that  As-ere  widely  publicized  recently 
in  3.^  national  magazines  including  Life,  Time, 
NeAAKweek,  Better  Homes  and  (lanlens,  American 
llfime,  etc.  Home  owners  of  average  income.  Motor 
!  (  ourts.  Community  Center*,  are  among  the  prime 
■  prospects  for  these  easy  to-install  pools  requiring 
:  practically  no  maintenance.  No  initial  merchandise 
;  investment  is  required  but  selected  representatives 
,  must  Ite  financially  able  to  aggressively  promote  an 
!  e.irning  p<itential  of  a  minimum  of  $10,000  per  vear 
I  income  for  themselves.  Box  390.  Bm.DINC.  SPK 
i  CIAI-TIK.^  iSr  Ibtme  Improvement  Dealer,  425 
I  F.tuith  Ave.,  New  York  16,  N.  Y. 


.  I.ARfiK  SCRFKN  MFC.  desires  aggressive  repre 
sentatives  with  established  Builders  Supply  (bitlets 
j  to  add  titir  complete  line,  Soal.  Box  295.  Miami  47. 


SAl.KSMFN  WANTED  CA1J.IN(J  on  st..rm  d.Kir 
manufacturers  f*>r  a  line  of  aluminum  letter  slots 
direct  from  manufacturer.  New  fast  moving  item, 
lilteral  commissions.  State  territors  covering  and 
line  now  handling  in  first  letter  Box  392.  BIMIJ) 
INC  SI’F('!.\I.TIFS  &  Home  Improvement  Dealer. 
425  Fourth  Ave,,  New  York  16.  N  Y 


MANCFAt  TCRKR  S  REPS  WANTED— by  one 
of  worbl’s  largest  producers  <tf  jalousie  line.  ()pen- 
iiigs  in  choicest  territories.  Attractive,  highly  lucra¬ 
tive  jooposiiion  to  right  imtividiials  able  to  prove 
qualifications  of  experience  and  aggressiveness.  Box 
tS6.  BUM. DING  SPFCIAI>TIFS.  425  Fourth 
Avenue.  \  Y.  16.  N  Y 


■sTORM  WINDOW  SAI.FSMKN  for  aluminum 
iombination  sfoim  AAindows,  Kxpd.  to  wholesale 
trade.  Write  details.  Box  384.  BUIDDINC.  SPF. 
('lAl.TIFS  X  Home  Improvement  Dealer,  425 
Fiturth  Ave.,  New  York  16.  Y. 


WANTED  ALUMINUM  WINDOW  salesman  for 
West  Coast.  Leading  manufacturer  of  aluminum 
prime  windows  firmly  establishett  in  business  on 
West  (Tiast  wants  exjAerienceil  salesman  to  head  up 
s.iles  in  this  territory.  F'^xcellent  opportunity  for 
riglit  man.  Give  full  particulars  about  vourself 
when  answering.  Box  372.  BUILDING  SI'ECIAL 
TIES,  425  .  4th  Ave..  New  York  16.  N.  Y.  tf 


MISCELLANEOrs 


S(  RKKN  MANUFAt  TURFR  LO(  ATKD  m  North 
New  Jersey  de>ires  contact  for  assembly  X  dis 
tributor^ship  of  mnlium  price  Aluminum  C«»mbination 
Sash,  Capital  &  Manufacturing  space  available.  Box 
391.  Bl  lI-DINfi  SPECIALTIES  &  H.ime  Im 
prov'ement  Dealer,  425  Fourth  Ave.,  New  York 
16,  N.  Y 
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V-SEAL  CORPORATION 

13  00  BATAVIA  ROYAL  OAK,  MICHIGAN 
EASTERN  DIVISION  WESTERN  DIVISION 

3638  Eo»t  13tK  Si  1134  Souih  6*^  S» 


Potl^fton  N 


V-SEAL  STEELMASTER 

Mfidern!  Streamlined!  No  old  fashioned 
rli|)s — no  protruding  screws — the  com¬ 
plete  answer  to  steel  coverage  at  a  /or 
loiirr  price  for  frame  and  in.sert  type. 


V-SEAL  DELUXE 

Beauty  .  .  .  Quality  .  .  .  Simpli¬ 
city  . . .  Durability.  Designed  for 
dealers  —  easv  to  assemble  — 
easy  to  install  —  ends  costly 
service  calls.  You  keep  all  of 
your  profit. 


'America  s  moil  progrostiv  aluminum  window  manulacluror' 

V-SEAL  VENETIAN 

Another  V-SEAL  “FIRST.”  The 
.sensational  new  window  that 
makes  all  others  obsolete.  Use 
for  combination  storm  sash — 
porch  enclosures  —  prime  win¬ 
dows  for  new  building  or  re¬ 
placement  of  prime  windows  on 
old  houses.  Versatile  and  beau¬ 
tiful  at  an  unheard  of  low  cost! 
PAT.  APPLIED  FOR 


All  V-SEAL  products  ora  available 
"K.D."  Each  window  individually  packed 
for  easy  storage  and  assembly— another 
"V-SEAL  FIRST." 


ABC  FEATURES 


Heliarc-Welded  Corners 

Koroseal  Weather-Stripping 
Heod  and  Sill  (Top  and  Bottom) 


Patented  Clip  (Stainless  Steel 
Weather-  Strip  End  Spring) 
Eliminates  Opening 
Between  Clip  and  Jamb 


Insert-Overlap  Design  of  Screen  and 
Storm  Sash  Makes  Easy,  "No  Tool" 
Removal 

Glass  Is  Rapidly  Installed 
Without  Tools 


LOOK  ALIKES  DON'T  ALWAYS  PERFORM  ALIKE! 


In  windows,  as  in  sports,  championship  quality  is 
proven  ability  .  .  .  proven  by  years  of 
outstanding  performance. 
Many  jalousies  may  look  like  ABC  jalousies  .  .  .  may 
offer  one,  two,  or  even  three  of  A  B  C's  features 
.  .  .  but  no  other  window  offers  all  the  features  that 
make  the  ABC  jalousies  the  champion 
in  the  field. 

The  ABC  jalousie  is  an  All-American  jalousie  .  .  . 
ideal  for  any  part  of  the  country.  Years  of  engineering 
"know  how"  have  produced  the  perfect  window 
.  .  .  beautiful  in  design  .  .  .  flawless  in  construction 
.  .  .  All-American  in  performance. 


CHOOSE  THE  CHAMP  .  .  .  CHOOSE 


Manufactured  by 


Write  todaij  for  further  information  on  available  dealerships  in  your  area. 

19300  BISCAYNEBLVD., MIAMI,  FLA.  #  HUYLER  ST., S.  HACKENSACK,  N. 


